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Look pemnp tne 


We are proud of our MultiKopy and Star 
Brand salesmen. There are none better; they 
are helpful, courteous, and wide-awake 
and, above all, they know their business. 

But these salesmen can be no better than 
the company and the products they repre- 
sent. They offer to you the 43 years of ex- 
perience of the F. S. Webster Co. as special- 
ists in making superior carbon papers and 
typewriter ribbons. They place at your 
disposal better facilities to fill your custom- 
ers’ most exacting requirements. 


Because the F. S. Webster Company be- 
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lieves in giving dealers every aid for greater 
profits, these salesmen will offer you active, 
progressive merchandising assistance, in- 
cluding window and counter displays. And 
these displays will tie in with generous 
national advertising. (For the third succes- 
sive year we have increased our advertis- 
ing to the consumer. We are the only car- 
bon paper and typewriter ribbon manufac- 
turer who has consistently advertised on a 
national scale to the consumer.) 

Cash in on the national acceptance for 


Webster products. It will pay you richly. 





13 AMHERST STREET, CAMBRIDGE, MASSACHUSETTS 








{ OFFICE APPLIANCES 
is a news and technical 
trade journal, serving 
the entire industry of of- 
fice equipment. It covers 
the manufacture and 
distribution of office 
machinery, officedevices, 
office furniture, office 
supplies and the entire 
range of commercial sta- 
tionery. Its comprehen- 
sive news reports of the 
industry and its valuable 
special articles upon sub- 
jects germane to its field 
have given it unusual 
prestige. It serves a cli- 
entele composed of man- 
agers and agents for the 
various office machines, 
devices and supplies, 
commercial stationery 
dealers and many of the 
largest corporations in 
the United States. It 
also reaches some deal- 
ers in fifty-four other 
countries who deal in 
American office equip- 
ment. 


{ No person, firm or cor- 
poration, either directly 
or indirectly connected 
with the industry the 
journal represents, has 
any share in its owner- 
ship or voice in shaping 
its policy, which has in 
view at all times the best 
interests of the field it 
serves. It aims to dis- 
cuss all subjects fairly, 
and to furnish its read- 
ers reliable information 
concerning the progress 
and development of the 
office appliance industry. 
Tt will answer any ques- 
tions germane to its field 
to the best of its ability, 
and it asks its readers in 
all parts of the world to 
aid it with inquiries and 
suggestions, to which it 
will give prompt and 
earnest consideration. 
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sary that both old and 
new addresses be given. 
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THE ADVERTISEMENTS 





These advertisements present the products of the leading manu- 
facturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously can- 
not undertake to guarantee transactions between advertisers and 


customers. 


They do, however, offer their service in resolving 


any disagreements which result from relations established 
through the journal. 


A 
Acco Products Inc . 62 
Acme Letter File Co 108 
Acme Staple Co .109 
Adams Brothers Co 108 
Aigner, G. J., Co .109 
Allen & Co » 99 
Alma Desk Co 101 
Amer. Autom. Typew. Co. .106 
American Can Co 80 
American Embossing Co 102 
Amer. No. Machine Co 102 
Ames Supply Co 111 
Argus Mfg. Co 110 
Art Steel Co., Inc 88 
Automatic File & Index Co, 68 
Autopoint Co. 82 
Auto-Typist, The .106 
Azora Rubber Co 106 
B 
Bankers Box Co . 45 
Beach Publishing Co .106 
Berger Mfg. Co , ~- 61 
Boorum & Pease Co... . o4 
Bridgeport Pen Co., The 108 
Bridges, F. W., Ltd , .110 
Bristow, Stanley R .109 
Bushnell, Alvah, Co . 7 
Cc 
Carpenter, E. W., Mfg. Co.107 
Carter's Ink Co 74 
Clarotype Co., The 109 
Clip-on Corp. 105 
Codo Mfg. Corp ‘ 108 
Columbia Rib. & Carb. Co. 57 
Columbia Steel Eq. Co.... 59 
Compo Mfg. & Sales Co 92 
Corona Typewriter ‘ . 43 
Corry-Jamestown Mfg 
Gam. waseeee : 93 
Crown Ribbon & Carb. Co..101 
D 
Defiance Sales Corp 100 
Dick, A. B., Co ; , 41 
Diebold Safe & Lock Co...112 
Downey, The C. L., Co .108 


Duplicator Paper & Supply 
Co - . : 110 
E 
Eagle-Ottawa Leather Co. 70 
Elliott Fisher Back Cover 
Engraved Stationery Buf- 
falo sbees 102 
Evansville Desk Co see OO 
F 
Faber, A. W., Inc coee 
F. B. Mfg. Co .105 
Fulton Specialty Co.......107 
@ 
General Fireproofing Co., 
The , ‘ : , se, ae 
Globe-Wernicke Co. =k 
Graff, Geo. B., Co Se te darn 
Guide System & Supp. Co. 83 
Gunlocke, W. H., Chair Co.101 
H 
H. A. Ink Eradicator Co...109 
Hall-Welter Co. ... ‘ oo oe 
Hanson Scale Co 107 


Harriman-Welts Products 


Co. ee6¢ 106 
Heyer Dupli« ator Co , 113 
Higgins, Chas. M., Co... 96 
Hotchkiss Sales Co so oe 

I 
Imperial Desk Co 19 
Imperial Mfe. Co a 
Imperial Methods Co 94 
Indiana Desk Co 93 
Ink Specialties Co... 95 


J 
Jasper Chair Co 71 
Jasper Desk Co. 
Jasper Seating Co 

K 
Kor-Rect-O Company 

L 


Leatheroid , 3 , 
Leaf Metals Co 

uM 
Manifold Supplies Co 
Markilo Co. seeeses 
Martens Type Cleaner Co 
McLeod Furniture Co... 
Metal Office Furn. Co 
Metalstand Co. ... 
Meyer & Wenthe 
Mimeograph, The 
Mimeo Service Bureau 
Mittag & Volger, Ins 
Mon Bureau , 
Moore Push Pin Co 
Munson Supply Co. 


Loose 


Myrtle Desk Co 
N 
Neva-Clog Products, Inc 
°o 
Oakville American Pin Div 
Office Appliance Co., The 


Old Town Ribbon & Car- 
bon Co ives . . 
Oxford Filing Sup. Co 
P 
Pacific Cb. & Rib. Mfg. Co 
Parker Pen Co ‘ 
Parrot Speed F astener Cp 


Peerless Key Co., Ine 


Pelouze Mfg. Co , 
Perfect Peerless Calendar 
Co, . , 
Phillips Process Co., In 
Polk, R. L., Co . 
Prym, William, of Amer 
Quality Park Envelope Co. 
R 
Reliable Tw. & A. M. Corp. 


Rand, In« 
Rubber 


Remington 
Roberts, Weldon, 
Co 


Rockwell-Barnes Co. 


Royal Typewriter Co 
s 
Scripto Mfg. Company 


Sheaffer, W. A., Pen Co 
Sheppard, The C. E., Co 
Shipman-Ward Mfg. Co 
Smith, H. E., Co 
Smith L. C., & 
Typewriters, Inc. 


Corona 


Speed Key Mfg. Co 
Steel Fixture Mfg. Co 
Stein Bros. Mfg. Co 


Storms, H. M., Co 
Sturgis Posture Chair Co 
Sundstrand Adding Ma- 
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100 
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107 


106 


69 
107 


99° 
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63 
85 
Ao 
91 
101 
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109 
109 
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90 
SS 
61 


or 
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.103 
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&6 
95 
97 


109 


chine . Back Cover 
T 
Terrell Division « oe 
Tip-Top Mfg. Co L106 
Toledo Metal Furniture Co. 66 
Triner Scale & Mfg. Co 86 
Tybon Corporation .105 
Typo Trading Co 65 
U 
Underwood-Elliott-Fisher 
Co : .Back Cover 
U. 8. Tw. R ibbon Mfg. Co.107 
w 
Wabash Cabinet Co 76 
Warshaw Mfg. Co 48 
Webster, F. S., Co ; 2 
Weis Mfg. Co...53, 54, 55, 56 


For the benefit of the subscribers the lines advertised are here 


Many of the requirements of the modern business 


office are "represented. Should subscribers be interested in any 
article of office equipment not listed here, they are cordially in- 
vited to communicate with the service bureau, through which 
the information will be promptly and cheerfully furmshed by 

letter, without obligation. 


Adding Machines 
Sundstrand Add. 
Adding Machines, Rebuilt 
Reliable Tw. & A. M. C .108 
Adding Machine Rolls and Paper 
RockwellBarnes Co. 
Adding Typewriters 


Underwood, Elliott Fisher 
Co ; oa Back Cover 
Adhesives 
(See Inks, Adhesives, etc.) 
Arch and Clipboards 
Globe-Wernicke Co : 73 
Rockwell-Barnes Co 88 


Ash Trays, Office 
Oakville Amer. Pin Div 69 
Automatic Typewriters 
Amer. Automatic Typewr 
Bankers’ Note Cases 
Art Steel Co. : ‘ » & 
General Fireproofing “Co a ae 


106 


ot 


Globe-Wernicke Co 
Metal Office Furn. Co. 
Billing Machines 
Elliott-Fisher 


3 
S 


Back Cover 


Underwood - Elliott - Fisher 
Ce. . - A Back Cover 
Binders, Cat: leg and Periodical 
Acco Products, Inc. . 62 
Aigner, G. J., Co 109 
Blank Books 
Boorum & Pease Co “> ae 
Rockwell-Barnes Co. , . 88 
Blue Print and Plan File Cabinets 
Acco Products, Inc. ... o. 
Berger Mfg. Co. .. cotoce Oe 
Columbia Steel Equip. Co 59 
General Fireproofing Co.... 47 
Globe-Wernicke Co. 73 
Metal Office Furn. Co. 78 


Bord Boxes 


Art Steel Co 88 
Corry-Jamestown Mfg. Corp. 93 
Globe-Wernicke Co. +. We 
Metal Office Furn. Co. : 78 
Weis Mfg. Co ; 53, 4, 5. 6 
Book Cases 
Berger Mfg. Co pea 
General Fireproofing Co 47 
Globe-Wernicke Co , ie, 
McLeod Furniture Co. sis oe 
Metal Office Furn. Co 78 
Weis Mfg. Co 53, 4. 5. 6 
Bookholders 
Acco Products, Inc. . . 6 
Book Rings 
Carpenter, E. W., Mfg. Co. .107 
Oakville-Amer. Pin Div. . 69 


Bookkeeping Machines 
Elliott-Fisher .. . .Back Cover 
Underwood, Elliott - Fisher 

an « Back Cover 
Box Letter Files 


Acme Letter File Co. 108 

Art Steel Co. . SS 

Globe-Wernicke Co 73 

Rockwell-Barnes Co ‘ 8S 
Brief Cases 

Stein Bros. Mfg. Co. , 95 
Calculating Devices 

Reliable Tw. & A. M. C 108 


Caleulating Machines 
Sundstrand Add. Mch.Back Cover 


Calculating Machines, Rebuilt 


Reliable Tw. & A. M .108 
Calendar Pads and Stands 
Defiance Sales Corp. 100 


Perfect Peerless Calndr. Co. .102 

Typo Trading Co. ......... 65 
Carbon Papers 

(See Ribbons and Carbons) 
Card Index Boxes and Trays 

Bee Bee GE. cceccctice . 88 

Berger Mfg. Co. 

Columbia Steel Equip. Co.. 59 

Globe-Wernicke Co., The . 

Guide System & Supply Co.. 835 


Imperial Methods Co. ..... 94 
Metal Office Furn. Co. ..... 78 
Warshaw Mfg. Co. ........ 48 
Weis Mfg. Co. 53, 4, 5, 6 


Mch.Back Cover 


Cash Boxes 
Art Steel Co., In 
Celluloid Envelopes 
Markilo Co 
Chairs 
General Fireproofing Co 
Gunlocke, W. H., Chair Co 
Jasper Chair Co 71. 
Jasper Seating Co 
McLeod Furniture Co 
Sturgis Posture Chair Co 
Toledo Metal Furniture Co 
Chairs (Posture) 
General Fireproofing Co 
Gunlocke, W. H.. Chair Co 
Jasper Seating Co 
Sturgis Posture Chair Co 


Toledo Metal Furniture Co.. 


gS 


107 


47 
101 
90 
104 
87 
109 
60 


47 
101 
104 


.109 


60 


Check Protectors & Writers (Mfr.) 


Hall-Welter Co 


96 


Check Protectors and Writers, Used 


Reliable Tw. & A. M. C 
Checks, Stamped Metal 
Meyer & Wenthe 
Clips, Paper (See 


Art Steel Co., Ine 
Downey. The C. L Co. 
Coin Counters 
Downey, The C. L., Co 
Copyholders 
Acco Products, Ine 
Hall-Welter Co. . 
Office Appliance Co 
Costaumers 
Globe-Wernicke Co 
McLeod Furniture Co ‘ 
Currency Racks and Straps 
Downey. The C. L., Co 
Dating Stamps 
Amer. Number. Mach. Co 
Fulton Specialty Co 
Meyer & Wenthe 
Desk Calendars 
Defiance Sales Corp 
Perfect Peerless Calndr. Co. 
Typo Trading Co 
Desk Pads, Blotter 
McLeod Furniture Co 


Desk Pending-Letters Holders 


Acco Products, Ine 

Desk Trays 
Art Steel Co., Inc 
General Fireproofing Co 
Globe-Wernicke Co 
Imperial Methods Co 
McLeod Furniture Co 
Metal Office Furn. Co 

Desk Work Distributors 
Bristow, Stanley R 
Globe-Wernicke Co 

Desks 
Alma Desk Co 
Berger Mfg. Co 
Columbia Steel Equip. Co 
Corry-Jamestown Mfg. 
Evansville Desk Co 
General Fireproofing C« 
Globe-Wernicke Co 
Imperial Desk Co. 
Indiana Desk Co 
Jasper Desk Co 
McLeod Furniture Co 
Metal Office Furn. Co 
Myrtle Desk Co 
Steel Fixture Mfg. Co 


Weis Mfg. Co 53, 4, 5, 


Duplicating Machines 
Dick, A. B., Co 
Heyer Duplicator Co 
Ink Specialties Co 
Mimeograph,. The 
Duplicating Machine Supplies 
Dick. A. B., Co. 
Duplicator Paper & Sup. Co. 
Heyer Duplicator Co. : 
Ink Specialties Co. 
Kor-Rect-O Company . 
Mimeo Service Bureau 
Smith, H. E., Co.. 
Envelopes 
Bushnell, Alvah, Co 
Globe-Wernicke Co. 


Paper Clips) 
Coin Bags, Trays and Wrappers 


Corp. 


108 


104 


88 


108 


.108 


62 
96 
107 


n~) 
ttn 


108 


102 
107 
104 


100 


101 


98 


90 


41 


“113 


95 


41 


110 
113 
95 


.107 


108 
103 


73 
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Oxford Filing Supply Co . 66 
Quality Park Envelope Co.. .100 
Envelopes, Celluloid 
Markilo Co. rrriT? .107 
Envelope Openers 
Oakville Amer. Pin Div 69 
Envelope Sealers 
Argus Mfg. Co 110 
Office Appliance Co., The.. .107 
a Ink 
H. . Ink Eradicator Co 109 
ous (Chemical) 
H. A. Ink Eradicator Co 109 
Erasers (Rubber) 
Argus Mfg. Co . 110 
Faber, A. W., Ine — 
Oakville Amer. Pin Div . 69 
Roberts, Weldon, Rubber Co. 90 
Expense Books 
Beach Publishing Co 106 
Defiance Sales Corp 100 
Eyelets 
Oakville Amer. Pin. Div . 69 
File Boxes, Collapsible Corrug. 
Bankers Box Co... . 45 
Guide System & Supply ‘Co. 83 
Oxford Filing Supply Co 66 
File Boxes, Metal 
Art Steel Co. — 8 
Berger Mfg. Company 51 
Metal Office Furn. Co 78 
Rockwell-Barnes Co 8S 
Filing Cabinets, Metal 
Art Steel Co. . 88 
Automatic File & Inde x Co.. 68 
Berger Mfg. Company 51 
Columbia Steel Equip. Co... 59 
Corry-Jamestown Mfg. Corp. 93 
General Fireproofing Co 47 
Globe-Wernicke Co. 73 
Metal Office Furn. Co 78 
Steel Fixture Mfg. Co 86 
Filing Cabinets, Wood 
Globe-Wernicke Co 73 
Imperial Methods Co o4 
Weis Mfg. Co 53, 4. 5, 6 
Filing Supplies 
Acco Products, Inc... 62 
Bushnell, Alvah, Co 75 
Globe-Wernicke Co. . 723 
Guide System & Sup. Co 83 
Imperial Methods Co.. 94 
Oxford Filing Supply Co 66 
Quality Park Envelope Co. .100 
Rockwell-Barnes Co. SS 
Wabash Cabinet Co 76 
Warshaw Mfg. Co . 48 
Weis Mfe. Co 53, 4, 5. 6 
Folders 
(See Filing Supplies) 
Fountain Pens 
Autopoint Co. . 82 
Carter's Ink Co 74 
Parker Pen Co &5 
Sheaffer, W. A., Pen Co 58 
Furniture Polish 
Globe-Wernicke Co : 73 
Gummed Cloth Rings 
Graff, Geo. B., Co 98 
Warshaw Mfg. Co 48 
Gummed Mending Tape 
Warshaw Mfg. Co 48 
Index Card Signals 
Graff, George B., Co 98 
Moore Push Pin Co 106 
Index ge’ 
Aigner, J., Co .109 
Guide Path m & Supply Co.. 8&3 
Markilo Co. , 107 
Warshaw Mfg. Co 48 
Inks, Adhesives, Etc. 
Carter's Ink Co eae 
Harriman-Welts Prod. Co 106 
Higgins, Chas. M., C 96 
Ink Specialties Co 95 
Parker Pen Co 8&5 
Sheaffer, W. A., Pen Co 58 
Inkstands 
Defiance Sales Corp 100 
Lead for Mechanical Pencils 
Faber, A. W., Inc 50 
Leather Goods 
Stein Bros. Mfg. Co 95 
Leather Upholstered Furn ture 
Gunlocke, W. H., Chair Co. .101 
Jasper Chair Co 71, 90 
McLeod Furniture Co 87 
Leathers, Upholstering 
Eagle-Ottawa Leather Co 70 


Letter Distributors 
Bristow, Stanley R ; 109 


Globe-Wernicke Co 73 
Neva-Clog Products, Inc 72 
Letter Trays 
(See Desk Trays) 
Letterheads 
American Embossing Co 102 
Engraved Staty. Buffalo 102 
Lettering and Show Card Pens 
Bridgeport Pen Co......... 108 





Library Equipment 
Art Steel Co. ® 
General Fire proofing c o 


Globe-Wernicke Co. 
Lists 
Polk, . & Co. 


Lockers aa ‘Gtenage Cabinets 
Art Steel Co. 
Berger Mfg. C ompany. 
Corry-Jamestown Mfg. Corp. 
General Fireproofing Co.. . 
Globe-Wernicke Co. 

Loose Leaf Books and Systems 
Boorum & Pease Co. 
F. B. Mfg. Co. re 
Sheppard, The C. E.., 


Co. 


105 


.106 


Loose Leaf Envelopes, Celluloid 


Markilo Co. 
Loose Leaf Metals 

Carpenter, E. W., Mfg. Co 

Loose Leaf Metals Co...... 
Mail Distributors 

Bristow, Stanley R 
Map Tacks 

Graff, George B., Co 
Matched Office Suites 

General Fireproofing Co. . 

McLeod Furniture Co.... 
Memorandum Books 

Boorum & Pease Co 

Rockwell-Barnes Co 
Memorandum Devices 


Bristow, Stanley R 
Moisteners 

Argus Mfg. Co.. , 

Downey, The C. L., Co 
Numbering Machines 

American Num. Mach. Co. 


Office Partitions and Railings 
Globe-Wernicke Co 

Oil, Office Machine 
Clarotype Co. 
Defiance Sales C orp 
Rockwell-Barnes Co. 

Paper 
Rock well-Barnes Co. 

Paper Clamps 


Acco Products, Ine 
Paper Clips 

Acco Products. Ine 

Argus Mfg. Co..... 

Clip-On Corp Tr 

Graff, George B.. Co. . 

Oakville Amer. Pin Div.. 


Rockwell-Barnes Co. 
Tip-Top Mfg. Co. ... 
Paper Fastening Machines 

Acme Staple Co. 

Compo Mfg. & Sales Co.. 

Defiance Sales Corp 

Hotchkiss Sales Co 

Parrot Speed Fastener Corp. 
Paste 

(See Inks. Adhesives, 
Pen and Pencil Clips 

Argus Mfg. Co 

Defiance Sales Corp : 

Oakville-Amer. Pin Div 
Pencil Sharpeners 

Graff, George B., € 
Pencils, Cedar 

Faber, A. W.. Inc 
Pencils, Mechanical 

Autopoint Co 

Carter's Ink Co 


ete.) 


107 


107 
102 


109 


98 


94 
88 


109 


110 
108 


102 


109 
100 
88 


8S 


62 
110 
105 

98 

69 

SS 
106 


109 
9” 
100 
64 
89 


110 


.100 


69 


9s 


50 


74 


6 ae aS ee 85 

Sheaffer, W. A.. Pen Co.... 58 

Scripto Mfg. Co........... 52 
Pens, Lettering and Show Card 

Bridgeport Pen Co........ 108 
Picture Hooks 

Moore Push Pin Co....... 106 
Pins and Pin Containers 

Defiance Sales Corp........ 100 

Oakville-Amer. Pin Div.... 69 

Prym, William, of America.103 
Platens, Typewriter 

Ames Supply Co....... » 2 oie 

Shipman-Ward Mfg. Co.... 97 
Postal Seales 

Hanson Scale Co......... 107 

Pelouze Mfg. Co.......... 101 

Triner Secale & Mfg. Co.... 86 
Punches 

Acco Products, Inc........ 62 

Boorum & Pease Co...... . 04 

Defiance Sales Corp........ 100 

Globe-Wernicke Co. ....... 73 
Publications 

Bridges, F. W., Ltd .110 

Mon ca ies b06S0e ce lil 
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) THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
of its various commissions this bureau calls upon prac- 
tically every member of the staff. It answers by per- 
sonal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, prepares 
advertising copy, furnishes list of 

dealers in nearly every country, aids foreign dealers in 
securing U. S. A. lines, and in many other ways per- 
forms useful service, all without charge. 
in every land have made, and are making, good oe 
of this bureau; manufacturers in every section of the 
field have had evidence of the service. 
requests for catalogues to bring their files up to date, 
le in case of fire or other form of 
destruction, are broadcasted in a bulletin which is 

mailed frequently to leading manufacturers. 
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OFFICE APPLIANCES 


WANTS AND tOR SALE 


The rate fer classified advertisements is eight cents a word. 


Minimum charge, $1.60. 


SITUATIONS WANTED 


YOUNG MAN, 28 years of age, is open for position of type- 
writer branch manager or combination man. Has had several 
years of fundamental experience—typewriter maintenance 
work—with the four leading makes of typewriters. Also has 
had three years of university extension training, and is pre- 
pared with modern ways and means for dealing in business 
contacts. Shall go anywhere. B-182, care Office Appliances. 
Chicago 


FILING EQUIPMENT MAN experienced as branch salesman, 
assistant branch manager and national systems manager, 
seeks new connection with live branch or dealer organization. 
At present is operating his own business. Thoroughly 
grounded in all forms of record keeping, devising and install- 
ing systems, and office furniture. Well qualified for both ver- 
tical and visible file systems and loose leaf. Will furnish com- 
plete references to interested party. Located in Middle West 
at present but will consider any part of United States. Ad- 
dress B-180, care Office Appliances, Chicago. 


SITUATION WANTED—Man with ability and plenty of 
energy; sixteen years’ successful experience in commercial 
stationery and office equipment; office manager, accountant, 
sales and store manager; open for position as bookkeeper, 
credit and collection manager; office executive or store man- 
ager. If you have an opportunity for a man of my caliber, it 
will be to your advantage to communicate with me. Address 
B-178, care Office Appliances, Chicago 


years’ experience in commercial sta- 
with established office supply 
includes buying and office 
location. Ad- 


with five 
connection 
besides selling 
Will consider any 


SALESLADY 
tionery seeks new 
house Experience 
work. Located near Chicago. 


dress B-177, care Office Appliances, Chicago. 

MANUFACTURERS—EXPERIENCED STATIONERY SALES- 
MAN with proven record of ten years selling principal whole- 
sale and retail outlets on Pacific Coast for manufacturer with 
national distribution, wants direct factory connection. Ex- 


ceptional references Address B-181, care Office Appliances 
Chicago 


RIBBON SALESMAN, 20 years’ experience, with 
connection for Ohio terri- 
care Office Appliances, 


CARBON & 
established 
tory, direct fac 
Chicago 


business, desires new 
tory only. Box B-179 


PART OWNER of established office equipment business, who 
manager and director of sales, is thinking of 


serves as buyer 
Well grounded in sales technique. 


making new connection. 


Can take over a business or department and realize on full 
sales possibilities. Now located in the West but will consider 
any part of the country Address B-183, care Office Appliances 
Chicago 


SALESMAN with seven years’ cash register experience and as 
owner of store in general merchandise line seeks a connection 
with an office equipment manufacturer to sell abroad. Will 
consider any part of Europe or South America. Equipped to 
handle sales direct or act as sales supervisor. Address B-184, 
eare Office Appliances, Chicago 


SALES MANAGER with twelve years’ « xperience selling check 
writers, adding machines, calculating machines and type- 
writers. Can furnish first class references. Available in sixty 
days. Canadian born. B-185, care Office Appliances, Chicago. 


SALESMEN WANTED 


“CONTROLLED LINES"—We have several office appliances 
selling from one to five dollars on which we protect salesmen 
ina _~ ified territory Give references and other lines car- 
ried. teply O-120, care Office Appliances, Chicago. 


SALESMEN WANTED. To sell new line of gift stationery in 
novelty packages retailing 50c to $1.00. Mention experience 
lines and territory. Box O-124, care Office Appliances, Chicago. 


WANTED—SALESMEN on commission in all territories to 
call on stationery trade or offices, to carry as a side line our 
rubber made revolving envelope and stamp Moisteners, high 
grade items to retail at 50c to $1.00. Address O-123, care Offices 
Appliances, Chicago 


WANTED SALESMAN to travel Indiana, Ohio, Michigan, and 
Kentucky for line of desk pads and accessories Commission 
Address 0-125, care Office Appliances, Chicago. 


basis 


REPRESENTATIVES WANTED 


SALES ORGANIZATIONS in large cities with contacts in 
offices, industrials, institutions, etc. Exclusive territory on 
inexpensive, much needed device. Prevents dial phones from 
slipping when dialed. Attached without tools and unnoticeable. 
Sells on sight. Exceptional margin. Mention territory covered. 
0-121, care Office Appliances, Chicago 


MANUFACTURER of steel filing equipment seeks the services 
of a representative now covering trade in New England States 
well known to the 


with non-conflicting lines. Prefers one 
trade and having some knowledge of steel equipment busi- 
Commission basis. State Particulars. Address Box 


ness. 


0-122, care Office Appliances, Chicago. 


REPRESENTATIVES AVAILABLE 


SALESMAN traveling Indiana, Michigan, Ohio, Kentucky and 
West Virginia for manufacturer of stapling machines and one 
other line not competitive with other commercial stationery 
seeks an additional line to sell to the trade. Will handle sta- 
tionery, filing supplies, special equipment, in fact, any line of 
merit sold by office supply dealers. Acquainted with office fur- 
niture trade as well as stationery Address B-186, care Office 
Appliances, Chicago. 


WANTED—\the following lines: Commercial and bank sta- 
tionery, lithographing, engraving, loose leaf, office furniture 
both wood and steel, filing equipment and supplies; office ma- 
chines and supplies; for direct selling from factory to con- 
sumer; by experienced stationery and office equipment man, 
who expects to operate in Northwestern South Carolina, and 
Northeastern Georgia. Address O. B. Flager, 460 Jones Ave- 
nue, N. W., Atlanta, Ga. 


SALESMAN traveling Middle West territory is open for any 
line of merit to be sold to stationery and office supply dealers. 
Excellent record in fountain pens, pencils, and loose leaf. Now 
doing well with line of desk accessories but has capacity to 
handle an additional line of merit and give it real service. 
References include leaders in the industry. Territory is flex- 
ible and can be adjusted to suit new line or conditions. Ad- 
dress B-187, care Office Appliances, Chicago. 


SALES ORGANIZATION composed of five men thoroughly 
trained in adding, bookkeeping and calculating machines, type- 
writers, check writers, etc., is in a position to take over the 
sale of some high-grade office specialty in Southern Cali- 
fornia. An aggressive organization that knows how to pro- 
duce. Address B-176, care Office Appliances, Chicago. 








ESTABLISHED MANUFACTURER'S AGENT seeks office spe- 
cialty and stationery lines in central Indiana territory and in- 
vites correspondence from manufacturers in these lines. Ad- 
dress B-174, care Office Appliances, Chicago. 
EXPERIENCED MANUFACTURERS’ REPRESENTATIVE 
with large personal following among office equipment deal- 
ers east of Detroit excluding New York City wants additional 
line on commission only. Travels territory regularly. Ad- 
dress Box B-175, care Office Appliances, Chicago 


FOR SALE AND WANTED TO BUY 





ELLIOTT-FISHER billing and bookkeeping machines bought 
and sold. Maloney, Gilmore Co., 508 S. Dearborn, Chicago. 


ADDRESSOGRAPHS, Multigraphs, Mimeographs, Dictaphones, 
Ediphones, Adding, Calculating Machines—Kardex and Acme 
Visible Cabinets—Bought, Sold and Exchanged. Direct Service 
Co., Cox Bldg., Rochester, N. Y. 








ELLIOTT-FISHER machines bought, sold and rebuilt. Teeter- 
Warsh Co., Plankinton Arcade, Milwaukee, Wis. 


Meter 


HOOVEN AUTOMATIC TYPEWRITERS, 
2 Addressographs, Frames, Trays, etc. 1000 


Model B, Model F 
I. V. I. Panels 24 inch for six inch card, F‘urroughs Calculators, 
Kardex, Acme Visible Cabinets. Hanover Office Equipment Co., 
Inc., 80 Greenwich Street, New York City 

Adding Ma- 


ELLIOTT FISHER MACHINES, Typewriters 
Chicago Office 


chines, all Office Equipment, bought and sold. 
Appliance Co., 533 So. Dearborn, Chicago. 


MULTIGRAPH RIBBONS re-manufactured. Guaranteed work, 
quick service. Send us your old ribbons to day. Also 144 yard 
reel typewriter ribbon fabric, of any inking, a specialty. 
Lewis Co., $95la N. 4th Street, Milwaukee, Wis. 
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PATENTS 


Copies of patents shown here can be obtained 

from the Commissioner of Patents, Washington, 

D. C., for ten cents each in cash, postoffice 

money orders or certified check. Stamps and 
personal checks not accepted. 














No. 88,653. Typewriter ribbon cleaner; patented 1 
cember 13, 1932, by Wilbur G. Hudson, Newark, 
Serial No. 45,184. 

No. 1,891,921. Cabinet for filing flat sheets; pat- 
ented December 27, 1932, by Irving W. Eckstein, 
Jamestown, N. Y. Serial No. 423,968. 

No. 1,891,988. Loose leaf binder; patented Decem- 
ber 27, 1932, by Cornelius Evan Johnson and William 
H. Edwards, Grand Rapids, Mich. (assignors to Grand 
Rapids Loose Leaf Binder Company, Grand Rapids 
Mich., a corporation of Michigan). jal No. 551,928. 

No. 1,891,991. Typewriting machine; patented De- 
cember 27, 1932, by John J. Kittel, St. Albans, N. Y. 
(assignor to Royal Typewriter Company, inc., New 
York, N. Y., a corporation of New York). Serial No. 
539,919. 

No. 1,892,020. Vertical filing drawer; patented De- 
cember 27, 1932, by Frederick L. G. Straubel, Green 
Bay, Wis. (assignor of one-eighth to 0. C. Straubel, 
Green Bay, Wis., and two-eighths to C. W. Straubel, 
Youngstown, Ohio). Serial No. 484,038. 

No. 1,892,058. Cloth cutting machine; patented De- 
cember 27, 1932, by Oscar |. Judelshon, Park Ridge, 
N. J. Serial No. 506,895. 

No. 1,892,071. Typewriting machine; patented De- 
cember 27, 1932, by Lewis C. Myers, Freeport, and 
George F. Handley, Glendale, N. Y. (assignors to 
Royal Typewriter Company, inc., New Y N. Y., 
a corporation of New York). Serial No. 581,702. 

No. 1,892,077. Hectograph; patented December 27, 
1932, by Harvey J. Reardon, Chicago, Ill. (assignor 
to The Classroom Teacher, Inc., Chicago, Ill., a cor- 
poration of Illinois). Serial No. 609,116. 

No. 1,892,145. Mechanical pencil; patented Decem- 
ber 27, 1932, by Walter E. Guyot, Janesville, Wis. 
(assignor to The Parker Pen Company, Janesville, 
Wis., a corporation of Wisconsin). Serial No. 464,692. 

No. 1,892,236. Hinged pin fastener; patented De- 
cember 27, 1932, by Paul E. Fenton, Thomaston, 
Conn. (assignor to Scovill Manufacturing Company, 
Waterbury, Conn., a corporation of Connecticut). 
Serial No. 551,230. 

No. 1,892,414. Typewriter desk; patented December 
27. 1932, by Charles B. Ulrich, Jamestown, N. Y. 
(assignor to Art Metal Construction Company, James- 
town, N. Y.). Serial No. 241,754. 

No. 1,892,447. Lock mechanism; patented Decem- 
ber 27, 1932, by John E. Carr and John Knell, Au- 
rora, Ill. (assignors to All-Steel-Equip Company, a 
corporation of Ilinois). Serial No. 448,907. 

No. 1,892,550. Autographic manifolding machine; 
patented December 27, 1932, by Luther R. Hanna, In- 
dianapolis, Ind. Serial No. 632,661. 

No. 1,892,614. Automatic multiplication mechanism 
for calculators; patented December 27, 1932, by Hugo 
Enders, Belleville, N. J. (assignor to Monroe Caicu- 
lating Machine Company, inc., Orange, N. J., a cor- 
poration of Delaware). Serial No. 213,570. 

No. 1,892,845. Removable wheel caster; patented 


































January 3, 1933, by Allen G. McGrath, Long Beach, - 

Calif. (assignor to The Darnell Corporation, Ltd., tj (ZF 

Long Beach, Calif., a corporation of Delaware). Serial titi ; 

No. 596,949. Z Amal 
I? 


No. 1,892,984. Method of manufacturing files for 
stencilizing stencil sheets; patented Janua . 1933, by 
Shinjiro Horii, Tokyo, Japan. Filed July 21, 1930. 
Serial No. 469,616, and in Japan August 7, 1929. 

No. 1,893,097. Typewriting machine; patented Jan- 
mary 3, 1933, by William O. Mi w 

. ¥. (assignor to Royal Typewriter Company, Inc., 
New York, N. Y., a corporation of New York). Serial 
No. 557,682. 

No. 1,893,164. Safety device for printing machines 
and the like; patented January 3, 1933, by Bruno 
Fassmann, Berlin, Germany (assignor to Addresso- : 
graph Company, Chicago, Ill.. a corporation of Dela- 
ware). Filed December 17, 1928, Serial No. 414,790, Seep = 


and in Germany March 20, 1928. IB 94350 



























No. 1,893,175. Loose leaf binder; patented January 
3, 1933, by Adoiph G. Lotter, Milwaukee, Wis. (as- 
signor to The Stationers Loose Leaf Company, Mil- Fy: 
weet Wis., a corporation of Wisconsin). Serial No. } 








—— 





No. 1,893,186. Drawer partition; patented January 
3, 1933, by Charlies R. Thomas, IJr., Drexel Hill, 
Penna., and Bernard Wich, Herkimer, N. Y. (as- 
signors to National Desk Company, Herkimer, N. Y.). 
Serial No. 583,244. 

No. 1,893,534. Fountain pen desk set; patented Jan- © 
wary 10, 1933, by Andreas Bienenstein, Toledo, Ohio we 
(assignor to The Conklin Pen Company, Toledo, Ohio, 
a corporation of Ohio). Serial No. 427,386. 

No. | 893,720. Combined typewriter stand and desk; 
patented January 10, 1933, by Milford T. Vander- 
voort, Grand Rapids, Mich. (assignor to American 





Seating Company, Grand Rapids, Mich., a corporation No. 1,894,379. Gummed tape serving machine; pat- Conn. A. ns nor hy Ro Typewriter Com , Ine., 
of New Jersey). Serial No. 537,264. ented January 17, 1933, by Louis Link, New York, New Y h’'y nm poration of New York). Serial 
No. 1,893,929. Chair iron; patented January 10, N. Y. yy oy, mesne i to Nash No. 555.867. 
$933, by erry wv. Bolens, Port Washington, Wis. Canes © ; ae aper Co., Nashua, N. N. .* cor- 
rial No. 4 poration of Massachusetts rial No. 226,366. 
ae aS A yy —_ ey qpeuery 1938. by Morris H dg Bennet ‘Waterbury. ‘Conn. AL 
0, y Pau nger, Syracuse, N. Y. (as- , ignor to anne Manufacte Com iterbu: 
No. 1,894,453. Machine base; patented January 17, %0 any Wa ry, 
Se > Peek Comoeny. Suresase, _ Y.a } 3 , ——. te San, _Licemont. wont. (as- eee. . @ corporation of Connecticut). Serial No. 520,- 
No. 1,894,350. Combined typewritin 4 and computing _— poration of California). Serial No. 414,067. sabe 
machine; patented January 17, 1933, by Ewell E. No. 1,894,921. patented January 17, 
Fowler, East Point, Ga. (assignor by mesne assign- 1933, by Edward Jj. so hantron Won Hollis, N. Y. (assignor 
ments to Elliott-Fisher Company. New York, N. Y., No. 1,894,483. Typewriter cabinet; patented Janu- to Hill-Independent Manufacturing Company, German- 
a corporation of Delaware). Serial No. 97,206. ary 17, 1933, by Bernard J. Dowd, West Hartford, town, Penna.). Serial No. 619,171. 
Hungary Requires Import Permits Mark of Origin for Exports to France 
Commerce Reports] A number of manufactured products were added Commerce Reports] The French government has been authorized to re- 


to the list of goods for which permits are required before they can be quire marks of origin, indicatir 

imported into Hungary. Electric counting and measuring devices were were produced. yh ee yanyhy Ed 

included in this list. ; : types of merchandise and equipment which require to be identified by the 
Import duties were increased on a number of items in the tariff sched- mark of origin. The mark must be in manifestly apparent Latin char- 

ules, including copying and duplicating machines for office use. acters, in indelible medium. 








Calvin Coolidge on “Business”’ 


HERE commerce has flour- 

ished, there civilization has 
increased. It has not sufficed that 
men should tend their flocks and 
maintain themselves in comfort on 
their industry alone, however great. 
It’s only when exchange of product 
begins that development follows. 
*** The advance of our own land has 
been due to our trade; and the com- 
fort and happiness of our people are 
dependent on our general business 
conditions. It is only a figure of 
poetry that “wealth accumulates 
and men decay.’ Where wealth has 
accumulated, there the arts and 
sciences have flourished, there 


"t 


black despair ahead. If material 
rewards be the only measure of 
success, there is no hope of a peace- 
ful solution of our social questions, 
for they will never be large enough 
to satisfy. But such is not the case. 
Men struggle for material success 
because that is the path, the proc- 
ess, to the development of char- 
acter.***The measure of success is 
not the quantity of merchandise, 
but the quality of manhood which 
is produced.***Let us dismiss the 
general indictment that has all 
too long hung over business enter- 
prise. While we continue to con- 
demn unsparingly, selfishness and 
greed and all trafficing in the natu- 


education has been diffused, and of 


contemplation 
liberty has been 
born. The progress 
of man has been 
measured by his 
commercial pros- 
perity.*** It is not 
enough for the in- 
dividual or the na- 
tion to acquire 
riches. Money will 
not purchase char- 
acter or good gov- 
ernment. Man 
must work for 
more than wages, 
factories must turn 
out more than 
merchandise, or 
there is naught but 





Calvin Coolidge 
Born July 4, 1872, Died Jan. 5, 1933 


Who put character above reputa- 
tion and right above expediency at 
all times; whose serenity in a time 
of general agitation and whose 
simple way of living through a 
period of feverish struggle to ‘‘ac- 
quire and enjoy’ was an inspiration. 

By the distinctive character of 
his public service, in lowly and 
gradually ascending place to the 
exalted position of the presidency 
of the United States, he won the 
appreciation and admiration of 
his countrymen. 


ral rights of man, 
let us not forget to 
respect thrift and 
industry andenter- 
prise. Let us look 
to the service 
rather than to the 
reward. Then shall 
we see in our in- 
dustrial army, 
from the most ex- 
alted captain to 
the humblest sol- 
dier in the ranks, a 
purpose worthy to 
minister to the 
highest needs of 
man and to fulfill 
the hope of a fair- 
er day.”’ 

Extracts from speech by 

Calvin Coolidge before the 


Brockton Chamber of Com- 
merce, April 11, 1916. 
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OFFICE 
APPLIANCES 


THE NEWS AND TECHNICAL 
TRADE JOURNAL OF 
OFFICE EQUIPMENT 


id Editorial 
INFLATION 


OOThose who in disregard of history’s teaching advocate artificialities for 
restoring prosperity, remind of Samuel Johnson’s comment upon the second 
marriage of an acquaintance who had failed to realize expectations in his first 
venture. Upon being told of the event the great doctor observed—‘“Ah, sir, 
it is the triumph of hope over experience.” 

Says an editorial writer in the Chicago Daily News: “The real currency 
problem in this country is the problem of maintaining a currency adequately 
covered by gold, defeating unsound inflation schemes and mobilizing the 
country ’s vast forces of pre duction and consumption. 

“To destroy the integrity of the dollar through inflation would be to take 
long step backward into the mire of debt repudiation and to produce a dis- 
astrous flight of capital. Whoever looks in that direction for restoration of the 
country’s economic health ignores many bitter lessons of the past. 

“There is $500,000,000 more money in circulation in this country today than 
there was in the boom year 1929. Further, the volume of federal reserve bank 
credit is above the highest figure reported in that year. Consequently there 
is no lack either of money or of credit. The trouble is, of course, as economists 
and financiers assert, that lack of confidence prevents utilization of the money 
and the credit that are available. If the federal budget were balanced by 
effective economy and the raising of such additional revenue as was essential, 
there would be a revival of confidence. Final settlement of the question of 
the war debts, reduction of armaments by international agreement, stabiliza- 
tion of foreign currencies and freeing of world trade from hampering restric- 
tions also would be enormously helpful.” 


TECHNOCRACY AND THE 
TYPEWRITER 


24 The relation of technocracy to the typewriter was brought out in a letter 
to the editor of The Wisconsin State Journal by Prof. C. M. Jansky, of the 
University of Wisconsin Extension Bureau at Madison. Prof. Jansky made 
a practical application of an episode in which a young woman contributed 
twenty kilowatts toa New York church. The kilowatt is proposed by technol- 
ogy as a unit of value for labor, representing a specific amount of work done 
electrically through a definite space of time. 

The absurdity of much of the discussion about the pseudo scientific jargon of Tech- 





nocracy is made manifest by a news item that recently appeared in the daily press. The 
news item was to the effect that a young woman, a student in Antioch college, placed 
in the collection plate of a New York church a subscription for twenty kilowatts. On 
learning that she was serious in the matter, the minister is reported to have said that 
he would have her come to his study some day and deliver the twenty kilowatts on the 
typewriter. 

The utter absurdity of the young woman’s promise and of the minister’s statement 
does not appear on the surface but becomes manifest only upon analysis. If the news 
item is correct, and if the information given me by a typewriter company relative to the 
pressure required to depress a typewriter key and the number of characters a good 
typist can make a minute, are correct and if the young woman can deliver or work at 
the rate of twenty kilowatts, she belongs in Ringling’s circus and not in school. The 
Ringlings will gladly pay her enough to permit her to place United States dollars in- 
stead of Technocrat units of value in the collection plate. If the young woman can 
work at the rate of twenty kilowatts she will have to operate 90,000 typewriters at one 
time 

But, suppose the news item should have said twenty kilowatt hours in place of 20 
kilowatts, then the young woman has agreed to work for the minister much longer than 
Jacob had to work for both Rachel and Leah. She has agreed to work eight hours a 
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day, 365 days a year for thirty years. And that without interruption and time out for 
powdering her nose 

Moral 1: Every shoemaker should stick to his last 

Moral 2: Who says the machine is a Frankenstein monster? The energy the young 
woman promised to deliver can be bought from any large public utility for at most a 
dollar. 

Prof. Jansky makes a practical contribution to the vernacular of technology. 
A kilowatt is a unit of electromotive power representing 1,000 watts. This is 
the rating of the electric generator and the power, unless accumulated in a 
storage battery, is generated and utilized in an instant. The kilowatt hour, 
with which users of electric current are familiar through their bills for electric 
power and light, represents a unit of 1,000 watts employed continuously for 
sixty minutes. Thus in contributing twenty kilowatts to the church, the young 
lady would furnish that amount of power for an instant. To utilize that 
amount of power in the instant, would require that she apply the power of 
twenty kilowatts to 90,000 individual typewriters. If, as Prof. Jansky points 
out, she contributed twenty kilowatt hours, she was all set for a job lasting 
thirty years. 


WASHINGTON AND LINCOLN 


@@ May the anniversaries of their birthday this month remind us of their 
steadfastness to principle in far more perplexing and distressing times than 
now. May recollection of their probity, common sense, courage, confidence, 
initiative, patience, sincerity and determination stimulate our faith in the insti- 
tutions which have come down to us and reanimate our zeal to preserve them 
inviolate. May reflection upon their immeasurable gifts of heart and hand 
purify our motives and elevate our ideals. 


ENDLESS CHAIN SALES WORK INJURY 


@@"A sinister giant is reaching menacing hands into the profits of stationery 
dealers,” says the January issue of The Modern Stationer, in an opening state- 
ment introducing a strong article by Harley Dickinson, staff writer, warning 
the trade against chain selling organizations which have extended their activi- 
ties throughout the eastern part of the United States, and are now appearing 
in the central west and probably in other sections of the country. “Offering 
the bait of huge but visionary profits,” continues the statement, “a group of 
endless chain schemes is selling fountain pens, playing cards, propelling pencils 
and other stationery items through thousands of solicitors who believe they 
will make big and easy money. Every one of these sales kills a possible one 
in your store.” 

The Modern Stationer believes that the Federal Trade Commission has suffi- 
cient jurisdiction to police such schemes, and the article reproduces a telegram 
from the editor, David Manley, urging the Commission to take prompt action 
in investigating chain sales propositions, and to adopt methods to stop such 
raids on the business of the retailers of the country. Specific action is asked 
on behalf of the stationery trade. 

The article describes the modus operandi of these schemes, which is sub- 
stantially as follows: The person interested purchases a pen, pack of playing 
cards, bill-fold or what-not for a sum stipulated. He then solicits orders for 
the same article, receiving commissions on all sales except the first three. 
Those to whom sales are made have the same privilege of soliciting orders and 
collecting commissions, and so on, ad infinitum, commissions on the first three 
sales in each case going to the individual who made the previous sale. It is 
stated that when the Prosperity Sales Plan Corporation, one of the leading chain 
selling organizations in New York, started out it set a limit of $50,000 on the 
commissions any one purchaser of a Prosperity pen might earn. This limit, 
it is said, has since been removed! Mr. Dickinson quotes the representatives 
of two well known fountain pen manufacturers who have refused offers to 
make special pens for fifty and sixty cents to be sold at two and three dollars 
by direct-selling solicitors. The chains declare their articles to be worth the 
price asked. Such assertions are, perhaps, matters of opinion. The burden of 
proof would appear to rest upon the chain sales sponsors. In any event, the 
situation seems to be one that merits thorough investigation and possible 
action by the authorities delegated to examine trade schemes as to their valid- 
ity and effect upon established customs. 
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URING the past 

year and a half | 
have been doing sales 
promotion work for our 
dealers, through their 
salesmen. These sales- 
men, naturally take me 
to the toughest pros- 
pects they can think of. 
So in writing about “My 
Most Difficult Sale,” I 
have to go through a 
process of elimination, 
and in doing this, I have 
decided on two sales, in- 


MY MOST 
DIFFICULT SALE 


Stories of Two ‘‘Difficult Sales’’ 
Rather Than One, Each Equally Dif- 
ficult but Fundamentally Different 
in the Kind of Opposition That Had 
to Be Overcome—By D. R. Pinney, 
Director of Sales, Bankers Box Com- 
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President, Treasurer, 
and Auditor. I sent these 
names to our Chicago 
office, explained the 
problem to them, re- 
questing that they write 
a personal letter to each 
one of the names fur- 
nished (a different let- 
ter to each one) on the 
advantages to be derived 
through systematic stor- 
age filing. This was done 
and ten days later a fol- 
low-up letter was sent. 


stead of one. 

In relating to you my 
experiences in connec- 
tion with these two 
sales, | am doing so for 
three reasons: First, be- 
cause I cannot decide 
which was the most dif- 
ficult. Second, because 
the opposition was radi- 
cally different in each 
case. Third, because the 
winning arguments can 
be used in selling most 
any other type of office 
appliance. 

In making calls with 
these salesmen, of course 
the object is to pick out 
concerns who have never 
before used our type of 
storage filing box. The 


pany, Chicago 





MR. PINNEY 


At this point a letter was 
written to our dealer, en- 
closing copies of our let- 
ters to the prospect, and 
a request that their 
salesmen make a per- 
sonal call on the Presi- 
dent of this firm, telling 
him that the call was be- 
ing made at our request. 
Our instructions were 
carried out, and inside of 
a week we received a let- 
ter from the dealer, ad- 
vising us that the sale 
had been made. 

The development of 
this sale was very inter- 
esting to me, because it 
showed what team work 
could do. 

The other sale I am 


- rience < roing to rr’ . : rO1 c ‘ k 
experience Tam going to Tynelfth of a Series of Articles Show- %0in8 to tell about, too 


tell about first, came to 


place in a city in New 


me while traveling in the ing How Sales Were Made in Spite of England. The prospect 


Pacific Northwest. At 
the outset it looked next 
to impossible to make a 
sale, and yet a sale was made, and the way it was 
made was the result of a wild idea, which came to 
me on the spur of the moment. 

The call was made on a large newspaper plant. 
Up to this time they had been tying their old rec- 
ords in bundles, and stacking them away on open 
shelves in their storage room. In the city in which 
this newspaper is published, we were fortunate in 
having a wide awake dealer, who had been produc- 
ing a nice volume of business for us. However, they 
had not been able to sell the newspaper plant to the 
advantages to be derived through systematic stor- 
age. 

The salesman and I called on the purchasing 
agent, who was the only person in this office that 
the salesmen had any contact with. The usual 
demonstration was made to the purchasing agent, 
and he agreed with us that they should be using 
storage boxes, but stated that he had no authority 
to install any new system. We asked for the priv- 
ilege of talking to the proper official, who did have 
the authority, and were politely told that we could 
not do that. This was the stumbling block. How 
were we going to get to the proper party, without 
offending the P. A. This is where I got my wild 
idea. I asked the salesman if he knew the names of 
three or four officials of the company. He said he 
did, and gave me the names of the President, Vice 
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the salesman took me to 
was a bank. I was very 
surprised to find out that 
this bank had all of their deposit slips, cancelled 
drafts, etc., tied in bundles, and carelessly piled on 
shelves in their basement. We were told that they 
had very little reference to these old records, and 
that they had always been able to find whatever they 
wanted without much trouble. We were told fur- 
ther that they had investigated the storage box idea, 
and that they had never bought any because they 
could not see the necessity for them. Still further, 
they had always looked at it as an out and out ex- 
pense, and that now would be a very poor time to 
even think about it, in view of the fact that they 
were not spending any money for anything they 
could get along without. 

Up to this point the resistance was very positive, 
and while the argument I then used has been used 
successfully many times before, I cannot remember 
of any instance where the resistance had been quite 
as stubborn. I have always worked on the theory 
that there is a weak point in every man’s sales re- 
sisting armor, no matter how thick it may seem to 
be. The thing is to produce the argument which is 
able to find that vulnerable point, and is strong 
enough to pierce it. 

He had been able to only look at the initial cost of 
the installation, and in so doing had not been able 
to visualize the actual benefits to be derived. This 
all flashed through my mind quicker than it takes to 
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tell about it, and feeling that I had the key to the 
solution, I suggested that he should look at it from 
a different viewpoint. 

I called his attention to the fact that a Liberty 
Storage Box would hold about 5000 deposit slips, and 
that in keeping those deposit slips for ten years 
(they usually keep them longer), it would mean an 
investment of less than five cents a year for every 
5000 they stored away. That during the entire stor 
age period his deposit slips would be kept free from 
dust and dirt, and that through the use of our meth 
od of indexing, he would have instant 
any slip, regardless of how long it had been kept in 


access to 
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N THE introductory portions of his remarks Mr. 

Ecclestone said that this is the age of sales 
management, and that selling is fast catching up 
with other phases of modern commercial life. The 
speed with which economic selling will develop de 
pends upon sales executives themselves. 

Large sales volume has been attained, while pro 
duction costs have been forced down to nearly the 
irreducible minimum. Future economies must be 
effected in the management of the sales department. 
The sales manager must manage as well as produce 
sales. 

The speaker defined sales management as “In- 
spiration plus analysis, plus leadership.” Acute 
analytical observation concentrated on a problem 
brings a clear picture of existing conditions. This 
the speaker defined as being the foundation on which 
inspiration—a supreme expression of faith — is 
grounded. Faith must reside in knowledge of the 
goods one sells and in the company one represents. 
It is a plant of deliberate growth which can be devel 
oped until it becomes a part of every man’s selling 
equipment. Analysis is the scientific part of sales 
management—the basis of direction—hence is most 
essentially the sales manager’s job. 

Leadership is the faculty of making the right use 
of facts previously determined; it obtains all the 
facts bearing on a situation and then interprets them 
correctly as applied to the problem in hand. 

“Perhaps the greatest epic on salesmanship penned 
in the last decade,” said Mr. Ecclestone, “is the ‘Go 
Getter’ by Peter B. Kyne. Certainly no story has 
received a wider circulation among sales managers 
and salesmen than this rapid-fire account of the 
quest of the blue vase—that capricious third degree 
of the immortal Cappy Ricks, which made Bill Peck 
the star salesman of his time. But like most master 
pieces of fiction, the moral of the yarn may not ap 


pear without a second or even a third reading. You 
will recall the righteous indignation of Bill Peck 


when he found that the vase he had risked heaven 
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storage. The idea of five cents a year looked so much 
smaller than fifty cents, which was the cost of each 
box, that the sale was made. 

There is always a greater satisfaction in complet- 
ing a difficult sale, than in writing up an order for 
one that comes easy. The culmination of many dif- 
ficult sales should bring to light new ideas and argu- 
ments, which in turn can be used to good advantage 
later on in making other sales. It was with this 
thought in mind that I have related to you these 
two experiences, hoping that you may get some- 
thing from them which will be of some benefit to 
you. 


EFFECTIVE SUPERVISION OF 
SALESMEN 


From an Address Delivered 
on January 6 Before the 
Sales Executives’ Confer- 
ence by H. A. Ecclestone, 
Branch Sales Manager at 
Los Angeles, Remington 
Typewriter Division of 
Remington Rand Inc. 


and earth to obtain was worth no more than twenty 
cents, and how old Cappy calmed him by telling him 
that the vase was really his passport to the post of 
Oriental sales manager. And then Bill Peck said 
something that ought to be framed and hung above 
the desk of every sales executive in the country: 
‘Esprit de corps doesn’t bubble up from the bot- 
tom—it filters down from the top.’ 

“An organization is what its commanding officer 
is—neither better nor worse. 

“The sales manager has the task of building loy- 
alty—the finest test of leadership. But it is impos- 
sible to inspire loyalty in a man who is constantly 
receiving communications from the home office that 
indicate the people there do not know the conditions 
in his territory; he cannot feel loyal if the so-called 
help he receives is wide of the mark—if he is asked 
to do things that are inadvisable—if he is told to 
handle situations in a way he knows is fraught with 
danger—if he is constantly heckled on matters he 
feels should be left to his own judgment. Such a 
situation indicates to the salesman that he is being 
directed by one who is unacquainted with the facts. 

“The leader is he who can think clearly; but to 
think clearly he must have necessary facts at his 
command as near as his desk, and in proper order 
for quick appraisal. To have facts in that condition 
takes time and money. But it forms the only safe 
basis on which any sales executive can operate. For- 
tunately, facts are procurable today more readily 
than ever before. 

“The amount of fact interpretation devolving upon 
every sales manager is proportionate to the particu 
lar problems of his business, Certain facts, however, 
are related to the economical sales management of 
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practically every business. This information—gener- 
ally understood, but not always given deserved con- 
sideration—is so basic that it merits the attention 
of every sales executive. It includes: 

“First, production capacity of his plant. The sales 
manager should give attention to production analysis 
as well as sales analvsis. Overselling is one of the 
most costly of errors if deliveries lag to the point 
where cancellation results. 

“Second, potential market in every territory: Ter- 
ritorial analysis is the basis of the well-directed sales 
department. It makes possible the correction of 
quotas. It cannot be arrived at by an arbitrary sub- 
division of known national markets, paralleling 
populations, or other generalizations. It must be 
determined by knowledge of the actual conditions 
obtaining in each territory. Territorial analysis 
should, in most cases, produce the following facts 
for each territory : 

“A —Amount of business now done by the entire 
industry. B.—Amount of potential business for en- 
tire industry. C.—Amount done by your company. 
D.—Amount done by competitors. 

“(These facts can be obtained 
sources and should be kept for ready reference.) 

“Third, man-power analysis: However they may 
seem, territorial analysis and man-power analysis 
are fundamentally different, because in the former 
you are dealing primarily with conditions, while in 
the latter you are dealing with personalities. Man 
power analysis should cover: 

“A —A plotted record of sales in territories. B. 
A comparison of actual sales with potential sales. 
In each case, the potential sales for a territory nat- 
urally represent the quota for that district. C.— 
Record of effort expended. This should include: 
1. Calls per day or number of calls per year per 
prospect. 2. Average number of calls per sale. 

“If this record is kept accurately, the sales man- 
ager always has a gauge of the closing efficiency of 
each of his men. If a man makes one sale out of 
four calls one year, and one every three calls the 
next, he has improved his personal selling ability by 
twenty-five per cent. This is really more indicative 
of the salesman’s selling ability than the gross 
amount of business produced, which may become 
temporarily favorable or the reverse, due to con- 
ditions. 

“A salesman should have a call quota as well as 
a sales quota. If his past record shows one sale out 
of four calls and his quota demands forty sales a 
month, it 1s obvious that he should make 160 or 
more calls a month. If making that number of calls 
is physically or geographically impossible, it is evi- 
dent that he has too large a territory. If the general 
average for the entire business shows that it is usu- 
ally necessary to make three calls to sell a customer, 
but a certain man averages only two calls per year 
per prospect, then he is not covering his territory. 
This may mean he is not making enough calls, or 
that his territory is too large for him to cover. 

“In fitting a territory to a man, intelligent call 
ability should be taken into consideration. It has 
been proven often that the salesman who does the 
largest business is the one who makes the largest 
number of intelligent calls. Hence the call record is 
the safest basis for territory appointments. 

“Armed with accurate information on calls made 
per prospect per year, and accurate data on general 
averages and the records of other men, a sales man- 
ager does not have to be a hard-boiled, rip-roaring, 
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fist-smashing boss to get maximum results from his 
men. 

“D.—lIf there is any one thing that the sales man- 
ager wants to know, it is what it costs his depart- 
ment to sell his company’s product. Aggregate 

What Sales Managers Must Do to Hold 
Their Jobs in 1933. 

1. The sales executive of 1933 must 
accept present conditions and obstacles 
as normal, and must build on that basis. 

2. The sales executive of 1933 must 
realize that from his standpoint the 
trouble today is not so much increased 
sales resistance as it is decreased selling 
power. 

3. It is for the sales executive of 1933 
to dig into his own methods of working 
and thinking. It is up to him to correct 
the methods of his salesmen. It is up 
to him to reconsider their territories; 
check up on their sales talk, hours of 
work and play, and to enforce a rigid 
observance of the known rules of selling. 

4. If the sales executive of 1933 will do 
that, he need not worry about business 
conditions. If he will cure his own de- 
pression, outside depression will not 
exist so far as he and his company are 
concerned. 

5. The sales executive of 1933 must do 
his own thinking, planning and work. 
He can not longer depend on his sales 
force to find solutions of sales problems 
for him. 

6. Actual production will be the only 
yardstick by which sales executives of 
1933 will be measured. 

7. The sales executive of 1933 must be 
the man that he was when he first fought 
his way to the top. He must go back to 
the sound, hard-working, principles, 
ideas, methods, force, fight and ambition 
that bowled over all opposition, all com- 
petition, and won him his job in the 
first place. 


figures are not enough. He needs to know what 
the costs are per territory and per man. He has to 
have such figures to make right decisions on salaries, 
commissions, bonuses and other forms of compen- 
sation. 

“Fourth.—Inside selling: In almost every busi- 
ness there is a more or less regular program of 
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advertising and sales promotional effort going out 
from the home office. While the actual conduct of 
this campaign may be handled outside the sales de- 
partment, the sales manager should keep in touch 
with the situation, and will need certain records to 
do so, such as: (a) List of customers; and (b) List 
of prospects. 

“These two records are of super value. 
cannot sell goods without prospects, and the more 
prospective customers there are the greater the 
chance of building a large sales volume. The pros- 
pect card shows under each of four functions how 
many are in the file under filing, ledger, sales and 
stock and purchase. A glance at the salesman’s ter- 
ritory control card will show whether or not he is 
confining all of his efforts to either stock records or 
filing. We must get uniform coverage, and it is 
expected that our salesmen will use effective means 
for getting each account in their territories to pur- 
chase our full lines. The disposition of these pros- 
pects will show at a glance what progress the sales- 
man is making and whether or not he is deceiving 
himself into thinking that some concerns are pros- 
pects when they are only suspects. The record also 
shows if he is losing more orders than he is selling. 
The names for the prospect list should originate 
with the salesman and should include names of in- 
dividuals, not simply firm names. The list should 
represent the men the salesmen either have called 


Salesmen 


on or intend to see. 

“C.—Advertising Programs: The sales manager 
should be conversant with the advertising program. 
He should have a chronological record of the forth- 
coming publicity so that he can inject the advertis- 
ing angle into his letters to his men. 

“Fifth: Credit or caution record: While the sales- 
manager is not directly concerned with the credit 
department, he should be too good a business man 
to want to take bad risks or oversell slow-paying 
accounts, 

“All these sales facts require interpretation by the 
progressive sales manager and it is a real man- 
sized 1ob 

“There are only three fundamental ways of in- 
creasing sales: one, by obtaining new customers; 
two, by awakening dormant accounts to action and 
three, by increasing business from active customers. 

“Successful sales management is founded on the 
facts stated. The sales manager ought to 
know, (one) who his customers and prospects are 
in each territory; (two) number of calls made by 
each salesman, and the results of each call; (three) 
number of customers who purchased and the amount 
of their orders; (four) how many customers buy the 
complete line; (five) how many customers he has 
added and lost during the past year; (six) which old 
customers have not bought during the past year; 
(seven) what each customer’s total requirements 
are; (eight) what percentage of the customer’s re 
quirements is the sales manager’s house getting? 

“We supervise closely the activities of our sales- 
men in their territories and keep on our desk a 
small map of each man’s territory. These terri 
tories are divided into zones, each zone comprising 
from one to four blocks, according to the number of 
In the country terri 
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business houses in the area. 
tories, each town is also divided into zones. Each 
salesman has a duplicate map of his territory. The 
zones are numbered and we assign one to each sales- 
man for systematic canvass, marking the date of the 
assignment on our map. When a zone is completed, 
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we assign another zone, checking it in the meantime 
on the map. In this way our maps show the date 
when each territory has been canvassed, which gives 
us a record of how long it takes a man to canvass 
his territory. If he cannot cover it frequently 
enough, then we can show him that his territory is 
too large. We also have the following information 
from each zone after it is canvassed—number of 
calls made, number of prospects secured and the 
amount of volume sold. We divide the volume by 
the number of calls, which gives us the amount each 
salesman averages per call per month. This gives 
us a pretty good picture of the proper or improper 
cultivation of territories. 

“We require that prospect slips be made up in 
triplicate, two copies turned in daily with the call 
report. One copy is filed under the zone in the 
proper territory and one copy is filed numerically 
under the date the salesman is to make a return call. 
This copy is given to the salesman on that day so 
he has no excuse for not following up. The original 
slip is kept in the zone file until the prospect is either 
sold or lost. 

“Our daily call report from each salesman covers 
the following information: number of calls made; 
number of prospects secured ; number of demonstra- 
tions made ; number of examinations placed ; amount 
of sales volume; number of advertising slips sent 
in and number of hours work. This information is 
transferred to each salesman’s record card and 
monthly reports made up showing the above in- 
formation by the month and by the year. 

“Once each week we have a conference with each 
city salesman, checking with him on the territory 
canvassed the past week, number of prospects se- 
cured, number of prospects turned into sales; vol- 
ume sold, etc., giving him helpful suggestions for 
increasing his efficiency. Once every ninety days 
I spend from one to two days with each salesman, 
working in his territory, calling with him on both 
customers and prospective customers. 

“We also keep a town record card, covering all 
the smaller towns in our branch. This card gives 
the following information: name of town, popula- 
tion, industrial statistics, date of salesman’s last call, 
number of calls made on each visit, demonstrations 
made, merchandise sold, by trips and by months, 
expenses incurred (so we know if the trips are profit- 
able, also, if the towns are being made at frequent 
intervals, or not often enough). 

“In other words, we have an analysis of each 
town, by months, over a period of two years on one 
card. These cards are placed in a Kardex visible 
cabinet, keeping them very accessible for ready 
reference. 

“All of these reports may seem like a lot of work, 
but the small expense is greatly outweighed by the 
value of the records. In fact, you cannot efficiently 
supervise salesmen without proper, up-to-date 
records.” 

a ae 
Death of Robert H. Martin 

Robert H. Martin of Los Angeles, Calif., passed away 
the latter part of January. For many years Mr. Martin 
was the Chicago representative of the Eberhard Faber 
Pencil Company. Some ten or twelve years ago his health 
broke down and he and his wife moved to Los Angeles 
and built a comfortable home, where they lived ever since. 
Mrs. Martin survives. 

Many of the old timers will recall Mr. Martin as a mem- 
ber of the staff of Eberhard Faber, and regret his passing. 
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MEET CHANGING TIMES WITH CHANGED 


METHODS 


How Sales at Manufac- 
turer’s Cost Retard Our 
Return to Prosperity— 
Selected from an Article 
Entitled, ‘‘Depressed 
Prices,”’ by C. J. Griffith, 
Jr., in the International 
Blue Printer for November, 
1932 


R. GRIFFITH lays the blame of price cutting 
upon business itself. In trying to maintain 
the same volume of sales in poor times as in good 
times, merchants and manufacturers have encour- 
aged the view that merchandise has no fixed value. 
When share holdings drop to a tenth of what the 
holder paid for them, it is perhaps natural for him to 
hope that merchandise may come down also. When 
everywhere in store windows and display advertise- 
ments announcements of less-than-cost sales are 
blazoned, the consumers naturally wait for still 
lower prices. When, however, it appears that prices 
have reached bottom and have no way to go but up, 
then will the buyers go to market to avoid paying 
the higher prices which are imminent. 
3uyers should realize what is apparent from in- 
spection of store windows and the many kinds of 
“sales” which are going on, viz., that much of the 
merchandise which is being offered at “below man- 
ufacturers’ cost” has been bought recently for pur- 
poses of special sale. Such sales, if not genuine, are 
misrepresentations. If the goods are sold below 
manufacturing cost, then some manufacturer has 
taken a loss for the sake of ready cash, and has 
passed on a part of his loss to producers of the raw 
materials. 

“The American public,” says Mr. Griffith, “is not 
bargain mad. It is the most generous public in the 
world, as has been proven time and again when it 
has given generously to relieve the suffering com- 
munities in this country and elsewhere. It does not 
want bargains that are made possible by unfair pres- 
sure on other people which deprives them of pur- 
chasing power.” 

The answer to the problem as suggested by Mr. 
Griffith, is “to meet changing times with changed 
methods—by classifying customers as to the amount 
of purchasing power each has and determining which 
will justify more extensive sales effort. The slogan 
should be ‘sell now’ rather than to force ‘buy now’ 
upon the consumer.” 








DIAGRAM SHOWING HOW 
SALES PERCENTAGES MUST 
INCREASE IN VOLUME TO 
GIVE A FIFTEEN PER CENT 
MARGIN OF GROSS PROFIT AT 
SUCCESSIVE CUTS IN PRICES. 
—Here the fallacy of price cut- 
ting is shown in dramatic style 
by Mr. Griffith, author of the ar- 
ticle here quoted. 


“There is plenty of buying power in the country if 
it can be drawn out of hiding. There are millions 
of dollars deposited in the postal savings accounts as 
well as hoarded away by the public at large. 

“The minute that prices are firmed throughout the 
country and there is any indication of a general rise 
in prices, the consumer is bound to stock up immedi- 
ately with as much as he can comfortably carry. 
Where prices are consistently going down the con- 
sumer or dealer hesitates to carry but a minimum 
because of the loss which he will incur on the goods 
purchased. 

“Obviously the firms doing business for a fair 
profit and upholding the quality of goods produced 
or services rendered are the ones who are going to 
survive when it comes to the show down. It is true 
that the general consumers will turn to the lower 
priced goods if they see opportunity to save money 
at the producer’s expense where quality has been 
maintained. But the end is inevitable and the sooner 
the public realizes that condition the better for sound 


business and stability.” 
Sn 


House Organ Has Valuable Features 

The Royal Standard, house organ of the Royal Type- 
writer Company, Inc., is a useful publication. In the issue 
for January, 1933, there are several features, among which 
not the least interesting is that devoted to an outline of 
the company’s selling policies for the year. Here to every 
Royal employee they present a word picture of the entire 
Royal organization, outlining the comments of the com- 
pany’s executives on the year ahead. The one topic, 1933, 
is carried throughout the entire issue from the president’s 
introduction to a climax—‘“marching orders” for the or- 
ganization. 

The cover design is striking. It shows thousands of 
heads of people assembled in a great concourse. Above 
the heads is a sign as if in electric lights, “Prosperity in 
33: Follow Royal.” The same design is presented on the 
back. A band across the bottom bears the words The 
Royal Standard, January, 1933. 
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first and most vital part of selling is for the salesman 
to know his goods thoroughly before trying to tell 
about them. When the 
knows more about his lines than the customer, his 
sales quotient rises; but if the customer finds out 
that the salesman is lacking in knowledge of certain 
details, the possibility of success is practically elimi 
nated. 

Office furniture differs from most other lines in 
that its physical size makes it practically impossible 
for the salesman to carry samples. For these are 
substituted catalogs, photographs, drawings, and 
the best word picture that the salesman can paint 
But words are frequently inadequate, particularly if 
the salesman doesn’t know his product thoroughly. 
ven if he ts skilled in the use of words, when he 
reaches a point in his description where he lacks 
knowledge, he necessarily becomes sketchy or skips 
the point entirely, impairing and sometimes destroy 
ing his verbal picture. 

My theme is the salesman must know! In my 
own line of work I cover the entire state of Alabama 
and parts of three other [ employ from 
seven to nine salesmen, and I have never yet, nor 
will I, if I can avoid it, allow any salesman working 
for me to attempt to sell any line that I have, until | 
am sure in my own mind that he knows the line 
thoroughly Che articles I sell are of the highest 
class and consequently high in price. Yet the prin- 


someone else salesman 


states 


ciple holds good regardless of the price class of the 





WENTY-NINE years’ selling experience in the 
office equipment field has convinced me that the 





WHAT THE OFFICE FURNI- 
TURE SALESMAN NEEDS 


Knowledge of Lines a Pri- 

mary Requisite—By Alex 

Patterson of the Alex Pat- 

terson Company, Birming- 
ham, Alabama 


merchandise. The salesman must know his line in 
order to sell it. 

This essential knowledge is have 
never yet found a manufacturer who was not willing 
and anxious to provide specific and detailed informa 
tion on features of construction and design of his 
product. The most profitable investment of both 
time and money that I have ever made was during 
the year of 1922, when I visited the various factories 
which my concern represented. By touring the plant 
and seeing the articles in the actual process of manu- 
facture, | acquired a store of information that no 
money could buy. 

A salesmen is the contact man, the liaison officer 
between the customer and the office equipment firm 
the salesman represents. It is his job to create and 
sustain interest in the minds of customers. One 
way that this can be done 1s through the use of a 
portfolio showing office plans and layouts, installa- 
tions already made, (preferably local installations) 
catalogue illustrations, etc. It has always been my 
plan to carry, in addition, color plates showing the 
different finishes available in the equipment I was 
selling. If the order was for additional equipment 
to match that already in the office, the color plates 
permitted solving the problem of matching colors 
without delay. If entirely new equipment was 
needed, my color plates served to show what finishes 
would harmonize with the woodwork, wall colors, 
etc., of the office. 

After interest has been created, and if circum- 
stances point to the possibility of a good sized order, 


available. | 
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the time is ripe to make a definite engagement with 
the customer to visit the store. My practice has 
been to find out just what equipment the customer 
has in mind and then, prior to his visit, group the 
desired articles in the corner of our display room so 
that they will give the same impression when the 
customer arrives as if the furniture were in his office. 
This permits including in the display a number of 
items in which the customer has not expressed an 
interest. If a desk is the item of intended purchase, 
two or three chairs, a costumer, a cuspidor on a mat 
and a few other articles that should be in all well 
equipped offices can be grouped with it and may 
possibly open the way to a considerably larger order 
than was originally intended by the purchaser. 

Getting the prospect into the store has several 
advantages, not the least of which is that it is much 
easier to sell him when he is in the display room, 
away from continual interruptions by telephone 
calls, clerks making inquiries, etc. He can concen- 
trate on the products offered and the statements 
made. Selling conditions could hardly be more fa- 
vorable. 

A selling rule that I have adhered to throughout 
the years is to speak well of the other fellow’s goods 
if they are mentioned. At the same time I point 
out features in my line that are exclusive, avoiding 
reference to competing products if possible, and 
never mentioning names. I endeavor always to use 
the positive selling approach, talking for my line 
rather than against competitors’ goods. Satisfactory 
selling—selling that results in satisfaction to the 
customer as well as to the salesman—is done by 
be osting, not by knocking. 


- 


1/ 


If it can be done without offending the customer, 
price should not be mentioned until the last moment, 
after the customer has been thoroughly sold on the 
goods offered. Not many months ago | witnessed 
an exceptionally deft handling of a customer by one 
of my dealers in a city not far from Birmingham. 
While I was talking to the dealer a salesman 
brought in a prospect for a steel desk. The dealer 
excused himself and went to assist the salesman, | 
could not help hearing the conversation and the 
sales talk. 

Five different times the prospect asked the price 
of a certain desk and each time the dealer diplo- 
matically evaded an answer until he had gone over 
the desk, point by point and brought into the pic- 
ture a revolving chair, three side chairs, a four 
drawer file, and a heavy brass cuspidor on a rubber 
mat. He skillfully wove into the sales talk the fact 
that he was selling a service as well as equipment, 
and that he wanted to mention just a few of the 
good points of the different items. He concluded 
by saying that the price for all the items in the 
group, items that harmonized in design and were 
complementary to each other from the standpoint of 
utility, was only $——. 

The customer laughed and said frankly, “Well, 
I came in to look at a desk only, but your talk has 
convinced me as to the merits of all these articles, so 
I have decided that I need them. If you had men- 
tioned price in the beginning the deal would have 
been off. Now I'll appreciate it if you'll get the 
equipment over to my office at once.” 

The dealer knew his goods and was selling them 
instead of depending on the price appeal. 


SOME NEW FURNITURE NUMBERS 


St. Johns Announces the Studio Desk 
The St. Table Cadillac, Mich., has 
placed on the market a space-saving piece of furniture 
called the Studio Desk, which has been designed for use in 


Johns Company, 


smaller apartments, 


student quarters, 
professional offices 
and other places 
where space is at a 
premium. It occu- 
pies a space of only 
ten by thirty-three 
inches when used as 
a six shelf bookcase, 
yet it provides a 


desk space of thirty- 


one by twenty-four 
inches when ex- 
tended. Its over-all 


height is sixty-six 
inches. 
The Studio Desk is 


sturdily constructed 





of northern Michi- 
gan birch in attrac- 
tive early Ameri- 
can design, finely 


finished in Colonial 


cherry or 


ST. JOHNS STUDIO DESK NO. 5 


maple, 
walnut. 
It is decorative in appearance and unusual in its utility. 
The accompanying illustration shows the Studio Desk 


opened. In order to close it the writing shelf supports 


are swung up out of the way and the writing shelf is swung 
down, covering the three lower shelves. 
sctntpeniitenatiina 
New Imperial Desk in Colonial Design 

The Imperial Desk Company, Evansville, Ind., is mar- 
keting a new knee-hole desk bearing the catalogue designa- 
tion No. 84. 
nial influence, having four drawers in each pedestal, a cen- 
It is 44 inches 
Made in com- 


In design the new desk shows the early Colo- 


ter arch drawer and a band sawed base. 
wide, 22 inches deep and 30 inches high. 
bination mahogany with five-ply drawer fronts veneered in 
crotch mahogany, center matched, the new desk presents a 
handsome appearance. The top and panels are veneered in 
pencil stripe mahogany. Genuine mahogany is used for all 
All drawers are fitted with cast brass 
The desk is finished in brown ma- 


drawer bottoms. 
pulls in silver finish. 
hogany. 

The new desk is appropriate for use either in the home 
or in outer offices and reception rooms, Its authentic de- 
sign, correct proportion and beautiful finish give it unusual 
eye appeal. The price is moderate. 

Another new Imperial desk, No. 77, is modernistic in de- 
sign. Its lines and proportions are appropriately similar 
to the modernistic architecture that is being successfully 
employed in present day building construction. The desk, 
which measures 48 by 22 inches, is furnished in bird's-eye 
maple, with black lacquered top, pilasters and base mould- 
ing. Aluminum striping on the pilasters and chromium 
finish hardware complete the picture. This desk, moderate 
in price, attracted a good deal of favorable attention during 


the recent Chicago Furniture Market. 











New Moderate Priced Set in Sheaffer Line 

of the W. A. Sheaffer Pen 
a low-priced pen and pencil set, built to the 
The pen 


The newest item in the line 
Company is 


Sheaffer quality standard and retailing at $3.95. 


alone lists at $2.75 and the pencil alone at $2.00. While 
using chromium fittings instead of gold, the dealer is en- 
abled to reach the lower priced buyers and can later edu- 


cate his customer to the Feathertouch quality pens and 


pencils. Both pen and pencil in the set referred to are of 
Sheaffer’s balanced design. The set is available in gray 
pearl color, also in black, and is attractively presented in 


a velvet gift box 

The new set will be merchandised by Sheaffer dealers on 
the Rul 
of Three 


at $12.25, 


of Four plan which is an extension of the Rule 
previously built three 
$8.50 and $5.00 
—— —_>-  -— 
New Models of Bump Fasteners on the Way 
Leroy A 
the Bump Paper Fastener Company, La Crosse, Wis., says 


plan, around ensembles 


price d 


Thomson, general manager and treasurer of 


that, within the next few weeks, he will have several new 
and attractive models to announce. He mentions espe- 
cially the new desk model finished in black or brown leath- 
He declares that 
the design of this model is distinctly superior. 

model is a special portable fastener in- 


erette, with highly polished nickel parts. 


Another new 


tended for laundries, hosiery mills, etc. 


—-——— 

“Ever Ready” for Executive Desks 
The Typo Trading Company, 65 Duane street, New 
York, N. Y., is featuring in its 1934 calendar line one which 


is distinctive and especially attractive. The manufacturer 


has had various requests from the trade for a calendar 
of superior quality and design, and yet within the range 
This new item lists at a price 


standard commercial 


of the average purchaser. 
which is slightly above that of the 


“Ever Ready” (Nos. 58 and 46). The new calendar will 





DESK CALENDAR FOR FINE OFFICES 


“EVER READY 


appeal to the executive, as it will harmonize with the most 


exclusive office furnishings, and will be distinctive on his 
beautifully finished desk. 
5x8 inches 


The calendar is manufactured in two sizes: 


and 4x6 inches. The base is made with a rolled edge and 


refinements give the cal- 


The pad can be 


graceful, cury ed sides. The se 
endar stand added stability and dignity. 


furnished with either mottled or gold edges 
<> — 
A New Heyer Item Packaged in the Modern Mode 

The Heyer Corporation, 911 West Jackson boulevard, 
Chicago, recently added a new supply item to its extensive 
line of duplicators and supplies. This item is a one ounce 
bottle of amber colored correction fluid for use in making 
corrections on all dry stencils. It is a ¢lear amber liquid, 
pleasingly scented. 

As a container for this fluid, an entirely new bottle was 
designed. The bottle combines both beauty and utility— 
the corrugated surface permitting a firm grasp and at the 
same time forming a modernistic setting for the attractive 








MODERN PACKAGING OF NEW HEYER CORRECTION FLUID 


silver and black label. The brush applicator is attached 
to a bakelite closure so that it is kept continually sub- 
merged in the fluid. This results in the brush maintaining 
a pliant condition until the fluid is completely used up. 


The bottle is packed in a neat silver and black box. 
—_-—~<>——_—___- 
Warshaw Index Cards Rotary Cut Four Sides 


The Warshaw Manufacturing Company, 135 York street, 
Brooklyn, N. Y., is now producing index cards full rotary 
cut, on each of four sides. This assures accuracy of size, 
ease of fingering, and accurate registration of heads. 

Warshaw cards are now wrapped in Cellophane, render- 
ing them impervious to damp or moisture, and keeping 
each pack clean and fresh until the wrapper is removed 
to put the cards into service. This departure permits deal- 
ers to buy in quantities large enough to earn maximum 
discounts, without liability to depreciation from careless 
handling and natural elements. The new package is attrac- 
tive to the eye, and possesses that buyer appeal which goes 
with all modern packaging devices methods. 
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Parker Vacuum Filler Pen Has Maximum 
Ink Capacity 
A new vacuum filler fountain pen with unusual ink ca- 
pacity Parker, 
president of the Parker Pen Company, Janesville, Wis., 


has been developed jointly by George S. 








THE NEW PARKER VACUUM FILLER PEN AND MATCHING 

PENCIL IN A SMART VELOUR-LINED GIFT BOX.—At the top 

is a phantom view of the new sacless pen, showing the ink cham- 
ber which holds more ink without increase in pen size. 


and Professor Dahlberg of the University of Wisconsin. 
The new method of filling employs no rubber sac. The 
manufacturer states that it is the first pen of its kind 
which has no pump, piston, nor valves. 

The new pen will be made with a reversible platinum 
and gold point that will write two ways. The point is 
ground to write extra fine on the upper side. On the under 
side the point is ground as usual for fine, medium, or broad 
strokes. The barrels are of a new laminated material made 
in two color combinations—silver pearl and burgundy pearl 
with alternate stripes of jet black. 

Manufacture of the present line of rubber sac fountain 
pens will be continued by the Parker Pen Company. 

= > - 
New Automatic-Vandex Unit Is Announced 

The Automatic File & Index Company, 427 West Ran- 
dolph Street, Chicago, Ill., has brought out a new visible 


unit. The new unit is an improved visible index container 





THE NEW VANDEX UNIT IN USE 
that has a top which lifts, opening the unit, and then drops 
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back behind it. As this is done the floor of the drawer 
body is raised at the rear and the front is tilted forward 
forming a large V and permitting easy accessibility. 

The new automatic Vandex is very rapid in operation 
because the user looks in one plane—one field of vision— 
only. The unit holds many thousand cards. It is compact 
and flexible. To add to the index anywhere in the unit, 
one aluminum panel and guide is dropped in at the point 
where the extra capacity is needed. The new unit is eco- 
nomical, even in first cost. 

— 
Triner Develops New Type Postal Scale 

Years ago, when postage costs were very low and not 
subjected to close-weight scrutiny at the post office, any 
postal scale that fitted the description “reasonably accu- 
rate” was acceptable. Recently, however, the U. S. Post 
Office Department has specified and installed over 20,000 
Triner new type scales, which were built within a toler- 
ance and sensibility of ten grains. 

The reason for the demand for finer scales is apparent 
when the higher cost of postage today is considered— 
first-class mail at 48c a pound, air mail at $2.03 per pound, 
foreign first-class from 50c a pound and up, all of which 





NEW TRINER AIRMAIL SCALE 


is determined within ten grains’ accuracy; also considering 
parcel post up to 15c a pound or fraction thereof and the 
fact that a parcel post package weighing only one-half 
ounce over a pound requires two-pound postage. 

The Triner Scale & Manufacturing Company, 2714 West 
Twenty-first street, Chicago, has brought out a new type 
of scale with features that enable determining exact post- 
age cost by weight, in accordance with the prevailing 
higher postage rates. This new type scale will be made 
in three sizes and will sell at moderate prices. 

Exacting demands necessitated extraordinary scale de- 
signing and engineering, particularly in the refining of all 
moving parts, so that the new type scale could be produced 
in quantities and yet attain a uniform quality and durabil- 
ity. After samples of the one and four-pound sizes, which 
were the last to be completed, had been subjected to fac- 
tory endurance tests, equivalent to millions of weighings, 
they still maintained their required sensibility and accuracy. 

The new one and four-pound sizes also embody a new 
scientific construction that makes it practical and easy to 
replace the tool-steel hardened and ground pivots, should 
they become broken or damaged by accident. 

Below the balance beam of the one and four-pound sizes 
is a celluloid-covered computing chart on which appear 
postage rates in large figures for first-class, both U. S. and 
foreign, air mail, third-class and parcel post. A pointer 
on the true-seating, brass-formed poise indicates the cor- 
rect column of rates on the chart from which to ascertain 
the postage cost. The chart is easy to read and easy to 
keep clean. It can be replaced without difficulty, if postal 
rates should change, thus making it a perpetual utility. 

At the end of the balance beam is an “over-under” weight 
indicator which makes possible a hair-line balance indica- 
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tion at “zero” with no load on the platform. The “over- 
under” weight indicator also eliminates all uncertainty re- 
garding the maximum weight of a piece of mail on or near 
any postal rate division line. This eliminates postage guess- 
ing and stops the constant trickling postage losses that 
amount to much in a year’s time 

Because of the finer post office weight tolerances and 
the increased postage rates, a small variation in weight 
makes a big difference in the amount of postage required 
on a piece of mail today. A small mailer who is using a 
scale on which ten grains’ variation is not apparent, puts 
“plenty” of postage on a piece of mail just to be sure there 


cases where 3c would be 


is enough—6c postage in some 


sufficient, and 2lc air mail postage in some cases where 
only 8c would be sufficient. It is estimated that millions of 
pieces of mail carried excess postage in one large city 
alone in 1932. With an increase of fifty per cent in postage 
cost, the amount of excess postage undoubtedly increased 
very much over 1931. The manufacturer points out that the 
Triner new type scale will pay for itself in a short time by 
stopping these postage losses and then begin to pay divi 
dends in savings 

it is properly ad- 


Maintaining balance in a scale, once 


justed, is as important as positive balance indication. Be- 
cause of the perfect alignment and operation of all moving 
parts in a frictionless manner, permanent balance is as- 
sured in the Triner new type scale. This balance is main- 
tained by a within-the-beam balancing block, controlled by 
a screw conveniently located at the end of the beam 

The graduated part of the tubular brass beam is made 
with deep “V” notches in half-ounce spacing. On the beam 
rests the brass-formed poise, which is fitted with a steel 
die-formed pawl. The pawl on the poise is set down into 
the notches on the beam, so that weight accuracy and cer- 
tainty that the indicates the correct 


pointer on the poise 


postage cost are assured 
Heavy steel is used in the construction of the frame 
Self-locating, hardened steel V-shaped bearings are used 
in order to prevent “pinching and binding” (friction), pro 
viding perfect seating for the pivot edges. Elimination 
of friction on the pivot edges prevents wear, dulled pivots, 
sluggish action and inaccuracy. The pivots are made of 
crucible steel 

All brass parts are highly polished and the steel parts 
are covered with high grade enamel. This new type scale 
is made in the following sizes 

“Airmail No. 4” 

“Airmail No, 1” 

“Airmail No. 9”—weighs up to 9 ounces by 


Sizes No. 4 and No 


computing chart 


weighs up to 4 lbs. by % ounces. 


weighs up to 1 lb. by % ounces 
My ounces 


1 only are equipped with the rate 


— 


Eight Colors in “Castell” Copying Ink Pencil Line 
\. W Newark, N 


range of colors in the “Castell” copying ink pencils. These 


Faber, Inc J., has completed a wide 


are made in shades of red, blue, green, yellow, carmine, 
orange, brown and “new” blue 

The standard “Castell” finish is applied to these pencils, 
with the addition of a narrow band designating the color 
rhis is at the end of the pencil, and separated 


While 


of the lead 
from the green finish by a narrow band of white. 





CASTELL" COPYING PENCIL 


of the color band is to facilitate quick 


the prime purpos« 


selection of the hue of the pencil, the color band is also 


decorative 





OFFICE APPLIANCES 


A New Art Metal Waste Basket 
The Art Metal Construction Company of Jamestown, N. 
Y., has developed a striking line of waste baskets which 
they declare are achieving much popularity because of 
new size, modern design and unique color combinations 
These waste baskets are steel constructed, being made 





MODERNISTIC WASTE BASKETS.—On the left, we see waste basket 

B6, which in its actual colors is an attractive green It is known as 

Star Frost Green. On the right, we see B5, known as Star Frost Brown, 
an equally attractive article 


of high-grade furniture steel. They will last for years, re- 


sisting much hard usage. They are 8% inches wide, 12% 


inches long and 12 inches high, using little floor space and 
being small enough to place under a desk. Each basket has 
rounded corners and steel band on top edge to prevent 
scratching of furniture. The finish is an attractive long 
wearing baked enamel. In every way this new basket is 
designed to match modern steel office equipment. Two of 
these lines are particularly striking. They are of modern- 
One is Star Frost Green and the other 


illustrated in 


istic appearance. 
is Star Frost Brown 
There are ten other types in plain colors and 


The two are here 
monotone, 
in walnut and mahogany finish 


i 


New Parrot Speed Fastener Announced 

The Parrot Speed Fastener Corporation, 388 Broadway, 
New York City, has put a new speed fastener on the mar- 
ket known as No. 7. Qualities of unusual efficiency and 
durability are claimed for this new product. Parts subject 
to wear are made of especially hardened tool steel. The 
new stapler is declared to be non-clogging, and bears a 
seven-year guarantee. It is finished in chromium, highly 
polished and rust proof. 





PARROT SPEED FASTENER NO. 7 


No. 7 is one of several high grade machines sponsored 
by the Parrot organization. 
(More New Machines and Devices on page 46) 
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i. C. SMITH-CORONA 
ENTERS “LOW PRICE” 
FIELD 


Distribution of New Model Corona Now in 
Production to Be Confined to the Company’s 
Dealer Organization 


A new model Corona for the low price field now being 
produced is described as having standard keyboard, upper 
and lower case, both right and left hand shift levers and 
shift locks, positive manual ribbon reverse, both single and 
double line spacing, standard Corona paper fingers and the 
Corona solid aluminum frame—in other words, a slightly 
modified Corona Four to retail at $39.50, including carrying 
case, 

Commenting upon the new model and the plan of sale, 
an official of the company said: “We have naturally ob- 
served with keen interest the development of many models 
of portable typewriters brought out recently to sell at low 
prices. Nothing has come under our observation to change 
our opinion that there is no great field at present for an 
incomplete model or child’s typewriter, although such mar- 
ket may develop in years to come. It is still our belief 
that one who needs a typewriter should have a complete 
machine. It is a fact, however, that the typewriter field is 
not immune from the insistence for lower prices as a result 
of the depression. We had good evidence of this when 
some months ago we offered to clear our branch stocks of 
Corona Fours at a special price. The stocks were disposed 
Our dealers could have made many more 
As a result of this ex- 


of in short order. 
sales had machines been available. 
perience, many of our dealers urged the production of a 
Corona of construction that would justify a lower whole- 
sale and retail price, but which would offer neither price 
nor quality competition to Smith-Corona sales, which, they 
observed, had been affected by the sale of the Corona Fours 
at the special price. 

“Throughout the last half of 1932 very 
dealers expressed their hearty endorsement of our attitude 
in the matter of the cheap portables, but many dealers 


many of our 


urged the production of a machine similar to Corona Four, 
with which they could meet the demand for a portable at 
less than $60. 

“The modified specifications of the new Corona are, 
therefore, in the main, suggestions made by our dealers. 
It represents experienced dealer opinion. 

“We still believe that the big market is for the highest 
class, highest quality portable which functions to the user’s 
satisfaction for every portable usage and affords maximum 
profits for the dealer. However, there was no ignoring the 
demonstrated public demand for a lower priced Corona nor 
the wishes of our many dealers that such a machine be 
made available. 

“Logically, all our promotion effort during the coming 
year will continue to be placed on the Smith-Corona. It 
is only through the aggressive promotion of a quality ma- 
chine of this type that dealer and manufacturer can make 
satisfactory profits. We urge dealers to follow the same 
policy. 

“The dealer, in selling the new Corona, however, may be 
sure that the new Corona represents a real typewriter 
value. He may stand squarely behind it, secure in the 
knowledge that it will uphold the reputation of his store 
for quality merchandise, for the new Corona has been de- 
signed and priced to meet the demands of the Corona 
dealer organization and not as a low priced article for wide- 
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spread distribution outside of regular typewriter channels. 

“It is our observation that the typewriter dealer’s store 
is the logical place to buy a typewriter. Not only have he 
and his salesmen learned through long experience how to 
sell the machine, but he is in position to render the skilled 
mechanical service in connection with it. 

“Close study of the events of the past few months has 
convinced us that the overwhelmingly large percentage of 
portable typewriter sales will continue, for some time to 
come, as in the past, to be made by the old line typewriter 
dealers—the same dealers who have been selling Coronas 
for many years. 

“Our success as manufacturers depends upon the success 
We have planned the distribution of the new 
It will, therefore, be sold through 
They will thus be assured of 


of the dealer. 
Corona accordingly. 
experienced Corona dealers. 
maximum profits. 

“Over a period of twenty-three years in the typewriter 
business, constant study of dealers’ problems and careful 
analysis of the market for portables, has taught us that 
the sales follow well-defined channels. 

“One good dealer can adequately serve a given territory 
which represents definite units of purchasing power and 
population. The dealer will not be hampered in his efforts, 
nor compelled to meet the competition of miscellaneous 
outlets. 

“In many of the medium-sized cities this will mean the 
appointment of but one dealer in that city and its tributary 
area. In larger cities where the combined purchasing 
power is greater than one unit of potential volume, there 
may be additional dealers. In cities like New York and 
Chicago, dealers will be appointed in sections which will 
enable them to serve that particular section to the best 
advantage. 

“Under this plan in a large percentage of cases, compe- 
tition will be eliminated, which means elimination of price 
cutting, a greater volume of business and hence, maximum 
profits. The plan of distribution is, in short, to restrict 
and concentrate distribution within a minimum number of 
strategically selected outlets sufficient to serve the public 
and made up of those dealers who have served Corona so 
loyally and well in years gone by.” 

ee 

Senator Carlson Maps Big Money-Saving Cut 

The Hon. Martin R. Carlson of Moline, Ill, a member 
of the upper house of the Illinois general assembly, and 
chairman of the commission on taxation and expenditures, 
addressed the Illinois Manufacturers Association on Fri- 
day evening, November 18, at Belleville, Ill. In his ad- 
dress, Senator Carlson pointed the way to economy which 
it is hoped the fifty-eighth general assembly will sanction 
at least in part. The Senator’s estimates are made in an 
attempt to reduce the cost of Illinois state government. 
The Senator’s suggestions include drastic eliminations of 
unnecessary items in the state government and reduction 
of salaries to correspond to present conditions. All told, 
the cut recommended amounts to $5,929,674 for the next 


biennium. 
a 


Chicago Ault & Wiborg Takes Franklin-Kelly 

The Ault & Wiborg Company has succeeded to the busi- 
ness of the Franklin-Kelly Company, 75 West Van Buren 
street, Chicago. Henceforth the management of the latter 
concern will supervise the sale of Ault & Wiborg ribbons 
and carbons in the Chicago territory. The personnel of 
each concern will continue as in the past, distributing the 
same high quality merchandise from local stocks, enabling 
far better service. 

The Chicago branch of The Ault & Wiborg Company is 
located at 75 West Van Buren street. Telephones Wabash 
9120-21-22. 








Prominent Stationer Writes Interesting and 
Valuable Work 

When one picks up a book, one seldom starts at the 

often is the author’s apology for having 

Romance of an Industry by 

press of the Blackwell- 


pretace, which too 
written the book In The 
Paul J. Wielandy, just off the 
Wielandy Company, St. Louis, one should begin with the 
preface and by no means skip it because the author, who is 
distinguished as a traveler and speaker, jumps right into 
the circumstances of his first trip on the road and gives 
a vivid pen picture of his experiences, beginning on the 
cold sixth of January, 1884, when he “flopped” into a Pull- 
man at St. Louis, bound for West Las Animas, Colo. Ii 
the reader reads the first sentence of the preface, we defy 
him to put it down until he has read it all 

Chapter One of Mr. Wielandy’s book takes up the sub- 
ject of paper, its history and making, and gives in con- 
densed form a most valuable discussion of the subject, 
tracing the history of paper and its manufacture from the 
earliest times down to the present, with discussion of the 
kinds of 

Che making of cellophane is also discussed in 


different paper to be had and the methods of 
making it. 
this connection. The second chapter discusses in the same 
interesting and historical manner the subject of papeteries, 
writing tablets, envelopes and greeting cards. Chapter 
rhree takes up blank books, copying books and accessories 
Chapter Four, pencils, pens and pins, gives history and 
incidents of a highly interesting character particularly to 
those engaged in the industry. Chapter Five gives the his- 
tory of the origin and use of slates, chalk, ink, etc. Many 
a veteran in the field will remember the different kinds of 
slates that he 
school tablet made its appearance. It was in 1880 that 


Chap- 


was obliged to carry in stock before the 


cast iron base ink stands appeared in great variety. 
ter Six gives a description of rubber and leather goods, 
brushes and combs, which were part of the stationery stock 
years ago. Chapter Seven takes up pipes, snuff boxes and 
tooth picks. Chapter Eight, blocks and games, and it is 
interesting to note here in this connection that the jig 
saw puzzle, a truly venerable game, has again leaped into 
Chere are some interesting facts about play- 
Chapter Nine is on the sub- 


popularity 
ing cards and other games 

ject of china and glassware. Chapter Ten covers dolls 
Chapter Eleven, books and their authors, 


is traced and there 


and fancy goods 
in which the origin of the word “book” 
is a discussion of tendencies in reading from early in the 
last century down to the present day. The history of the 
Bible is not the least interesting paragraph in a portion of 
this chapter. All the principal authors are discussed and 
a list of titles prominent years ago adds an interesting 
retrospective touch. Chapter Twelve discusses boys’ and 
girls’ books and juvenile school books. Chapter Thirteen 
is devoted to organizations and biographies. 

he final pages of the book are entitled Looking Ahead, 
in which mention is made of price as a factor in wholesale 
and retail merchandising; open display of goods with price 
tags prominent; well planned advertising, and the sale of 
nationally advertised goods. These will be the fundamental 
features of the future stationery trade. 
The Romance of an Industry should be in the library of 
anywhere a more 


have not seen 


literature of the industry. It 


every stationer We 
valuable contribution to the 
involved a+tremendous amount of research which the 
author has presented in a manner both instructive and inter- 
esting. The clarity of its style, its aptness of phraseology, 
and the author’s appreciation of the dramatic quality of 
the persons and topics which make up the book have re- 
sulted in a work which it is a delight to read. On every 
page is the fine, golden thread of romance, stimulating the 


imagination of the reader and making the book more than 
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a history of the industry it covers. The biographical 
sketches, too, are stimulating, showing us deft word pic- 
tures of many of the strong men whom the industry de- 
lights to remember. 

Che editor of Office Appliances acknowledges with grati- 
Wielandy’s book. 

eS ae 

Calendars 
Enrico de Giovanni of Milan we are indebted 
The calendar 


tude a copy of Mr 


To Mr 
for a beautiful “Calendario Italiano 1933.” 
is composed of fifty-two sheets with the dates for one 
week at the top of each and excellent gravure reproductions 

4 underneath. 

The various prints, done in photo brown, photo green 
and photo blue with each subject titled in Italian, Spanish 
and German, show impressive natural scenery, picturesque 
views of architectural gems and ruins noted in history and 
legend, among them being a number of interesting views 
in and about Naples, including the tomb of Vergil at Mer- 
gellina, striking views of what the excavations at Pompeii 
have revealed, the familiar picture of Amalfi from the 
Capuchin convent, the water front at Sorrento and sev- 


6% x 8% 


eral scenes of Capri. 

The picture on the cover is a view of Naples at night 
with smoking Vesuvius in the background. 

Accompanying the calendar is a folder provided to re- 
ceive the weekly sheets as torn out, so that the beautiful 
scenes can be preserved. 

a 

To J. Reid Adam, sales manager Kenrick & Jefferson, 
Ltd., West Bromwich, England, we are also obliged for 
the very practical wall or desk calendar upon one of which 
we have depended for several years. The pads are of 
generous size, 4% x 5% inches with the date in nearly 
equal dimensions printed in red. 

a 


From Alpargatas, in other words, Sociedad Anonima 
Fabrica Argentina de Alpargatas of Buenos Aires came 
a clever calendar which shows some of the things that 
can be done in the spirit of grotesquery. The color work 
is particularly fine and the sketches, while somewhat out- 
landish in their cartooning, are done with a deft touch 
which brings out the idea of each capitally. The scenes 
are laid on the Pampas evidently, the wide plains of south- 
ern South America. 
sandals made from 


Alpargatas are manufacturers of 


hemp and other products, leather, etc. They are extensive 
manufacturers of high-grade shoes and their factory at 
Buenos Aires is one of the city’s largest industrial institu- 
tions. We imagine that beneath the exaggeration of these 
paintings there is a great deal of truth. At any rate, any- 
one who receives a copy of this wonderful calendar will 
enjoy a few chuckles and perhaps a good hearty laugh. 

It is to be observed that on the feet of the figures of 
men and women appear likenesses of the sandals or shoes 
which the company manufactures. 

——_<g———_— 
New Store at Bremerton 

The Book Store, with a full line of typewriters, office 
supplies, leather goods, blank books, games, school sup- 
plies, gifts, general stationery and books, is the newest 
business to locate in the city of Bremerton, Wash., with 
its Navy Yard, battleships being built and in dry dock, and 
its large naval payroll. Although in opening this bright 
and snappy store none of the stock of the Anchor Sta- 
tioners has been purchased, the new store occupies its for- 
Mr. and Mrs. Darrow 
and their daughter, Vivian, who have operated a store in 
Centralia, Wash., are moving to Bremerton, and have taken 


CML 


mer quarters at 126 Pacific avenue. 


some of the stock of the Centralia store. 
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Charles F. Dawson Limited Celebrate Ninetieth 
Anniversary 


Recently the house of Charles F. Dawson Limited, 
Montreal, founded in 1842, celebrated its ninetieth anniver- 
sary and in recognition of this event issued a handsome 
booklet of twenty-eight pages on tinted stock with orna- 
mental cover bearing the well known golden owl trade 
mark in the center and the company name in the panel at 
the top. 

The company was founded upon honesty and service, 
which, maintained throughout the years, has brought a 
large and loyal clientele. 

The booklet opens with a foreword, followed by a brief 
history of the family on this side of the Atlantic, beginning 
with Thomas Dawson, an officer in the army of Lord Corn- 
wallis, on whose surrender at Yorktown he left for the 
Provinces and settled in Prince Edward Island. 

His grandson came to Montreal in 1842 and founded the 
present house, on the site now occupied by the Alfred 
building. Later he moved to St. James street, where the 
Star building now stands, where the store became the lit- 
erary and artistic center of the then little city of Montreal. 
After a time Benjamin Dawson retired to join the clergy 
and the firm was carried on by his two sons, Samuel E. 
and William V., under the name of Dawson Brothers, be- 
coming one of the most important publishing houses in 
the British Colonies. In 1889, Dawson Brothers dissolved, 
Samuel becoming Queen’s printer at Ottawa, and William 
opening under his own name. The original business was 
continued, however, by Charles F. Dawson, son of Samuel 
Dawson, under his own name and later became a limited 
liability company. The book and publishing business was 
sold and the firm became what it is now, a leader in the 
printing and stationery business of Montreal. The firm at 
present contains two members of the fourth generation, 
William F, and Herbert W. Dawson, sons of the president, 
and as there is now a fifth generation growing up, the tra- 
dition of family service is assured. 

This history is followed by a picture of the store at 387- 
389 Notre Dame street, West, a description of the store’s 
interior and views of the merchandise displays within the 
store. Then there is a view of the factory, the composing 
room, ruling department, cylinder presses, platen presses, 
bindery, etc. The house makes loose leaf devices which 
are shown in the different styles emphasized. One of the 
recent additions to the line is a visible record binder which 
is pictured and described. 

The business is old, but it is not decadent. Charles F. 
Dawson, Limited, are always ready to add the newest 
mechanical improvements and the newest devices to their 
stock. New articles that have value are always welcome 
at the Dawson store. 

The final page shows a picture of eight black owls sit- 
ting on a limb with a golden background. Below is the 
sentence, “The Owl Family At Your Service.” 

— 
Seventy-five Years in the Southwest 


For more than three-quarters of a century the name, 
Dodsworth, has symbolized quality in craftsmanship and 
integrity in personal and commercial dealings in Kansas 
and the Southwest. The Samuel Dodsworth Stationery 
Company, founded in 1857, has just celebrated the seventy- 
fifth anniversary of its begining, when John Dodsworth, 
an English bookbinder, brought his family and the appli- 
ances of his craft from the east to Lawrence, Kas., and 
established a shop above the newspaper room occupied by 
“The Herald of Freedom.” 

In commemoration of the years which have passed the 
company recently issued a brochure done in simulation of 
a book bound in red Morocco with gold title and orna- 
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ments, reciting the highlights of the company’s history, 
and picturing in vigorous strokes of word and illustration 
the exciting background before which the Dodworths, from 
small beginnings, built their present flourishing establish- 
ment. 

Whoever wrote this brochure was born to be a historian 
of the modern school, and the artist has executed with 
deftness and fine understanding the stirring panorama of 
the years. The author has interwoven the history of the 
times with the development of the company and has re- 
cited his facts in a style which fairly sparkles. 

Following the death of John Dodsworth on January 21, 
1863, his widow, Charlotte Dodsworth, and her sixteen 
year old son, Samuel Dodsworth, carried on the business. 
In 1881, Mr. Dodsworth incorporated the business under 
the name of the Samuel Dodsworth Book Company with 
Samuel Dodsworth, J. W. Shoemaker, B. H. Morgan and 
Otto W. Smith as directors and stockholders. On the 
death of Samuel Dodsworth in 1896, the management of 
the company was left in the hands of J. W. Shoemaker, 
W. F. and J. S. Dodsworth. On the death of Mr. Shoe- 
maker in 1899, his stock was purchased by the two Dods- 
worths just named, bringing the exclusive ownership of 
the company back into the Dodsworth family. 

Follows then a brief sketch of the development of book- 
binding and printing from hand power to steam and from 
steam to electricity, the company having avoided complete 
mechanization by reason of its conception of its work as 
an art and not merely a series of processes. 

In 1902, the company moved to Leavenworth, where they 
took a fine large building at 521-525 Delaware street, a 
choice location. Here they remained until 1912, when the 
urge for a still broader field dictated their removal to Kan- 
sas City, Mo., the metropolis of the Southwest. Here, at 
1121-1123 Holmes street, they installed the factory, adding 
new equipment. 

In 1921, the name of the company was changed to the 
Samuel Dodsworth Stationery Company and the company 
was reincorporated for $150,000. In 1926, more room was 
needed and the company moved to 412-414 West Tenth 
street. 

The brochure sketches the history of the last seventy- 
five years and presents pen drawings of stirring scenes and 
events, also a number of interesting pictures of up-to-date 
plant and personnel, old labels, old books, etc. 

Office Appliances offers cordial felicitations. 

——— 

Morley Succeeds Tope in Esterbrook Service 

Roy N. Tope, who for many years has represented the 
Esterbrook Steel Pen Manufacturing Company in the 
southern and southwestern states, including Virginia, 
thence south and west as far as Texas, has been succeeded 
by Carl Morley, who has been a special representative of 
the company for several years. 

Mr. Tope is one of the old guard. Hardly anyone is 
better known in the territory he has covered, and he num- 
bers his friends by the hundreds. 

Office Appliances presents good wishes to Mr. Morley 
in his new position, and to Mr. Tope in whatever activi- 
ties he may take up. 

—— 

Paul Swartz Represents Shaw-Walker at Reading 

The Shaw-Walker Company, Muskegon, Mich., has an- 
nounced the appointment of Paul Swartz as representative 
at Reading, Penna. He handles the “Built Like a Sky- 
scraper” line of filing products in Berks and Schuylkill 
counties, This is an interesting bit of news to Paul’s many 
friends in the office appliance industry. He brings to his 
new field of operations a wide experience over many years 
of successful selling in Philadelphia, Allentown and else- 
where. 
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Big Sheaffer Contest Sets New Sales Records 


Forty-eight Retail Salespeople Star in Sheaffer 
Contest Wind-up 


lars were loosened from their hiding-places 


Hoards of d 


and put into circulation through the efforts of salespeople 
in retail stores who participated in the recent sales contests 


of the W. A Pen ( Fort Madison, la 


high records surprised record-makers 


Sheafter mpany of 


het even the 
themselves, and did much to open the eyes of dealers to the 
possibilities of business “just around the corner” for those 
to go tor it 


Those hold 


with the energy, stamina and enterprise 


The contest extended trom coast to coast 


ing the first eight positions of leadership won new Ford 
V-8 motor cars Forty others won Feathertouch Life- 
time desk sets valued at $100. each. Victors on the Pacific 


Middle 


automobiles in 


A and B, and the 


Atlantic Coast won the 


Coast took izes in Classes 
West 


Classes ( 


first pr 


' 
and the 


and D 


} 


Saiesmen mention in 


The 


[Twenty-six came in for honorable 


the several classes, achieving surprising scores con 


test demonstrated that it is possible to accomplish big 
things even now in selling standard merchandise at full 
prices when real salesmanship is used 


In Class A the champion salespeople are Edward J. Vine 


of Eddie Vine’s Pen Shop, Seattle, Wash., and Jessie Pen 
ick of the Famous-Barr Company, St. Louis, Mo. In 
Class B Ford V-8 cars went to Mrs. Pauline P. Mickels of 
the H. S. Crocker Company, Inc., Sacramento, Calif., and 
Sadie Lockhart, The Berryhill Company, Phoenix, Ariz 


Charles V. Parker 
Taliaferro of J. W 
And in Class D, 


Class B winners were F. P. Parker of the 
and Julian H 


Harrisonburg, Va 


Company, Eldorado, IIL, 


laliaferr & Son, 


Jack Kramer, Sanatorium Cooperative Store, Inc., Sana 
torium, Md., and Mrs. C. P. Hall, Hall Drug Company, 
Overton, Tex made first place 


If Helen Shea of Boston had had $29 more in sales she« 
would have been twelfth prize winner in Class A, and H. F 


Noelle r 4 D Peacock, 


was only $68 behind Helen Shea in the 


Chicago—famous jewelry house 
same population 
divisi T 

London, Ontari 


twelfth prize 


represented by L \ Carruthers, 


winner in Class B, was just $1.65 ahead of the 
Galveston, Tex 
Class C 
corraled the twelfth prize 
of Sanford, N. ( 
heels of Lowa, with less 
Runkle of 


Stephenson of Red Deer 


the next « Norman Brown of 


The I ne Star 


ntestant, 
however, got the edge in 
f Lufkin, 


f Fred Ray, Jr 


D Canada 


State 
Tex., 
was on the 


than five separating (¢ \ Lisbon, [a.. 


twelfth prize winner, and W. J 
Alberta 
The « ntest 


there 


was operated on the basis of credits, and 


were a few instances where credits exceeded dollars 


in checking up sales Mrs. Hall of Overton, Tex., second 
place victor in Class D, sold six dollars worth of mer 
chandise more than Jack Kramer, winner of first place, 


he piled up more credits 


the honors becaus« 
Hall Che 


credit for Satety 


Jack 


credit system which allowed doubk 


Skrip, recognized the factor of discern 


salesperson in selling quality merchandise 


The Sheaffer people contend that this Intelligent Sales 
manship Contest exploded every alibi of those who claim 
that full-price merchandise will not sell in these days 


merchandise cat 
Cone 


ers proved that quality 


ld « 


onstructively 


car winner emploved by a department store catering to all 
classes ! ¢ le sold a 25-cent bottle of Skrip to pra 
tically everyone wl bought a pet Some department 
store people thought they had no chance in competition 


thought they were out of 
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the running; in fact, everyone seemed to believe that others 


had the best chance. Those who won were those who mad« 
up their minds to sell 

As the reports of this latest Sheaffer contest are ana- 
lyzed, several lessons are discovered which may be thus 
summed up 

Get behind the merchandise that is not suffering from 


price demoralization where profit has not been destroyed 
through unsound merchandising practices 
Make up your mind to sell constructively, devoting full 
attention to items of the better quality 
Roll Call of the Victors 


pany, Phoenix, Ariz 


Class A 


Edward J. Vine, Eddie Vine’s Pen . Class Cc : 
Shop, Seattle. Wast F. P. Parker, Chas. V Parker 
leasie Company, Eldorado, Illinois 


Penick, Famous-Barr ( 
pany, St. Louis, ) 


Julian H. Taliaferro, J. W Tal 


iaferro, Son, Harrisonburg, Va 


Class B Class D 
re > } > kel< » . 

M Pauline | Mikels, H. S Jack Kramer, Sanatorium Coop 
Crocker Co., Inc., Sacramento, erative Store, Sanatorium, Md 
California. : Mrs. C. P. Hall, Hall Drug Com 

Sadie Lockhart, ferryhill Com pany, Overton, Texas 

* *¢ * 
Winners of $100.—Feathertouch Desk Sets 


; 


Class A LaJunta, ¢ 


Anna M. Dougherty, John Wana S. H. Adams, Jr., Watkins Book 
maker, Philadelphia, Pa Store, Inc., Winston-Salem, 
Clara M Hafer, Schwabacher  < 
Frey Co., Los Angeles, Cal B. A. Lipshy, Zale Jewelry Co 
Miss M Cole, Strawbridge & Inc., Wichita Falls, Texas 
Clothier, Philadelphia, Pa Ned W Cohen, Ned Cohen's 
A. Friedman, B. Altman & Ci Jewel Box, Greensboro, N. C 
New York City, N. Y. Esto Heath, Morris Sanford Co., 
Class B Cedar Rapids, Iowa 
Frank J. Geohegan, Chamberlir Jessie Walker, Ellison Company, 
Stationery Company, Stamford, Austin, Texas 
Conn I A. Carruthers, Ray Stationery 
Betty Charney, Charney’s Inc., % London, Ontario, Canada 
Atlantic City, N : Class D 
J}. Hanley Morgan, Swan-Morgan \. Bergeron, A. Bergeron, Drug 
Company, Huntington, West rist, Mount Royal, Quebec, 
Virginia Can 
D. M. Stewart, Charles G. Stifit Mrs. W. W. Bloxom, Post Ex 
Company, Little Rock, Ark change, Langley Field. Va 
Newton, H. C. Capwell Co., I I Holcombe, Day Drug Co., 
Oakland, Calif Kilgore, Texas 
Nellie M Ryan, Jordan-Mars! R. T. McNair, R. P. Lyon Drug, 
Co., Boston, Mass Rockingham, N. (¢ 
Nettie L. Wiest, Meier & Frank Omer Ragan, Arcadia Valley 
Co., Portland, Oregon Drug, Ironton, Mo 
Avis I Brown, John W. Graham Abe Abaussafvy, Northern Drug 
Co., Spokane, Was! Co., Ltd., Westaskiwin, Alberta, 
June Lampe, F. & R. Lazurus Can 
Co., Columbus, Ohio 0 } Massengill, Massengill’s 
Esther Fine, M. Snellenburg & Drug Store, Osceola, Arkansas 
Co., Philadeiphia, Pa Mary W Platte, Butler Bros., 
Class C Honesdale, Pa 
A. C. Billingslea, Patrick's Drug Dick Sunkel, Fritch Drug Co 
Store, Camden, Ark Paris, Illinois 
Emil Nissen, George Jay Drug C. A. Burke, Jr., Burke’s Drug 
Co., Shenandoah, lowa Store, Lufkin, Texas 
. ternstein, The Jewel Box Raymond Finch, Finch Bros., 
Burlington, N. C Covina, Calif 
’ Se eCoy, N ¢ McCoy C. Steinmeier, Steinmeier Phar 
Jewelry Store, Cushing, Okla macy, Ansley, Nebraska 
R. N. Bottorf, Athletic Store, In¢ Howard W. Garl, Garl’s Drug 
State College, Pa Store, Ligonier, Ind 
Ray W. Roath, Melis-Roath Co., C. R. Runkel, Lisbon, Iowa 
Honorable Mention 
Class A son, Lowell, Mass 
Helen M. Shea, Andrew J. Lioy Class C 
Co., Boston, Mass Fred Ray, Jr.. Lee Drug Co 
H. F. Noelle, C. D. Peacocl Sanford, N. C 


elle, 
cago, Ill 





Chica ; N. W. Hauch, Home Office Sup 
I B. Gabrielson, Pembroke ( ply Co., Welch, W. Va 
pany, Salt Lake City, Utal ; 4 I Scoggin. McLarrvy’s Phat 
Dor thy Burnett. Schulte Optica macy, Harlingen. Texas 
Co., Chicago, Ill ; R. H. Taylor, City Jewelry Store 
i I Aughe, Slavick Jewelr. Rartow Fla 
Los Angeles, Calif | H Phil > 
An ’ ; ilips, Howard Philips, 
R. W ( iby, Miller-Davis ¢ . leweler, Conneaut, Ohio 
Minneapolis, Minn . I. J. Buzzett, Buzzett’s Pharmacy, 
\ } Midgley, Houston Phot Apalachicola, Fla 
Supply, Houston, Texas Class D 
Class B a ee 
’ , . ’ . , ephenson, Gaitz Cornett 
Norman W. Brown, Purdy’s Book D ae ; 
1 - rug & Ook | , Red Deer 
Store, Galveston, Texas Dioeie Sneed 
Dale M Stegner, | E Fischer ~* ’ . 
~~ Marion I ins Lake City 
Co., Hanover, Pa Tr, ad Cit Ss ¢ 
Cc. C. Mevers, Mevers Drug (¢ 1g 4 “—" yy : 
Allerton, Iowa = ree ( 4 - 2 A fe ard Lloy 
Wm. A. Wilkin, Mercer Drug _Inc., Chapel Hill, ( 
Store, Clarksburg. W. Va C. D. Smith, Livingston Drug 
Aurelia Conrath, Egyptian St _&o., Livingston, Pexas 
tionerv ( Belleville, Ill ( A. Pennington, The Post-Ex 
Marie Shanley, Patterson’s Drug change, Oteen, N. C 
Wauwatosa, Wis« Glen Smit! Towe's Tewelry Store, 
ary > ley, ( Jonal« ast Radford, a 
M M. B. Ril D I | I Rad \ 
Car winners in Sheaffer's Intelligent Salesmanship Con 


test prior to the above competition were 


Gertrude Lipic, Joseph Lipic ¢ Smith, Nacogdoches, Tex 

St. Louis, M Bill Kubel, Stoner Drug Co., 
R. S. Engle, Pound & Moore Hamburg. Iowa 

Charlotte, N Raymond I. Cowles, Bradley & 
oOo. W Mason, Swift Bros. & Scoville, New Haven, Conn 
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CINCINNATI GETS 
AN EARLY START 
ON STATIONERS 
CONVENTION 
PLANS 


\rrangements are already being made for the annual con- 
Association to be held 





vention of the National Stationers 
in Cincinnati June 5 to 8, 1933. 
The Netherland 


quarters 


Plaza hotel has been selected as head- 
On Thursday noon, January 12, prominent members of 
the National Stationers Association in Cincinnati sponsored 
a luncheon to General Manager Charles P. Garvin at the 
Netherland Plaza hotel of the Henderson 
ompany, general chairman of the 1933 Cin- 


Anson C, Fry 
Lithographing ( 
cinnati convention committee, presided and introduced Mr. 
Garvin to the group. Schnapp’s band presented German 
songs 

After the program was over, Mr. Garvin made a serious 
talk regarding the 1933 convention and the many problems 
Although the 
of the convention will be in true Cincinnati style, he said he 


to know that the convention would 


before the industry entertainment feature 
wanted the committee 
be for business purposes and that the things set out in the 
program for this year must be accomplished. 

Among those present at the luncheon were the following 
Charles P. Garvin, National Stationers Association, Wash- 
: John G. Kidd of Stewart Kidd; W. M. Perin, 
Gibson & Perin; R. G. Kelsall, The Globe-Wernicke Serv- 
Charles A. Orth, Joseph Dixon Crucible 
Company; Harry C. Dick, Ziegler, Redeker & Dick; F. X. 
Reynolds and R. R. Hengge, The Ault & Wiborg Company; 
H. H. Wittstein, The Globe-Wernicke Company; J. F. 
Willenborg, The Willenborg Stationery & Printing Com- 
pany; H. C. Schmidt, Pounsford Stationery Company; S. 
D. Heed, Gibson R. M. Fleming, Hender- 
son Lithographing ( Alexander Thomson, Jr., 
Champion Coated Paper Company; Allison F. 
O. B. Shatto, The U. S. Playing Card Company 
The Globe-Wernick« 
Lithographing Company. 
found it impossible to attend, but who will 


ington, D. ¢ 


ice Company; 


{rt Company; 
ompany; 

Stanley and 
; J. S. Sprott, 
Company; A. C. Fry, Henderson 
Others who 
1933 convention are Pounsford, 
Harry 


John 


be active at the 
Stationery 
row-Weil-Stanage 
ring-Hall-Marvin Safe 


Harry 
Stanage, Wood- 
Seubert of Her- 


Pounsford Company; 
Company, and 


Company. 
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AT THE DINNER TENDERED TO 
CHARLES P. GARVIN BY NA- 
TIONAL STATIONERS ASSOCIA- 
TION MEMBERS IN CINCINNATI, IN 
THE NETHERLAND PLAZA HOTEL, 
JANUARY 12.—From left to right, 
starting at Mr. Garvin's left, at the 
head of the table: A. C. Fry, Hen- 
derson Litho. Co.; J. 8. Sprott, The 
Globe-Wernicke Co.; 0. B. Shatto 
and Allison F. Stanley, The U. 8. 
Playing Card Co.; Alexander Thom- 
son, Jr., Champion Coated Paper Co. ; 
R. M. Fleming, Henderson Litho. Co. ; 
S. D. Heed, Gibson Art Co.; H. C. 
Schmidt, Pounsford Staty. Co. ; E. E. 
Freshney, Netherland Plaza Hotel; 
J. F. Willenborg, Willenborg Staty. 
& Prtg. Co.; H. H. Wittstein, Globe- 
Wernicke Co.; R. R. Henge and F. 
X. Reynolds, Ault & Wiborg Co. ; 
Harry C. Dick, Ziegler, Redeker & 
Dick ; Charles A. Orth, Dixon Pencil 
Co.; R. G. Kelsall, Globe-Wernicke 
Service Co.; W. M. Perin, Gibson & 
Perin; John G. Kidd, Stewart Kidd 
Co.; Warner Sayers, Convention 
Mer., Cincinnati, and Charles P. 
Garvin. 





MESSRS. SPROTT, GARVIN AND FRY BACK UP “THE SCHNAPPS 

BAND.’’—From left to right: J. 8. Sprott, general manager, The Globe- 

Wernicke Company; Charles P. Garvin, general manager, The National 

Stationers Association, and Anson C. Fry, Henderson Lithographing Com- 
pany, chairman of the Cincinnati convention committee. 


Regional Meetings on the Way 

A series of regional meetings will be held starting on 
March 23 and 24 at Houston, Tex. This will be the meet- 
ing of District No. 9, under the direction of Governor W. 
C. Clegg and will be held at the Rice hotel. Further details 
as to the program are promised for a later issue. 

Governor Clegg recently made a trip over his territory 
where he held meetings in Austin on January 17; Waco, 
January 18; Dallas, January 19 and Fort Worth on January 
20. On the 24th, he held a meeting in Houston, at which 
time plans for the regional meeting to be held in March 
were discussed. Horace Hamilton and George Cunning- 
ham of the Texas Travelers accompanied Mr. Clegg on 
this trip. A meeting will also be held in San Antonio, Mr. 
Clege’s home town, within a short time. 

On March 30 and 31, there will be a regional meeting of 
District No. 8 at Topeka, Kas., under the chairmanship 
of Governor Herman Cast. Office Appliances hopes to 
have a program of this meeting before long. 

Following the meetings above mentioned, General Mana- 
ger Garvin will make a western trip which will include 
Denver, Los Angeles, San Francisco, Portland, Seattle, 
Spokane and Minneapolis where in the last named city a 
regional meeting will be held April 20 and 21 under the 
direction of Herbert S. Fall. 

There will be a meeting of the Pacific Northwest Sta- 
tioners Association prior to the annual meeting in Cin- 
cinnati. This will be under the direction of President and 
Regional Governor Rowland A. Waltz. 

District No. 2 will meet at Buffalo on April 24. 

Other meetings will be announced in an early issue. 

The slogan for all these regional meetings this year is 
“Constructive Conference for Reconstruction.” 








26 








IN 








LANDS 


Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the 


offices of this journal their headquarters. 


The staff at the main office, 417 South Dearborn Street, Chicago, 


and the staff at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd 


St. and Park Ave., New York, will be happy to be of any possible service. 


While the facilities at New York 


are not so many as at Chicago, there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mr. Vincent Jackson 


United States manufacturers traveling to London are cor- 
dially invited to call upon Vincent Jackson at 22 St. An- 
drew street, Holborn Circus, London EC 4. Mr. Jackson's 
association with the trade and his contacts with its organ- 
izations afford him information valuable to those desiring 


to cultivate the British market. 


In subscription matters, 


Mrs. S. S. Elliott, 6 St. Bride street, London, EC 4, is the 
authorized representative of Office Appliances in the 
British Isles. 


London, January 1, 1933. 
of January, 1933! Here’s the beginning of 


Just how are we ; 


[The First 


another year going to face up to it? 


“Sensations” and “disasters” were frequent press headings. 
] 


Most of the pessimists who went about in 1932 talking of 
“the depression” are now looking for jobs. But, for the 
love of Pete, let those of us with jobs first be very thank- 
ful, and secondly be cheerful. Because not only will it 
help ourselves, but in doing so will help all other less 
fortunate folk. 

It is a pity that directors of public companies have by 
publish a balance sheet. Such records can look 
It should be permissible in times of “hard 
“depression” or “slump”) 


better still, in- 


Statute to 
rather pitiful 
fighting’ (which is better than 
if companies were compelled beside, or, 
stead of the balance sheet, to publish a list of big orders 
pulled off, 


organization laid down to cope with future business. 


negotiations satisfactorily concluded, plant and 


Let’s get on with business! This seems to be the spirit 
of the Remington Typewriter Company, Ltd. I was talk- 
ing this week to Mr. R. H. Carrod, supervising director for 
the United Kingdom, Western Europe and Northern Africa 
had anything to say 
-well, no, 


of this company I asked him if he 
that could be published in your journal. “Say? 
darned busy getting after business 
The Remington folk are all cheery 
d year, despite everything and 1933 
That’s all the talk you'll get!” 


except that we're too 
to give time to talking 
We've had quite a gor 
is going to be better still 
And that was that! 

I thought I would like to get 
Mr. W of the Office Appliance Trades 


Association « 


a thought or two from 
R. Mawle, chairman 
f Great Britain and Ireland, and general man 


ager of Imperial Typewriter Company, Ltd. This is what 
he said 

“The year 1932 from the beginning to the end will long 
be remembered as a most trying and difficult period for 
world trade in general and the office appliance business in 
particular, commencing as it did with the essential need 
for economy which stifled that growing feeling of confi- 
dence which was so apparent towards the end of 1931. 

“Economy was necessary to enable Great Britain to 
fulfil her obligations; but economy may be mis-placed 
scientific economy is necessary and it is only by this means 
that the return to prosperity may be gained 

“The industrial position of Great Britain at the present 
time can be compared only to that of a vast machine which 
has lost its momentum, through lack of confidence of the 
buying public. There is every indication throughout the 
country that this confidence is being regained. 

“During the past year or two all businesses have been 
on a severe test. It has been recognized that no firm can 
stand still; it must either move forwards or move back- 
The last year in particular has been a very intensi- 
Weak firms have failed but strong 
they 


wards 
fied testing process. 
firms have gone forward. Some firms are extending, 
are serving new customers; others have even failed to hold 
their old customers, and the conditions demand the revis- 
ing and revitalizing of the selling organizations through- 
out the country. 

“To those people who accept unsatisfactory sales as 
inevitable, and state that there is no buying public avail- 
able I would state that there is no justification for this. 
There is no depression in the larger section of the British 


buying public. The latest figures show that more workers 
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are employed in British industries than previously. Al- 
though there have been many wage reductions there has 
also been a fall in the cost of living thereby increasing the 
total purchasing power of the masses 

“The trouble is that the public has been refraining from 
spending. This is clearly shown in the rising figures of 
savings and it has been said recently that ‘people today no 
longer put something away for a rainy day, they put it 
away for a fine day and spend it.’ It is only by adopting 
the right selling appeal and watching the changing de- 
mand that we shall be able to get them to part with their 
money. 

“As far as our own organization is concerned it is grati- 
fying to report that the past twelve months have closed 
with an increase of sales over 1931, which in itself consti- 
(Good 
This undoubtedly is due to the pio- 


tutted a record year in the history of the company. 
news, this—V. E. J.) 
neer work which has been taking place for a number of 
years and the untiring efforts of those interested in the 
progress of typewriter manufacturing. I would particu- 
larly like to express my thanks for the opportunity of 
conveying this message to the readers of ‘Office Appli- 
ances’ and it is with courage and confidence that we face 
the New Year and trust that this will prove even more 
prosperous for all our associates.” 

All those members of the office appliance trade—be they 
British or American concerns—who have made continued 
progress will echo these sentiments. 

I happen to know, too, that Mr. Mawle has laid plans 
for a still more vigorous program for the association, of 
which he is chairman. 

The dinner and dance at the end of this month is the 
pleasant beginning of a series of “get together” business 
meetings that are to follow at regular intervals. 

Let us hope that 1933 may mean for you, as well as for 
us, a year of going forward, a year when the economic 
situation will be adjusted to suit the new world condi- 
tions.—V. E. J. 

—_— Ho 


Russian Progress in Office Machine Production 

The Economic Review of the Soviet Union published a 
list of the new products of Soviet industries. Included in 
this list are typewriters, calculating machines, and foun- 
tain pens. At the Kiev typewriter plant it is stated that 
production was started in the fall of 1932 on a new Soviet 
typewriter, which is said to have about “400 fewer parts 
than in standard foreign models.” 


IMPRESSIVE AIR VIEW OF SEC- 

TIONS OF THE LEIPZIG TRADE 

FAIR, LEIPZIG, GERMANY, MARCH 

5 TO 12, 1933.—A description of the 

extent and inclusiveness of the fair 

appeared in the January issue of Of- 
fice Appliances on page 27 
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Swedish Firm Celebrates Seventy-fifth Anniversary 

The house of Frans Svanstrom & Company recently 
celebrated the seventy-fifth anniversary of its founding. 
This firm are paper dealers and commercial stationers of 
In recognition of the happy 
event, the publication, Pappershandlaren, devoted several 
pages of its December, 1932, issue to the history of this 
widely known house, with illustrations showing some of 
the older methods in comparison with the new. Likenesses 
of the principal executives were presented with sketches 
A panoramic interior view of the store 


prominence in Stockholm. 


of their lives. 
was shown and a night view of the outside of the estab- 
listment brilliantly lighted. Stockrooms, packing and ship- 
ping rooms, etc., were illustrated. 

The report opens with a picture of the head of the house 
and, along with the portraits already mentioned, gives pic- 
tures of the earlier executives whose labors advanced the 
house on the road to its present standing. 

a 
Pierre Durocher Wins Monroe Legion Award 

Mr. Pierre Durocher of the National Company, Paris, 
distributors in France for the Monroe Calculating Machine 
Company, Inc., of Orange, New Jersey, has just been 
awarded the President’s Trophy of the Monroe Legion 
on the basis of his sales record. The trophy was offered 
by President J. R. Monroe of the Monroe Company to the 
sales representative in Europe or the British Isles who 
secured the greatest volume of sales for three successive 
quarters, and Mr. Durocher is the first salesman to win this 
honor, 

The trophy, a handsome silver cigarette case, has been 
engraved with the inscription: “Monroe Legion Award to 
Pierre Durocher, 1932.” It was presented to Mr. Durocher 
on behalf of Mr. Monroe by Mr. G. J. Schmucki, European 
sales director of the Monroe Company, who has his head- 
quarters in London, during one of his recent trips to the 
National Company in Paris. 


i 

British Traveler with One House Fifty Years 

Robert H. Ritchie has celebrated the fiftieth anniversary 
of his connection with Messrs. John Walker & Company, 
stationery manufacturers, London, England. Despite his 
many years of service Mr. Ritchie is still energetic, and 
his appearance belies his age. Mr. Ritchie started with 
the Walker business as a city salesman. In a short time 


he was appointed representative of the company in Scot- 
land and Ireland, where he has represented his house many 
years with great success. 











Present Conditions in New Zealand 


Being Some Observations by C. L. Rollo of R. M. Watson 
Ltd., Christchurch, N. Z. 


HOSE of us in the office equipment business in New 
Zealand have expressed no regret at the passing of an- 
Never since was colonized has 
there been such a time of trial and tribulation. The key- 
at all costs hold on—spend 


other year the country 


note of all activity has been 
nothing excepting on the bare necessities, and economize 
both in men and materials. It has been a testing time of 
the efficiency of management and of the principles of sound 
business old-established have foundered; 
others have lightened the cargo and trimmed ship. Few 
indeed have escaped the anxious times when the cry was 
heard, “All hands to the pumps.” 

There is a brighter side to this melancholy picture. Some 
of us have learned the value of intensive cultivation. It 
has been necessary to explore fresh avenues of business 


Some firms 


To call and keep on calling on every business enterprise, 
and from the sheer weight of effort, secure enough business 
to pay expenses and keep the ship afloat. The expensive 
luxuries of an easier time have been ruthlessly dispensed 
with. As never before, the costs of doing business have 
been examined and each item of expense has had to justify 
its inclusion, 

rhe lot of the office equipment salesman has been made 
harder by the attitude of the people of this country towards 
unemployment. The justification for the introduction of 
new devices and office machines is first the saving of time 
and money. However much we may sugar-coat the pill, 
this is translated into a saving of labor, and in New Zea- 
land to-day this is the last thing desired. We have up- 
wards of 100,000 unemployed, and all kinds of uneconomic 
schemes are being used to absorb this surplus labor. To 
suggest introducing office machinery even though it means 
greater efficiency and lowered costs, is anathema. Rather 
have we continued to use old-fashioned methods for the 
sake of the employees who would otherwise be displaced 
It does not help the solution of the general economic 
problem for the individual employer to attempt to solve 
the labor problem in this fashion, but at least one can re- 
spect his motive 

Another disturbing factor in the office equipment field 
has been the large number of bankruptcies, assignments 
and company This has 


deal of equipment of all kinds being thrown on the market 


liquidations resulted in a great 
at unheard of low prices, in every case preventing a legiti- 
mate sale of new equipment. On the other hand, much of 
this equipment has been sold by the office equipment deal- 
ers themselves, and in great part has enabled them to main- 
Nev er be- 


fore has the amount of imported equipment been so small 


tain their own position from month to month. 


The severe obstacles to overseas trade have aggravated 
this condition. In particular, the enhanced value of gold 
and the exchange position generally has prevented the pur- 
chase of overseas equipment. As I forecasted a year ago 
the swing to British goods in office equipment has been 
very noticeable, particularly in the typewriter field. In our 
Government offices, where a few years ago the American 
typewriter was standard, to-day the new machines are en- 
British and the 


still in use is only about 50%. 


tirely proportion of American machines 
Similarly with filing equip- 
ment, duplicating machines, ribbons and carbon paper, and 


Where a 


not be supplied no business has taken place except in the 


supplies generally. sritish-made product could 
adding and book-keeping machine section and here the vol- 
ume of sales is but a fraction of former years. 


Signs are not wanting, however, that a brighter day is 
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dawning. The international situation is shaping towards 


improvement. The atmosphere of hopelessness is being 


dispelled. We 


at Lausanne 


have witnessed the successful negotiations 
at Ottawa and look forward to the World 
London The debts 
settled and an era of better trade be ushered 


Economic Conference at question 
must soon be 
in 

In New Zealand the outstanding feature of the past 12 
months has been the extraordinary interest displayed on 
every side and particularly by the business people, in ques- 
tions of currency reform. From this must emerge some 
radical change—some definite step towards a reorientation 
of the part which money plays in our daily lives. 

The desperate efforts of the leaders under the present 
system to maintain the status quo must fail—and a new 
day dawn with greater equality of opportunity and a real- 
isation that the benefits of our wonderful machine organ- 
isation and our inventive genius can be made available for 
the benefit of mankind. 

The slogan of the office equipment salesman that, “No 
man should do what a machine can do,” will become at 
once a challenge and a test of our civilization. It is ob- 
vious that as life must go on we shall refuse to allow the 
tokens of our transactions to tangle the intimate mechanism 
of exchange. In the relentless grip of circumstance it is 
not possible to permanently suspend “the trivial round— 


and in this lies our future salvation. 


the common task,” 

To return to the severely practical aspect of our par- 
ticular industry in New Zealand, the fact is that every piece 
is one year older and 


Ottawa 


of office equipment in use in N. Z 
The effect of the 
trade so that 


one year nearer replacement. 
agreements has been to stabilize our meat 
the plans for the future can be entered into with a degree 
of certainty. The minds of our leaders are being made 
receptive to new ideas, new methods, and new markets 

From the standpoint of rainfall 


’ so that 


Nature has been kind. 
and sunshine these are indeed the “fortunate isles’ 
our harvest will be a bounteous one. In the past it has 
been New Zealand’s proud position to lead the world in 
humanitarian legislation. Who knows it may yet be our 
destiny—and that quite soon—to lead the world out of the 
“Slough of Despond” into a land flowing with milk and 


honey. 


———— <> 

H. W. Egli-Bull Company Closes Satisfactory Year 

The H. W. Egli-Bull Company of Paris, France, organ- 
ized on March 19, 1931, closed its first full year of cor- 
porate activity on December 31, 1932. The company was 
created to take up ownership claims, which, until the time 
W. Egli Company 
and the 


of its organization, were held by the H 
of Zurich, Switzerland, builders of the “Madas” 
“Millionaire” calculating machines, and holders under the 
Bull and Knutsen patents of the manufacturing rights to 
the Bull statistical machines, which employ the principle 
of perforated cards. 

The new concern also bought from the H. W. Egli, A. 
G., drawings, tools and first sets of the Bull detached pieces 
to enable the new concern to go to work at their shops in 
Paris. 

At the same time the H. W. Egli Company of Zurich 
stipulated to become an important shareholder in the al- 
most homonymous concern, the H. W. Egli-Bull Com- 
pany, thus securing a standing in the managing board. 

As early as September, 1931, the H. W. Egli-Bull or- 
ganization, whose executive offices are at 16 Avenue de 
Opera, Paris, sent out its first models of horizontal sort- 
ers and printing tabulators destined for the actuarial de- 
partment of the Social Insurance Office under the Ministry 
of Work, Paris. 

In April an initial increase of capital, bringing it up to 
8,000,000 francs, was effected, and in December the capital 





FEBRUARY, 1933 


If necessary, 
The 


company has also increased its manufacturing facilities, 


was further augmented to 8,000,000 francs. 
other capital increases will follow in 1933 and 1934. 


and now employs over 100 men. It has made profitable 
with the Manufacture Paris, St. 
Denis, a special department of which is working for the 


contracts d’Armes de 
Egli-Bull Company exclusively. 

On the occasion of the first capital increase, an impor- 
tant French group gained admission to the company under 
Lieutenant Colonel Emile Rimalho, a 
retired army officer distinguished as an artillery engineer. 
With him came several well known French industrialists 
Thus the company, at its inception 
a Swiss-Belgian concern, became in a short time almost an 


the presidency of 


and French companies 


out-and-out French organization and is now entitled to use 
the “Unis France” label. 

Col. Rimalho, on being appointed president of the Board 
of Management, and president of the Directing Commit- 
tee, took command of the enterprise, organizing produc- 
tion and relying on the cooperation of specialists, one of 
whom, Knut Andréas Knutsen, engineer and accredited in- 
ventor, cooperated with the late Norwegian inventor, En- 
Bull, and has remained at the 
head of the department especially created for him since 


gineer Frederick Rosing 
the beginning of the company. 

The Commercial (Sale) Service continued under the aegis 
of the Swiss Company, the general grantee for the sales 
organization founded in 1930 by Emile Genon being called 
the Bull A.-G. 
tinued its endeavors to organize a net of general agencies 
in all countries, each qualified to carry forward the knowl- 
edge of the advantages of statistical machines. Mr. Genon, 


Since its foundation this company has con- 


who has been with the Egli-Bull organization since its in- 
ception, is Executive Vice President of the Société H. W. 
Egli-Bull 
—— 

German Publication Celebrates Quarter Centenary 

Office Appliances extends its felicitations to Mr. Fried- 
rich von Schack, owner and editor of the Biro Bedarf- 
Rundschau, Berlin-Charlottenburg, upon the attainment of 
the twenty-fifth anniversary of his journal’s organization. 


The journal was founded by Mr. von Schack. The first 














FRIEDRICH VON SCHACK 


publication was known as “Schreibmaschinen Revue,” 
which was established in 1904, when typewriters were very 
prominent as much wanted novelties, replacing the pen 
writing. Mr. von Schack, however, soon became aware of 
the possibilities in the development of the whole line of 
office equipment and in 1908 started his journal, Buro 
Bedarf-Rundschau, or a journal for the whole trade con- 
nected with office machines and the office equipment in- 
dustry. 

From the beginning, Mr. von Schack put his whole ener- 
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gies into writing and speaking for the sound development 
of the office equipment industry. On account of his 
earnestness, ability and sincerity, his journal was chosen 
as the official organ of the leading bodies of manufacturers, 
wholesalers and dealers. Today, however, Biro Bedarf- 
Rundschau is an independent trade paper issued in several 
thousand copies fortnightly, formerly weekly, having read- 
ers not only in Germany, but also in all countries where 
office equipment is regarded with interest. 

The development of trade in office equipment in Ger- 
many cannot be thought of without recalling the zealous 
endeavors put forward by Mr. von Schack. He was the 
originator of office equipment expositions in Germany. 
Soon after the start of the Biro Bedarf-Rundschau, Mr. 
von Schack arranged with the late Henry Goldman [whose 
good will was one of Office Appliances’ valued posses- 
sions], an American citizen, to hold the first German Biro- 
Ausstellung (office equipment exposition) in the newly 
erected halls of the Zoologischer Garten. It was an event 
which foreshadowed the future high development of the 
office equipment trade in Germany. In those years expo- 
sitions were held year by year until the beginning of the 
great war, United States manufacturers of office appli- 
ances had a profitable time in Germany and they enjoyed 
a good interpreter in Mr. von Schack’s journal. Many of 
the old timers in America will remember him, The jour- 
nal achieved a world-wide reputation on account of its 
special export issues in which many American manufac- 
turers were represented. Several of the United States 
concerns registered companies in Germany and developed 
good businesses there as well as in other European cen- 
ters. All this was changed at the outbreak of the great 
war. 

Mr. von Schack is registered as an expert in the office 
equipment industry by the Chamber of Commerce of Berlin 
and the high Circuit Court of Prussia. He is what is com- 
monly termed in the United States a go-getter, having 
originated in 1918 the International Office Equipment Ex- 
position inside the Leipzig International Fair. This expo- 
sition has become known as the Office Equipment Exposi- 
tion in the Jaegerhof at Leipzig. 

Besides the Biiro Bedarf-Rundschau, Mr. von Schack 
heads several other publications. One of his interests is 
the Fachadressbuch der Biirobedarf Branche, a trade direc- 
tory periodically issued, containing 18000 trade addresses 
compiled under a special alphabetical system, and contain- 
ing also registered trade marks. 

Mr. von Schack is married and has a son and a married 
daughter. 

Office Appliances extends its cordial good wishes to Mr. 
von Schack and his family for a prosperous and happy new 
year.—ERB 

——~e—_— 
Haber Visits United States 

R. H. Haber, manufacturers’ representative in Europe, 
with offices at Urbanstrasse, 94, Berlin, S. 59, Germany, 
arrived late last month on the steamer “Greisham” and is 
making his headquarters with the Kee Lox Manufacturing 
Company at 2 Park avenue, New York City. He expects 
to return in time to attend the Leipzig Trade Fair in 
March. Mr. Haber has made arrangements to take care 
of the Kee Lox interests on the Continent of Europe, also 
the Add-Index and Rapid calculator. He will be open to 
take on further agencies as traveling representative on the 
Continent. 

Mr. Haber left for Europe last spring with the intention 
of covering practically all European countries for the lines 
he represented. He was formerly with the W. A. Sheaffer 
Pen Company at Fort Madison, Ia., and has been con- 
nected with the Kee Lox organization here and abroad for 
some time. 
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VIEWS OF THE COMMODIOUS QUARTERS OF THE BROWN & SAENGER STORE, REBUILT FOLLOWING A FIRE LAST YEAR 

At the top left is the Mimeograph department. The top right picture is a general view of the main sales floor. The center picture 

shows the exterior of the two model offices that are maintained for display purposes. The two bottom pictures are interiors of the 

model offices At the left is the George Washington model office in which is the Senator Suite by the Leopold; chair by the B. L 

Marble; lamp by Faries; fountain pen desk set by the Conklin. In the model office at the right is the Mount Vernon group by the 
Art Metal; chairs by the Aluminum Company of America, and the Ediphone dictating machine 


Brown & Saenger Established in New Home Book Company line of loose leaf and bound books; South- 
Late in the summer of last year fire destroyed the retail worth typewriter paper; F. S. Webster carbon papers and 
typewriter ribbons; Sanford inks and adhesives; Eberhard 
larger departments of Brown & Saenger, Inc., at Sioux Faber pencils; the Acco line of The American Clip Com- 
Falls, S. Dak., located in the Brown & Saenger building. Pany; Browne-Morse and Oxford filing supplies; the ma- 

chines of the Automatic Pencil Sharpener Company; the 
B. L. Marble chairs; Art Metal Construction Company’s 
line of steel desks, tables and filing equipment; Waterman 
and Conklin fountain pens; Hanson Scale Company scales; 
George E. Fox cushions, etc. The display units in which 
the lighter lines are exhibited were made by Globe-Wer- 
nicke Company. Shelving and other items were manufac- 
tured by the Art Metal Construction Company. 


stationery and office equipment store which is one of the 


Immediately following the fire, plans were made for re- 
building the burned area and for improvements in the new 
store. This store has just been completed and equipped 
with up-to-date conveniences and a complete stock of 
commercial stationery, office machines, equipment, etc. 
rhe front of the new Brown & Saenger store room is 
seventy-five feet wide and the store is sixty-six feet deep 
On the left hand side and also at the rear is a balcony. 


Because of this balcony, the stock is placed away from The store is arranged so as to accommodate model 
the walls of the building, bringing it out into the light and offices for the display of suggested office suite installations. 
utilizing the space behind for other purposes. The gen These special rooms are built of stucco and simulate the 
eral offices are on the right side of the store as one enters size and shape of average offices. They are fitted up with 
and occupy that entire side. The store room where the the very latest in office equipment, office furniture, etc. 
surplus stock is kept is on a different floor and is seventy- The desk and table shown in the stucco finished room 
five feet wide by eighty feet long. This room is equipped which appears in connection with the illustrations here 
with steel shelving throughout. given were made by The Leopold Company of Burlington, 
The manufacturing department is sixty-six feet by one Iowa. These items are members of their Senator suite. 
hundred fifty feet. This department is equipped to do all The chairs shown were made by the B. L. Marble Chair 
kinds of printing, bookbinding, ruling, etc Company. The lamp is by Faries Manufacturing Com- 
The firm of Brown & Saenger has been in the printing pany of Decatur, Illinois, and the fountain pen desk set by 
and stationery business since 1889, before South Dakota The Conklin Pen Company of Toledo. These special rooms 
was admitted to the Union. The company qualifies, there are softly illuminated by semi-indirect lighting. 
fore, as a real pioneer The stucco rooms for model offices are at the left hand 
The illustrations of the new store here given show its side of the room as one enters the store. These rooms 
principal features. In the picture showing the main floor, are ten by twelve and nine by twelve, respectively. In 
for instance, it is observed that modern ideas of open dis- the one room, the company at present shows the Mount 
play have been carried out and that the arrangement is Vernon group made by the Art Metal Construction Com- 
such that customers are induced to survey the store by pany, together with chairs by the Aluminum Company of 
being unconsciously led from exhibit to exhibit. The lead- America. The Ediphone of Thomas A. Edison, Inc., is 


ing lines carried and shown include the National Blank also present in this room, as well as various small appoint- 
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ments for display purposes. The layout of the other office 
has already been described. 

It is of interest to learn that they have found this method 
of selling office furniture to be extremely satisfactory. 

The reader will observe a picture of several Mimeo- 
graphs. The Mimeograph department is located on the 
left hand side of the store at the rear of the stucco finish 
model offices. In this particular department is carried at 
all times a complete line of Mimeographs supplied by the 
A. B. Dick Company of Chicago. This is one of the 
special departments of the Brown & Saenger organization, 
who are authorized dealers for the southeast quarter of 
South Dakota. Among the machines shown are the new 
Model 96; Model 77B with 85 automatic feed; No. 72 
Portable Mimeograph and the Portable Mimeoscope. 

a 
Mimeograph Dealers Visit Plant 

The home office of the A. B. Dick Company had oppor- 
tunity in rec-nt weeks to aid local dealers in preparing for 
sales and service in their respective territories. In addi- 
tion to contact with home office executives, the dealers 
and their representatives had opportunity to study up on 
processes. 

J. E. Creech, of Gray & Creech, Winston-Salem, N. C., 
found occasion to make the trip to the home office at 
Chicago, accompanied by Messrs. Tesh and Jackson, of 
the Winston-Salem organization. 

William Lyons, in charge of the Mimeograph depart- 
ment of the Office Supply Company, Jackson, Miss., took 
technical training at the plant. A. M. Campbell, presi- 
dent of the company, took the viewpoint that the possibili- 
ties of the Mimeograph in his territory justified the estab- 
lishment of a department to serve customers, both in their 
design and the production of Mimeograph work. 

W. J. McKenzie, of Calgary, Alta., Canada, visited 
Mimeograph headquarters in January. He has taken over 
the dealership formerly in the name of D. J. Young & 
Company, of Calgary. 

ee 
Two Office Equipment Clubs in St. Louis 

There are two affiliated organizations of office equipment 
men in the city of St. Louis. One consists of the managers, 
who make up what is known as the Hub Club. The other 
is sponsored by the salesmen and is called the Spokes 
Club. Meetings are held the first and third Wednesdays 
of each month at the Mark Twain hotel. 

An election of officers was recently held with the follow- 
ing results: President, H. T. Gates, Ditto Inc.; vice-presi- 
dent, A. T. Atkins, Kee Lox Manufacturing Company; 
secretary, R. J. Keller, Telautograph Corporation, and 
treasurer, E. O. Herget, Atlas Terien Tanvel Company. 

The club organized a bowling league last fall. Each 
member of the Hub Club has a team made up of sales and 
service men. The first half of the season was just com- 
pleted with the result that the Addressograph-Multigraph 
Corporation won. The winner of the second half will play 
the winners of the first half for the championship in the 
spring. ——— 

Monroe Benbrook & Company Sell Furniture 

to Mundelein College 

The furniture in the Cardinal’s quarters at Mundelein 
College, Chicago, which was illustrated in the January 
issue of Office Appliances on page fifteen, was installed 
by Monroe Benbrook & Company, 507 South Dearborn 
street, Chicago. As indicated in the cut title, the up- 
holstered furniture was made by the Louis Conklin Com- 
pany, Chicago, and the leather used in upholstering was 
supplied by The Eagle-Ottawa Leather Company, Grand 
Haven, Mich. Information as to the part played by Mon- 
roe Benbrook & Company as the dealer in the transaction, 
was not in hand last month. 
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Royal Offers Valuable Dealer Booklet 

The Royal Typewriter Company, Inc., recently an- 
nounced the publication of a valuable new dealer aid—a 
large 30-page booklet entitled “How to Sell the Royal Sig- 
net.” 

Besides complete mechanical descriptions of the Royal 
Signet and the other machines of the Royal home type- 
writer line, the Signet-Senior and the portable, this book 
includes valuable information on the Royal Signet market, 
sales suggestions applying to all types of prospects, valu- 
able information on store arrangement and demonstra- 
tions, effective window display, counter and interior dis- 
plays, and analysis of successful demonstration methods. 

Also featured in this new “How To Sell” book are 
methods of bringing customers into the store through 
newspaper advertising, direct mail, telephone soliciting, 
etc., canvassing and home demonstrations, special promo- 
tion ideas such as contests, etc., use of coupons from Roy- 
al’s national advertising, and time payment selling. Mats, 
folders, displays and other advertising material distributed 
by Royal are shown, and other valuable sales aids are indi- 
cated. 

The “How to Sell” book has been prepared by exper- 
ienced merchandising experts in collaboration with W. J. 
Montgomery, Royal portable sales manager and W. A. 
Metzger, Royal’s advertising and sales promotion man- 
ager. Suggestions from prominent dealers have also been 
used. Members of the Royal dealer organization will dis- 
cover “How To Sell The Royal Signet” helpful and val- 
uable, and will find that it merits careful study. 

ee 
Hallam Appointed Fox Representative 

George E. Fox & Company, Chicago, has appointed J. 
H. Hallam as its representative in the territory which Mr. 
Hallam covers from his headquarters in Dayton, Ohio. 
The appointment was made early in January. Besides the 





J. H. HALLAM 


Fox line Mr. Hallam also represents J. L. Hanson Com- 
pany of Chicago and Compo Manufacturing & Sales Com- 
pany, Westport, Conn. He has been serving as a manu- 
facturers’ representative for several years. Formerly he 
traveled the southern territory for Yawman and Erbe 
Manufacturing Company. 
ee 

Gowa & Company Active as Standard Distributors 

The firm of Gowa & Co., whose appointment to handle 
the lines of the Standard Mailing Machines Company fol- 
lowing the death of Marcus M. Plechner in July, was an- 
nounced in the November issue of this journal, report 
encouraging business. Their office is at 15 Moore street, 
New York City, where they carry Standard envelope seal- 
ers, stamp affixers, postal permit printers, gelatin flat bed 
and rotary duplicators and supplies, and the new process 
duplicator making copies direct from original writings. 
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H. W. Smith Elected Smith-Corona President 


At a meeting of the board of directors of L. C. Smith 


Hurlbut W. Smith was elected 


Elwyn L 


& Corona Typewriters Inc., 


president, succeeding Fowler Manning, resigned 





HURLBUT W. SMITH W. L. HOAGLAND 


Smith remains assistant to the president. L. J. Conger, 


Carleton F. Brown and Warren S. Hoagland centinue as 
vice presidents 

Charles J. Rogers, for many years manager of the Wash- 
ington branch of the company, has been appointed execu 


tive sales manager, in charge of sales and advertising of 





Cc. J. ROGERS 


all company products, both wholesale and retail, succeeding 
Dean Babbitt, resigned 
For the 


maintained in 


executive offices of the company 


New York, although consideration 


present the 


will be 


is being given to the transfer of certain divisions to the 
main plant in Syracuse for better co-ordination with manu- 
facturing activities, 

During the past two years the company has placed par- 
ticular emphasis on engineering development, which has 
resulted in the continued improvement in the position of 
its two major products in the industry—the portable and 
the office typewriter 

It is announced that a comprehensive sales program 
geared to present conditions has been developed, which is 
expected to result in increased volume and profits during 
1933 


~~ 


New Meilink General Sales Manager 
Meilink, president of the Meilink Steel Safe Com- 
Meilink 


Mosman as vice presi- 


SF 
pany, Toledo, Ohio, recently announced to the 
dealers the appointment of W. F. 
dent and general sales manager 

Warren Mosman, as he is known to the trade, has long 


associated with the safe business. Since 


starting with the York Safe and Lock Company, as a re- 
tail salesman twelve years ago, Mr. Mosman has enjoyed 


been actively 


a very successful career as retail salesman, branch man- 
ager, district sales manager and sales executive with both 
the York Company and the Diebold Safe and Lock Com- 
pany, from which company he comes to Meilink. 

Mr. Mosman has a background of experience, which he 
brings to his new position with the Meilink Company, that 
equips him to help Meilink dealers on any kind of fire or 
burglar-proof job 

Mr. Mosman will welcome communications from Mei- 
link dealers as well as his other old friends in the trade 


<—-— 


Trussell Manufacturing Co. Increases Sales Staff 

The Trussell Manufacturing Company of Poughkeepsie, 
N. Y., known widely for their lines of loose leaf books and 
kindred products, recently added to their selling staff four 
men who are known as go-getters in the office equipment 
field, and are well acquainted in the territories to which 
they have been assigned. Al. Besser takes New York state 
above Peekskill for the Trussell line; J. F. Kennedy has 
assigned to Massachusetts, Connecticut, Rhode 
Island, Vermont, New Maine; J. H. 
O’Grady takes Westchester county and Greater New York, 
with northern New Jersey, and Charles H. Hucke has been 
assigned to Virginia, North and South Carolina, Georgia, 
Florida, Alabama, Mississippi and Louisiana. 


been 
Hampshire and 
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Underwood Elliott Fisher Divisions Consolidated 
in Chicago 

Effective the first of the year, the various divisions of 

Elliott Company in were 

placed under united control with F. C. Snow in charge as 

Mr. Snow has been with 


Underwood Fisher Chicago 


consolidated branch manager. 





F. C. SNOW 
Fisher Company and one of its 
for twenty-one 


the Underwood Elliott 
predecessors—the Elliott-Fisher Company 
years. He started as a mechanic, became a combination 
salesman and mechanic, salesman and branch manager. He 
managed successively the offices at Omaha, Winnipeg, Min- 
neapolis-St. Paul, and Chicago, where he has been in charge 
Working under Mr. Snow are several capable 
Schulke is assistant man- 


since 1922 
and experienced assistants. F. C 
ager in charge of the typewriter division; E. I. Tafel is as- 
sistant in charge of the accounting machine division; Van 
W. Haverton directs the adding machine division and R 
C. Cedaroth has charge of the supplies division. Phil N. 
Sea, formerly Chicago sales agent for the Sundstrand 
Adding Machine Division, continues in the same division 
as before as national accounts representative. 

Mr. Snow 
cooperation extended to him as he took over his larger 
responsibilities. He reported that from the way the year 


was starting January was sure to be a good month. 


Ralph Bauer Again on Active List 
The many friends of R. S. Bauer in the office equipment 
industry rejoice in the fact that he has recovered suf- 
ficiently from his illness to be at his office in the store for 
a few hours each day. 


Mr. Bauer, whose friends in Lynn are legion, and who 





R. 8. BAUER 


was formerly mayor of the city, is the founder and active 
head of the R. S. Bauer Company, one of the principal 
office equipment houses in New England. He was stricken 
with illness a year ago, but through the devoted ministra- 


expressed gratification at the fine spirit of 
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tions of Mrs. Bauer, he has recovered until he is now be- 
ginning to feel like himself again. During his illness he 
manifested the courage and fortitude to be expected from 
a man of Mr. Bauer’s determined character. During the 
period when he was president of the National Stationers 
Association some years ago, he gave without stint of his 
time and money to advance the interests of the stationery 
trade and is reckoned as one of the most successful presi- 
dents of that organization. 


——— 
Veteran Equipment Man Joins Berger at Chicago 

C. H. Elliott has joined the Chicago sales organization of 
The Berger Manufacturing Company, bringing to his new 
work an experience of twenty-one years in the field. When 
he joined the metal office furniture business there was little 
stock product on the market. The industry was confined 
largely to document files and special equipment for vaults. 
Mr. Elliott has participated in developments which have 
brought the office equipment field to its present stage of 
advancement. He started as an office boy, and made his 
way into the engineering department, where he became 
conversant with the designs which had been evolved at 
that time. His training course took him into the shop 
also, where he acquired experience in metal fabrication and 
assembly. His connections in the sales field included 
offices at Atlanta, Ga., Pittsburgh, Penna., and various 





Cc. H. ELLIOTT 
Photo by Courtesy of the Palmer House Studio 


points in Texas. At one time he forsook the metal office 
equipment field for that of the adding machine, having 
been Dalton branch manager at Pittsburgh, Penna. 

Mr. Elliott has had wide experience in the dealer field, 
one connection being with The Columbus Blank Book 
Manufacturing Company, Columbus, Ohio; he also aided 
in arranging distribution for wooden office furniture. 
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A Wrong Address for Imperial Manufacturing 
Company 

Through inadvertence the advertisement of the Imperial 
Manufacturing Company in the January issue of Office 
Appliances gave the old address of that company instead 
of the new one. The company’s new factory address is 
401-407 Mulberry street, Newark, N. J., where they have 
much larger quarters than at the old place on Washington 





street. 


eneiiniiiiaieeneie 

Our Apologies to Mr. LeBeuf and Pampa, Texas 

On page 102 of January 1933 issue of Office Appliances 
appeared an article by Paul M. LeBeuf on the subject “Sell- 
ing the Trade-In.” Mr. LeBeuf is referred to as being con- 
nected with the Tampa Office Supply Company, Tampa, 
Texas. The wording should have been Paul M. LeBeuf 
of the Pampa Office Supply Company, Pampa, Texas. We 
apologize to Mr. LeBeuf and to Pampa, 
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Bump Paper Fastener Co. Purchased by New Group 

The Bump Paper Fastener Company of LaCrosse, Wis- 
consin, which has been engaged in the manufacture of 
clipless paper fasteners for the past twenty-five years, and 
who are said to be at this time the only manufacturers in 
the United States of this type 
been purchased by a group of prominent La Crosse busi- 


of fastener, has recently 


ness men. The new company, which will retain its estab- 





LEROY A. THOMSON 


lished name, will be operated under the management of 
Leroy A. Thomson, treasurer and general manager. 

Mr. Thomson has been with the original paper fastener 
company for the past seven years, acting in various capaci- 
ties, and becoming thoroughly familiar with the business 
The company is bringing out some new models, brief 
mention of which will be found in the New Machines and 


Devices section 


—— 
Oxford Filing Products Made in Canada 

The Oxford Filing Supply Company, 340 Morgan ave- 
nue, Brooklyn, N. Y., has completed arrangements for the 
manufacture of its sliding drawer storage files, and the 
manila folder line as well in Canada. The Luckett Loose 
Leaf, Ltd., Toronto, Ontario, has these items in production 
now. As soon as other manufacturing arrangements can 
Oxford filing supplies will be 
made and distributed through Luckett Loose Leaf, Ltd 
The entire Oxford line has been turned over to the Toronto 


be complete d, additional 


plant as far as distribution to Canadian dealers is con- 


cerned 


SHOW CARD WINDOW COLORS DRAW CROWDS 

When the Pollak Paint Company of Buffalo recently put 
in a window featuring Carter's Vel Vet show card 
colors, Vel Vet booster Dave Bisgier, art director of 
Shea’s Buffalo theatres, and his entire staff of artists 
appeared on the scene They showed their approval 
(and rightly, for the display was outstanding) by posing 
for this picture. Carter's Jack Donahue, also a na- 
tionally known poster artist, may be seen lurking in the 

background 
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Castle Takes Weis Line in Important Territory 

Karl E. Castle has been appointed representative for the 
Weis Manufacturing Company, to cover a group of middle 
western states with headquarters in Chicago. He comes 
well prepared for this new connection. For about twenty 
years he has been actively engaged in the sale of filing 
equipment and loose leaf. He is well acquainted with deal- 
ers in his territory which he formerly covered in another 
capacity, at which time he was active in the Northwest 
Travelers Club. 

Mr. Castle entered the office equipment field as a sales- 
man for the Yawman and Erbe Manufacturing Company 
For a while he had his own business in a 
3ureau. C. C, 


in Chicago. 
smaller city and later went with Library 
Carpenter, then president of Sam’l C. Tatum Company, 
was attracted by Mr. Castle’s record and put him in charge 
of Tatum’s Chicago office where he did constructive work 
for his company and for the dealers with whom he was 
working. After the Tatum business was absorbed by the 
Wilson-Jones Company Mr. Castle was connected for a 
number of years with McMillan Company. He feels thor- 
oughly at home with the Weis line and expressed himself 
as being in entire accord with the policy of the company 
in selling solely through dealers. 


<> -- 


Thomas J. McMahon Promoted 

Thomas J. McMahon, who had been manager of the 
Albany, N. Y., branch of the Underwood Elliott Fisher 
Company, has had his jurisdiction expanded. He is now 
manager of the company’s consolidated offices, and the 
territory covered extends west to Rochester and north to 
the Canadian border, including the southern tier counties. 

Mr. McMahon has been in the typewriter business thirty- 
nine years, and has resided in Albany all his life. He is a 
charter member of the Rotary club, and a vice president 
of the Albany Sons of St. Patrick. 


—<g>——__— 


Duties of Harry B. Kulp Enlarged 


Harry B 
the work of merchandise manager for the Wilson-Jones 
of advertising. 


Kulp, who formerly confined his activities to 


Company, Chicago, is now also in charge 
His new title is sales promotion manager. He succeeds 


Roy Dewar, formerly manager, who is now 


advertising 


calling on dealers in the field. 
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Young Wins Final Public Car in Sheaffer Contest 

Because Sheaffer’s Lifetime Radio Revue was not broad- 
cast Christmas night the fifteenth and final winner in Sheaf- 
fer’s weekly Ford V-8 automobile contest for the public was 
not announced until January. B. M. Young, 83 Hastings 
street, Greenfield, Mass., was the winner. His winning slo- 
gan was: “Vest pocket prestige, desk top efficiency, lifetime 
satisfaction, all guaranteed by the Sheaffer dot.” Sheaffer's 
coast-to-coast radio contest to stimulate public demand for 
quality pens was put on in conjunction with the Sunday 
night Lifetime Revue radio program, a weekly presentation 
The contest began early 
Short, compell- 


of the company all through 1932. 
in September and closed Christmas night. 
ing announcements over the air invited the public to take 
part in the contest. Cars were awarded every week and 
the winning slogan and the author’s name announced over 
the air. 

Dealers reacted enthusiastically to the plan. M. E. Blus- 
tin, manager of Caron Brothers, Duluth, Minnesota, said: 
“We have enjoyed the largest Sheaffer pen business of 
any year. 

“We sold our Sheaffer goods at regular prices and in 
larger volume than heretofore. This we attribute to your 
splendid radio programs, about which most of the Sheaf- 
This no doubt aided materially 
a demand, particularly for the Feathertouch 


fer buyers had remarked. 
in creating 
pen. One school teacher purchased three of these Life- 
time pens for gifts.” 
a 
Walter Christenson Takes Important Post 

Walter F 
Shaw-Walker retail branch at Detroit, now discontinued, 
has joined the Richmond & Backus Company of that city, 
newly appointed representatives of The Shaw-Walker Com- 


Christenson, for five years manager of the 


pany. Mr. Christenson, whose experience in the Shaw- 
Walker service covers a dozen years, will have charge of 
the Shaw-Walker division of the & Backus 


Company and will continue the same service that he for- 


Richmond 


merly accorded to customers of the Shaw-Walker retail 
He is thoroughly versed in the filing equipment 
and office system field. He was with the New York office 
of the Shaw-Walker organization for five years, after which 
he established a branch in Omaha, remaining there for 
was assigned 


branch. 


two years, when, about five years ago, he 
to the management of the Detroit branch. 
ae Rae 

Aerotype Inc. Establishes Headquarters at Boston 

Aerotype Inc. has established headquarters at 139 Fed- 
eral street, Boston, Mass. A stock issue of 200,000 shares 
Class A common, par value $5, and 50,000 shares Class B, 
par value, $10, have been approved by the Department of 
Public Utilities at Boston 

The Aerotype is a pneumatic typewriter adaptable to 
any standard writing machine of quality on the market. 
The company states that they are actually in production 
and that contracts for increased production machinery 
have been placed. 

We recall that 
was published some time ago. It is an automatic typewriter 


a description of the Aerotype machine 


having valuable features in the production of duplicate 
letters by the process of actual typing. 
————~<>__-_ — 

Well Known Typewriter Concern in Bankruptcy 

A fortnight or so ago the New York papers listed among 
the bankruptcy petitions an action involving Varityper Inc. 
It is said that the bankruptcy action will prevent accumula- 
tion of debts due to the fact that the company has recently 
been operating at a loss. It is stated that the old service 
men in New York, Chicago, Detroit and other cities will 
personally take care of service for the present until future 
plans develop. 
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Office Equipment of Seattle Desk Concern Sold 

The entire stock of office equipment of the Seattle West- 
Made Desk Company, Seattle, was recently purchased from 
the receiver of this concern, who had been conducting 
a $40,000 receiver’s sale. The purchase was made by 
\rthur M. Hansen, president of the Desk Exchange on 
Fourth avenue, Seattle. This represents the second large 
stock of office furniture bought by the Desk Exchange, in- 
asmuch as it recently acquired the office equipment and 
merchandise of the Seattle Office Equipment Company, 
which went out of business on Fourth avenue.—CML 

~~ 


Joe Hildreth to Retire One Year Hence 
Joseph H. Hildreth, who for thirty-two years has been 
connected with the Esterbrook Steel Pen Company, has 
just been made supervisor of the Middle Western district 
for that company, and on January 1, 1934, he expects to 
retire from the service. 
Mr. Hildreth is a native of St. Louis, where he went to 





JOSEPH H. HILDRETH 


school, completing his education at the old Washington 
University. He came to Chicago in 1888, where he worked 
for P. F. Pettibone & Company. After six years, he en- 
tered the employ of Henry O. Shepard Company, taking 
charge of their stationery department. On the closing out 
of that department some time later, he went with the 
Thayer & Jackson Stationery Company, remaining with 
them until 1901, when he entered the service of the Ester- 
brook Steel Pen Manufacturing Company. 

Mr. Hildreth’s father, Iluch R. Hildreth, was at one time 
a prominent stationer in St. Louis, and the son learned the 
business in that city. 

Mr. Hildreth is an ardent association man, having at- 
tended all the meetings of the National Stationers Associa- 
tion, except one, since its organization. He is a member 
of Oriental Lodge, A. F. & A. M., No. 33, Oriental Con- 
sistory S. P. R. S., Good Fellowship chapter 235, R. A. M., 
Medinah Temple, Chicago. 

Joe Hildreth is regarded with sincere affection by a host 
of people in this industry. He is still in vigorous health 
and all his friends wish him the full measure of enjoy- 
ment in the coming years. 

— 

Edwin C. Barnes & Bros., Exhibit New Ediphone 

The Chicago office of Edwin C. Barnes & Bros., dis- 
tributors for Thos. A. Edison, Inc., held an advance show- 
ing of the new Ediphone in their offices for two weeks in 
January. Invitations were sent to a selected list by Mr. 
Charles Edison, president of Thos. A. Edison, Inc., and 
also by the Edwin C. Barnes organization. As a result 
many interested business men visited the offices and saw 
demonstrations of the new machine during the afternoons 
and evenings. Mr. Pahlman, the Chicago manager, ex- 
pressed gratification at the interest which was shown, 
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Brantley Joins Automatic as New York Manager 
Frank A. Brantley, who has had a long and successful 
record in the office equipment field, has been appointed 
York Office of the Automatic File & 
Index Company of Chicago, Ill., and Green Bay, Wisc 


Mr. 


manager of the New 


srantley started his career in the office equipment 


field at Chicago in 1916 with the Index Visible. Later he 
was appointed manager of their Cleveland office, from 
which point he was transferred to New York, where he 














FRANK A. BRANTLEY 
(Photo by Warren Kay Vantine Studio) 


was regional director for Index Visible up to the time of 
the merger with Remington Rand, with whom he remained 
as special field representative covering visible equipment 
principally 

Mr. 
first of the 


———_-j— 
Loose Leaf Line Added by Geo. E. Fox & Company 
Fox & Company, 319 West Ohio street, Chi- 
the addition of 


srantley took up the duties of his new position the 


present year, 


George E 


cago, Ill., has broadened its line by loose 


leaf items. A line of ring books in complete range of sizes 
and types is made, including memo books. Zipper port- 
books are this 


recent addition to the Fox line, bound in genuine leather 


folios and zipper ring included in most 


or imitation leather. These products are manufactured to 


high standards, assuring recognized quality and durability 


- oe - 
Royal Advances Palmer to Assistant Sales Manager 


The Royal Typewriter Company, Inc., has announced 


the appointment, on January 3, of George Palmer as assist- 


ant sales manager. Coming from Royal's Boston branch, 


where he has made an enviable sales record, Mr. Palmer 





GEORGE PALMER 


has earned his advancement by the energy and purpose 
he has put into his work. 


Mr. 


of Royal 


Palmer's new duties will take him to the majority 


branches and Royal Standard machine dealers 
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in the country, where his knowledge and experience will 
prove of great value to dealers and branch managers. His 
loyalty to 


and 
sele cting its 


promotion, as a reward for his service 
Royal, illustrates the company’s policy of 


leaders from among the proven men in its own organiza- 


tion 
— 
A New Concern in Boston 
The Associated Distributors is the name of a new con- 


Winthrop 


cern which has established headquarters at 5 
square, Boston 

This concern is composed of a group of manufacturers’ 
representatives organized better to serve the trade. Its 
Brooks, J. T. McLaughlin and H. 
J. Walsh, representing the J. L. Hanson Company, Frank 
Mashek & Company, Erie Art Metal Brooks 
Company, Work Specialties 
They began business on January 2 
offices but 


members consist of J. E 


Lompany, 
Manufacturing Organizer 
Company and others. 
and have established not only warehousing 
facilities for the several lines mentioned 

The present personnel of the company will be increased 
The 


present members and those who will join later are men 


by others who expect to come in during the year. 


have been active in association 


Mr. 


at the company’s headquarters at 5 Winthrop square, Bos- 


of proven sales ability, who 
work for a number of years Brooks will be located 


ton, where he will handle the warehousing and office work 


of the selling organization. Mr. Walsh will have his head- 
quarters in Springfield, Mass., from which point he will 
cover western New England. Mr. McLaughlin will con- 





DISTRIBUTORS 


Left to 
T. McLaughlin 
Burden Stage) 


OF THE ASSOCIATED 
Brooks, Herbert J. Walsh and J 
(Photo by Mrs. W 


PERSONNEL right: 
J.E 


tinue to maintain his connection with the Filing Equipment 


Soston 


Sureau and will work out of the office and cover 
the eastern end of the territory. 

The Associated 
manufacturers who are 
handled in any or all of the new England states by an or- 


that give 


Distributors will be glad to hear from 


desirous of having their lines 


ganization can high-grade concentrated sales 
service, 
a 
Cleveland to Hold Better Office Equipment Week 
The Greater setter Office Equipment Week 
is scheduled to take place February 20 to 25 at Hotel Stat- 


O. O. Welby 


Cleveland 


ler, from whence all activities will be directed 
is associate director of the campaign. 

A large array of office equipment is planned. There will 
be educational lectures by nationally known speakers, con- 
tests in office work and sales stimulants in stores. It is 
estimated by the sponsors that Cleveland has 30,000 offices 
in which $3,000,000 of new equipment is needed. 

Considerable interest is being shown by manufacturers 


—AED 


and others in the event 





FEBRUARY, 1933 


George McClellan Retires from Underwood 
George W. McClellan, who has been Chicago manager 
of Underwood Typewriter Company and later Typewriter 
Division of Underwood Elliott Fisher Company for nine- 
from the Underwood organization at 
The occasion marked twenty- 


teen years, retired 
the close of the old year. 
eight years with the one company and the completion of 
thirty-eight years in the typewriter business. He started 
in business in 1894 as a dealer selling Yost typewriters. 
He was bought out a year later by the United Typewriter 





GEORGE W. McCLELLAN 


Supplies Company but remained as manager of the store 
until 1904 when he was made Albany manager for Under- 
wood Typewriter Company. He served there until 1909, 
was Philadelphia manager for five years, and since then 
has been in Chicago 

After the 
one hundred persons from the typewriter division in Chi- 
cago and elsewhere in the metropolitan district gathered 
at the sales office on Monroe street for a New Year’s 
party in honor of Mr. McClellan, at time they 
presented him with a latest model Philco radio. 

When asked about his plans, Mr. McClellan said they 
were indefinite except that he would first take a holiday. 

meee TS 
Canada Gains a New Industry 

Automatic Pencil Sharpener Company of Canada, 


close of business December 31, more than 


which 


The 
Ltd., was incorporated in January and a factory estab- 
lished in Toronto for the manufacture of a complete line 
of pencil sharpening machines. The factory and office 
are located at 84-86 Wellington street, West, Toronto. Mr. 
S. J. Reginald Saunders, managing director, is in charge 
of operations and distribution. 

For the time being the output of the Canadian factory 
will be limited to four popular and representative models 
of the “Chicago,” 
“Giant,” “Premier” automatic feed, and the “Dexter” No. 3. 


comprehensive “Apsco” line—the 

Canadian stationers and dealers in office supplies may 
communicate with the Automatic Pencil Sharpener Com- 
for further information. 

Ee 

Big Order for Woodstock Typewriters 

The Board of Education of New York City recently 
placed with the Woodstock Typewriter Company an order 
for 1,587 typewriters. This mammoth order is evidence of 
the high standing of the Woodstock machine with the pur- 


pany of Canada, Ltd., 


chasing department of New York’s schools 

Richard W. Sears, II., president of the Woodstock Type- 
writer Company, stated the other day to a reporter of a 
Chicago newspaper that the Woodstock Company had re- 
ceived more big user business in the first twenty days of 
1933 than during any like period in the history of the com- 
pany. The factory at Woodstock is operating five days a 
week on a full-time schedule. 
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The Guest Book 

J. H. Hallam was a caller on the tenth. Mr. Hallam is 
a manufacturers’ representive covering Michigan, Indiana, 
Ohio, Kentucky and West Virginia. He was in Chicago 
to see the J. L. Hanson Company and George E. Fox & 
Company, whose lines he sells. By coincidence, in the 
office of J. L. Hanson Company he met Jack Gram, presi- 
dent of the company; Roy Simpson of Sanford Ink Com- 
pany, and Jim Steitz, manufacturers’ representative; Frank 
Cooper of Codo Manufacturing Company, and Ed. Spaeth, 
now with C. R. Gibson Company, all of whom he formerly 
met when traveling the South for one of the filing equip- 
ment manufacturers. 

J. N. Kimball, who for so many years managed the In- 
ternational Typewriting contests, passed through Chicago 
on January 16 on his way to Arizona, where he will spend 
two or three months visiting his son. Mr. Kimball called 
at the office of this journal on his way to the Southwest 
and left messages of greeting to several old friends. 

Jack Grey, veteran in the loose leaf and office equipment 
field, is now with the Smead Manufacturing Company’s 
selling staff. He paid a call on Office Appliances January 
12, on his way to Texas and other southwestern points. 
Mr. Grey says that orders are increasing and the general 
outlook is showing improvement. 

J. R. Knowles, Owosso, Mich., was a visitor on January 
7. Mr. Knowles is with the Burwood Company, makers of 
pressed wood articles, such as ornamental boxes, etc. Al- 
though the factory was burned to the ground in December, 
the company will be in production by mid-February. 

Albert Power of LaPorte, Ind., spent a short time in this 
office on January 9. Mr. Power represents several well 
known office furniture manufacturers. 

T. D. Hurley, Steel Fixture Manufacturing Company, To- 
peka, Kas., signed The Guest Book on January 23. He was 
in Chicago on company business. He believes sales volume 
in office equipment will soon show expansion. His com- 
pany and others are boosting for a large attendance at the 
regional meeting to be held in Topeka next month. 

—— 
Montgomery Completes Sixth Year as Head of 
Royal’s Portable Department 


W. J. Montgomery, sales manager of the portable de- 





MONTGOMERY 


w.d 


partment of the Royal Typewriter Company, has entered 
his seventh year as head of the Royal dealer organization. 
Mr. Montgomery has directed the sale of Royal portables 
since 1926, when they were first introduced. He has built 
up a fine sales organization throughout the country and has 
become personally acquainted with a great many office ma- 
chine dealers through constant travel in the field. 








38 





Meetings--Conventions--Dinners 


Stationers 12:30 Club Elects Officers 
New York Stationers 12:30 
on January 9 William G 


At the annual meeting of the 
Club held in the Aldine Club 
Whittemore was reelected president, and George A. Nit 


succeeding R W 


schke was elected secretary-treasurer, 
Mueller, Jr., who was obliged to decline reelection because 
of the demands on his time made by his business 


Mr. Nitschke is manager of the New York office of the 
Automatic Pencil Sharpener Company, 401 Broadway, and 


is widely known in the eastern territory. 


In addition to the officers named above, the following 


board of governors was elected: S. L. Parmenter, chai 
man; D. N. Briggs, Nat Kremer, J. E. Neary, Julius Kahn, 
William Schmall, L. Schmitt, H. Tehan, L. H 
and William Donnelly 

At the 
by a well known aviator, Capt. J 


Tavernier 


meeting of January 16, the club was entertained 


Errol Boyd of the Royal 


Canadian Flying Corps, who related some his hazardous 
experiences in flying across the Atlantic from Toronto to 
London, England, in October, 1930, in the plane, Columbia 
He also told of his record flight from New York to Bet 
muda and return in June, 1930, in seventeen hours, thirty 
minutes 
‘ <_- ‘ 

New England Travelers Hold Christmas Party 

The New England Travelers Club have the real good 
fellowship spirit They held their first annual Christmas 


? 


Boston, on December 22 


Kenmore, 


present, some of whom came 


party at the Hotel 
Twenty-five members were 


iderable distance Each man was required to 


from a con 
bring a joke gift for the tree and these gifts produced much 
iughter. Dinner was served at 6:30, followed by the dis- 
tribution of the gifts by Santa Claus in the person of Jim 
Hobart of the Eberhard Faber Pencil Company. He is re- 
ported to have done a capital job in the rol 


lim Armington pulled a stunt that helped defray ex 


penses and Paul Cheney gave several readings 

Che committee in charge nsisted of Malcolm Dresser, 
president of the club; James R. Armington, Frank Fisher, 
Frank Horie, Joe McLaughlin, Guy Hart and William 
Taylor 


- 

Atlanta Office Appliances Elect Officers 
Che Office Appliance Association, at its first meeting ot 
Wood, district 


January 11, pre sented F, R 
unt Manufacturing Company, 


Felt & Tarr 


the new vear;©, 


manager of the 





NEWLY ELECTED OFFICERS OF THE ATLANTA OFFICE APPLIANCE 


Ranes, secretary-treasurer; E 


ASSOCIATION Left to right: Jno. B 
Perry, vice president. 


Guy Cheek, president, and Gus 


with a cigar lighter in appreciation of his services to the 
Ass ution as president during the past year 
The 1933 omficers, elected at the meeting, are President, 


Lox Manu- 


Perry, manager, 


Atlanta Branch, Kee 


facturing Company; vice president, Gus 


\I ller Bry int Pie ree ( mpany, and 


manager, 


Ssecretary-treasurer, 


Agency. 


Jno. B. Ranes, sales agent, Addressograph Sales 

D. R. Driscoll, manager, American Sales Book Company, 
and F. R. Wood, the new directors for 1933, will cooperate 
with the other officers in conducting the activities of the 


association for the current year. 


ER ES 
Christmas Party of the Philadelphia Office 
Appliance Managers 

The Philadelphia Office Appliance Managers Association 
held a lively and enjoyable Christmas party in the Syl- 
vania hotel, where twenty-five members sat down to an 
The dinner being over, local talent en- 
Johnny Jones of the L. C. Smith 
Hallenborg of 
an entertaining 


appetizing dinner. 
tertained the company. 
and Corona Typewriters, 
the Dictaphone Sales Corporation put on 
sketch with due apologies to Jack Pearl 
John W. Lewis, secretary and treasurer of the associa- 


tion, says that in spite of general business conditions, the 


Inc., and Charlie 


party was quite as successful as any held in previous years 


ES ee 
Washington Typewriter Dealers Meet 

Che meeting of the Washington, D. C., Typewriter Deal- 

ers Association was held early last month and the follow- 

officers were elected: C. E president; 

Waller, vice-president, and W. H. Wolowitz, 


treasurer 


ing new Bush, 


Lynch D 
secretary 
an interesting gathering was held 


Prior to this meeting 





MEMBERS PRESENT AT RECENT MEETING OF THE WASHINGTON 

(D. C.) TYPEWRITER DEALERS ASSOCIATION .—Top row, left to right: 

Louis W. Labofish, Morris Wolowitz, Joseph York, Lynch D. Waller and 

Bertram Longstreet. Bottom row, left to right: C. D. Bills, C. H. David 
son, W. H. Wolowitz and C. E. Bush 


in December when plans were made for cooperative adver- 
tising in local Local advertising 
talks on this subject and made suggestions regarding copy 
a number of adver- 


newspapers. men gave 
Their ideas were later carried out and 
tisements of considerable size were placed, in which most 


of the dealers joined. 


—— ~~ - 

Buffalo Stationers Prepare for Regional Convention 

The Buffalo, New York, Stationers Association held a 
meeting on January 16, to elect officers for the ensuing 
year, and to discuss suggestions for handling the regional 
District to be held in Buffalo 
Louis H. Hoelscher, 
Peter Murrett, Ryan 


convention of the Second 
April 24 and 25. The new officers ar 
Hoelscher Stationery, Inc., president 
& Williams, Inc., 


Stationery Corporation, secretary and treasurer. 


vice-president, and C. B. Christman, Eagle 

The coming regional meeting, plans for which were dis- 
cussed, will take in District No. 2, comprising all of New 
York state outside the metropolitan area. Richard B. Lock- 
wood was appointed chairman of the reception and regis- 
Buz- 
chairman of the enter- 


tration committee: Irwin Besser, chairman of the 


zards Club, and Fred O. Dennis, 


tainment committee 
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Chicago Typewriter Dealers Hold Meeting 
The association held a meeting on Tuesday evening, Jan- 
uary 10, in the grill room of the Merchandise Mart restau- 
Dinner was served about 6:30, after which the mem- 


\ in the Merchandise Mart where 


rant 
bers adjourned to Studio 
a radio program was being put on the air by the Household 
Finance Corporation. The commodious audience chamber 
was well filled; they listened with interest to an excellent 
orchestra, a male quartette and several solos by an excel- 
lent soprano. The vocalist, a young lady, was introduced 
by Edgar A. Guest, the poet, who read several poems, one 
upon the late Calvin Coolidge. The program was excellent 
and the members of the association and other guests felt 
themselves well repaid for the hour spent in the studio. 
Following the program in the studio, the members reas- 
sembled in the anteroom off the cafe where they discussed 
various matters relating to rental rates, minimum charges, 
repair calls, overhauling, rebuilding, etc. Some discussion 
of charges for various cylinders, 


Methods of handling parts, 


arose on the difference 
both standard and portable. 
portable sales, rebuilt sales, etc., were discussed and the 
definition of a legitimate classified dealer was given in the 
following terms: One who maintains a place of business 
either store or office to sell and deal in typewriters and 
office equipment and who has a shop and employs mechan- 
ics to extend service, and who is financially and morally 
able to give a responsible guarantee on merchandise and 
s¢ rvice sold. 

After several interesting talks by different members the 
meeting adjourned. 

Prior to adjournment, President Beutler appointed a 
members’ committee on department stores grievance. The 
personnel of the committee is as follows: Mr. Goldblatt, 
Chairman, and Messrs. Clausing, Young, Ames, Ward, Sr., 
and Lyons. 

-— FO 
Connecticut Valleys Meet 
The regular meeting of the Connecticut Valley Station- 


ers Association was held at the City Club in Hartford, 


on Wednesday, January 25. 
P. M. The talk of the evening was given by Carle M. Bige- 


low, mechanical engineer, president of Bigelow, Kent, Wil- 


Dinner was served at 6:30 


lard & Company, Inc. of Boston, who brought out the 
thought forcefully, that the sole purpose of a business 
enterprise is to produce profits and only when the concern 
is profitable can it maintain wages, salaries, taxes, return 
on capital and thus make its proper contribution to the 
social structure 

* * * 


maintenance of the 


The regular annual meeting of the Connecticut Valley 
Stationers Association will be held on Monday, February 
20, at the Hotel Kimball, Springfield, Mass. 

The meeting will start at 2:00 P. M. and will adhere to 
a definite business program. National and regional officers 
will be present and dinner will be served at 6:00 P. M. 

Among the National officers, it is expected that Charles 
P. Garvin, general manager, and Acting President C. A. 
The guest speaker of the afternoon 
The National Cash 


Stott will be present 
will be Mr. 


Company 


Buisch of Register 
Pacific-Northwest Credit Executives to Meet 
A convention of credit managers, known as the North- 

west Conference of Credit Men, will be held at Spokane, 

Wash., on March 16 and 17. 


under the supervision of the Spokane Credit Men’s Asso- 


The convention details are 


ciation, by whose Board of Trustees the coming event is 
announced. 

E. Don Ross, of the Irwin-Hodson Company, Portland, 
Ore., president of the National Credit Men’s Association, 
will be one of several distinguished speakers.—CML 








GLOBE-WERNICKE FIELD MEN MEET.—On January 14 and 15, 
the field forces of The Globe-Wernicke Company convened at the 
factory in Cincinnati and discussed sales plans and policies for the 
present year of 1933. The following representatives were present at 
the meeting: Claud Allen, Charles Hoover, John B. Hibbard, John 
Duncan, J. Callanan, Thomas W. Ruff, Arthur R. Frey, Tom O. Cole, 
W. S. Plant, A. Stanley Wright, Frank E. Sanger, George Lehmann; 
George S. Long and Ted Ryce. 


Se 
Los Angeles County Carbon and Ribbon Association 

The Los Angeles County, Calif., Carbon and Ribbon 
Dealers Association of Southern California, held its regu- 
lar monthly meeting on January 6 at the Victor Hugo 
cafe, Los Angeles. 

President Sibertson introduced the speaker, J. 
cis O’Connor, president of the Pacific Carbon & Ribbon 
Manufacturing Company of San Francisco, whose talk was 


Fran- 


very interesting, and was well received by the members. 
It was agreed that business conditions are improving and 
all look forward to a good year in 1933. The consensus of 
opinion seems to be that thousands of firms throughout 
the country are back on a profit-making basis, which means 
more expansion, the return to work of the unemployed, and 
good all along the line. It was agreed that the answer to 
today’s problems lies not in idealistic, fantastic and im- 
practical systems, but in the ability of business houses to 
make money on today’s volume. 

Mr. Wilson entertained with a few 
xylophone, Mr. McCall accompanying on the piano, 


selections on his 


ee 

Baltimore Salesbook Company Sales Convention 

The annual sales convention of The Baltimore Salesbook 
Company was held at the Lord Baltimore hotel, Bal- 
timore, Md., December 15 to 17, 1932. Approximately sev- 
enty-five field representatives, including district managers 
and salesmen, were present. 

H. F. Massey, vice-president and sales director was in 
charge of the program, assisted by C. Morton Stewart, Jr., 
sales manager; E. H. Cole, assistant sales manager; L. N. 
Gale, sales promotion manager, and G. Albert Emge, fac- 
tory superintendent. 

The first day was devoted to a tour of the factory, which 
was made for the purpose of acquainting the sales staff 
with production methods and production machinery. The 
other two days were given over to addresses and discus- 
sions of general business subjects. 

During the business session the announcement was made 
of the establishment of a stationery division, under the 
direction of E. H. Gorton, assistant sales manager. 


SE 

Third District Stationers Meet in Philadelphia 
The annual meeting of the stationery trade of the Third 
Regional District took place at the Penn Athletic Club 
on Friday, January 27. The meeting was a one-day busi- 
One of the main topics discussed was the 
development of a closer and more beneficial connection 


ness session. 
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between manufacturers—the establishment of a standard 
policy for both branches of the trade in five commodity 
leaf, blank books; filing supplies; foun- 
inks and adhesives 


IOOsE 


fields, viz., 
tain pens; lead pencils; Several speak 
ers were heard, but much of the time was devoted to open 
discussion 
The Penn-Mar-Va 
Travelers Club took charge of the entertainment and pro 
talent The 
committees in boosting attendance at the meeting. 
Othce 
done at the meeting in our March issue. 


There was a dinner in the evening 


vided suitable travelers also assisted local 


Appliances hopes to give a resume of the work 


> 


Chico Stationers’ Annual Dinner 
The annual dinner of the Chico Stationers Association 
was held Monday Midwest 
Athletic Club, Chicago, overlooking Garfield Park. The 
evening was a dinner and a get-together, with all thought 


evening, January 9, at the 


of business taboo. A very brief word of welcome was 
Cless O. Burras of Oak Park, which both 
began and completed the speech making for the evening 

The meeting was well attended, about thirty-five being 


extended by 


present. Besides members of the club, those who par- 
ticipated included manufacturers’ representatives and two 
out of town stationers, S. W. Beck of Elgin and Jess Sutton 
of Danville 

Che Chico Stationers Association is composed of stez- 
tioners in outlying parts of Chicago and its suburbs. The 
ofheers are Robert Pieritz of Pieritz Brothers, president; 
H. W 


dent; and Saul Hurtig, Wicker Park Stationers, secretary- 
Lund of Englewood Blue Print Company, 


Denner, Office Supply Company, Inc., vice-presi- 
treasurer. E. R 


chairman of the program committee, arranged the dinner. 


on ~~ 


Boston Stationers Meet and Dine 
hundred and five members of the Boston 
New England Travelers 
Club attended the monthly meeting on January 10th in the 
Crystal Room of the Hotel Kenmore in Boston. 

he features of the evening were addresses by two prom- 
Mr. James Ernest King, one of the 


ver one 


Stationers Association and the 


inent newspaper men. 
editors of the Boston Transcript, spoke on “The Obliga 
tions of a Creditor Nation,” which subject he has been ex- 
He was 


tensively studying for the past fourteen years. 


followed by “Bill” Cunningham, feature sports writer of 
the Boston Post, who entertained the audience for over an 
hour in his inimitable fashion with stories of the great and 
near great in the realm of sport. The meeting was one of 


the most successful held by the association for several 
years 

Before adjourning, an announcement was made concern- 
ing the annual banquet of the association which is to be 
held in Boston February 21. Plans are already under way 


to make this the biggest and best banquet that the associa- 


tion has ever he ld. 
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Office Appliance Managers Honor McClellan 

The January meeting of the Chicago Office Appliance 
Managers Association, held on Friday evening, January 6, 
took the form of a dinner in honor of George W. McClel 
lan who retired the first of the month from his position as 
Chicago manager of the Underwood Typewriter Division 
of Underwood Elliott Fisher Company. Mr. McClellan was 
one of the charter members of the club and at one time 
served as president of the organization. The attendance of 
members was nearly one hundred per cent. Two visitors 
also were present—Gordon Paterson, special railroad rep- 
resentative for the Dictaphone Sales Corporation, and R. 
C. Busher, district manager for the Marchant Calculating 
Machine The dinner was held in the Medinah 


Athletic Club 


Company. 


——-—~=$-—____-- 


Northwest Stationers Dine 
On Saturday evening, January 28, the Northwest Sta- 
tioners Association held their sixteenth annual dinner at 
the Lowry hotel, St. Paul, Minn. Not only was the meet- 
ing attended by stationers of the twin cities and surround- 
ing towns, but also by a number of traveling men repre- 
senting the Northwest Travelers Club, headed by Harry 
L. Short, president. 

The annual meeting of the Northwest Travelers was 
also held at the Lowry hotel on the afternoon preceding 
the dinner. This meeting was called to order promptly at 
2:00 P. M 

Office 
the March issue. 


Appliances hopes to have further information for 


a 


Annual Sales Managers’ Conference at Seattle 

J. C. Whitelaw, sales manager at Seattle of the Blake, 
Moffitt & Towne organization, and newly elected president 
of the Sales Managers’ Club of Seattle, has announced the 
First Annual Sales Managers Conference to be held in the 
Seattle Chamber of Commerce auditorium February 6th, 
with sales managers and faculty members of the business 
administration college of the University of Washington 
at Seattle as the principal speakers —CML 


— ie 


New York O. A. Managers Elect Officers 

On December 15, 1932, the New York Office Appliance 
Managers Association of New York City held its annual 
meeting at the Hotel Lexington, where the following of- 
ficers were elected for 1933: President, Walter Strain, man- 
ager of the New York office of the Addressograph-Multi- 
graph Company; vice-president, W. B. O'Donnell, Inter- 
national Business Machines Corporation; secretary-treas- 
urer, J. W. Sells, manager of the New York office of the 
Postage Meter Company. 

At the annual dinner, held in the Waldorf-Astoria hotel 
on January 11, prizes were awarded to the leading sales- 


men for the various companies in the association. 


ANNUAL DINNER NEW YORK OF- 
FICE APPLIANCE MANAGERS AS- 
SOCIATION TO WINNERS OF 
CONTEST.—tThis dinner, to the win- 
ners of the 1932 sales contest, was 
characterized by impromptu discus- 
sions and much merry talk. C. A 
Snyder was toastmaster and the other 
speakers were G. H. Armstrong of the 
International Business Machines Cor- 
poration ; W. B. O'Donnell, who made 
a short talk and gave out the prizes, 
which consisted of traveling bags, 
and Walter Strain, president of the 
association. New officers elected for 
the ensuing year are: President, 
Walter Strain of the Addressograph- 
Multigraph organization; vice-presi- 
dent, W. B. O'Donnell of the Inter- 
national Business Machines Corpora- 
tion ; secretary-treasurer, S. W. Sells 
of the Postage Meter Company. 
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WHEN ALL’S WELL 
The Mimeograph is doing its full share 


toward speeding the return of that old cry, 


“Alls well.” 





In this strenuous day the 
economy of the Mimeograph has been made 

strikingly apparent, as has its efficiency in 
new fields of endeavor. Its inexpensive and 
rapid reproduction of all kinds of letters, 
forms, line drawings, ete., has made it an 
important factor in reconstruction. » » » Get 


latest information from A. B. Dick Company, 








Chicago—or see the “Mimeograph” trademark 


heading in your classified telephone directory. 
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Stationers Square Club Holds Birthday Party 


On January 19 the Stationers Square Club of New York 


City gave a party to the members whose birthdays occurred 
in January. The dinner was held at the Hotel Governor 
Clinton at 6:30 P. M., followed by 


and that in turn by a high-class entertainment 


1 short business session 
The party 


was essentially for the following members whose birthdays 


took place in January: Joseph I. Arnold, Abraham I. Gold- 
berg, A. J. Gottlieb, Aaron Gottlieb, George F. Griffiths, 
Ivan S. Heilbrum, Julius Kahn, Jack Linsky, Donald 
McLeod, Perry Shulbery, Charles Wertheimer and H. E 
Copeland 


oe 

Winnipeg Stationers Elect Officers 

The annual meeting of the Stationers Association of 
Winnipeg was held at the Carleton Club on January 12. 


The following officers were elected to serve for the ensuing 
year 


President, H. 
Ltd.; vice-president, J. ¢ 


Gregory-Cartwright Stationers, 


Willson Stationery Com 


(sregory, 


Irvine, 


pany, Ltd.; secretary, C. Vernon Nobbs, The Luckett 
Loose Leaf, Limited, and treasurer, F. J. Dool, G. R. Brad- 
ley & Lo 
~~ 
Baltimore Salesbook Company Holds Christmas 
Party 


The eleventh annual Christmas party of The Baltimore 


Baltimore, Maryland, was held Fri- 


Talbot T 


assembly 


Salesbook Company, 
December 16 

company, addressed the reviewing the 
that had passed and outlining 1933. He 
awarded many prizes for various achievements both in the 
Among 


Speer, president of the 
briefly, 


plans for 


day, 


yeat 


those who received 


field and the factory 


Cole, assistant sales manager who was 


sales 
rewards was E. H 
presented with the “President's Cup” for outstanding 
service in 1932 

during 


Due to the excellent earnings of the company 


1932, every employee received a bonus. This practice has 
been followed, without interruption, for many years. 
~> 
Toronto Stationers Start Post-Holiday Meetings 


The Association of Toronto, 


Canada, started its series of post-holiday meetings on Jan 


Commercial Stationers 


uary 12. It is desired to secure the cooperation of manu 


facturers and associate members to line up what are 


termed classification talks, that is, 
information and details regarding the product which his 


the speaker gives full 
company turns out. It is consequently expected that these 
talks will bring out a good attendance of members and 
their respective staffs 

At the meeting on January 12, held at the Hotel Vic- 
toria, W. S. Stewart, Canadian manager of the Venus Pen- 
cil Company Pencil 
This was the first of the 


referred t 


gave a talk on Products as manu- 


factured by their organization 


classification talks just 
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ANNUAL DINNER OF THE RELIABLE STATIONERY 
COMPANY, INC., 307 WEST MONROE STREET, CHI- 
CAGO, ILL.—It was held in the Old Town Room of 
Hotel Sherman, January 18 This was an enthusiastic 
gathering, at which important business policies were 
discussed The company has been enjoying increased 
business the past years, and now occupies two floors of 
the building. The personnel and facilities have been 
increased. The largest part of one floor is devoted to a 
modern printing plant 


The Kansas Book Dealers’ Association Convention 

The directors of the Kansas Book Dealers’ Association 
held a meeting in Topeka at the Hotel Kansan December 
28 to plan for their seventeenth annual meeting to be held 
Monday and Tuesday, February 20 and 21, 1933. The meet- 
ing was attended by Directors C. L. Mitchell of Topeka; 
L. H. Endacott of Manhattan; Mason McCarty of Em- 
the convention committee consisting of H. H. Bair, 
President Phil M. Ander- 


Stromberg, acting secretary 


poria; 
r. L. Pattison and John Crow; 
son, and Mary C. 

Convention headquarters will be at the Hotel Kansan, 
Topeka, Kas. All correspondence should be addressed to 
Phil M. Anderson, P. O. Box 187, Newton, Kas 

iin 
Acco Products Sales Meeting 

Under the direction of Harry D. Snyder, general man- 
ager and treasurer, a very successful meeting was held Jan- 
uary 3 to 7, by the field staff of Acco Products, Inc., Long 
Island City. 

Among other things it was decided, in order to meet 
current demands, to increase the line of Acco covers by 
the addition of medium priced numbers. Certain changes 
were decided on in the packing of Acco fasteners and 
covers so that now small complete fastener units may be 
offered by stationery retailers to their customers and that 
the Acco 
as the individual purchaser decides. 

ee 
Richmond Stationers Elect 

[he annual meeting of the Richmond Stationers Asso- 
ciation was held last month, and John L. Boatwright, presi- 
dent of the Baughman Stationery Company, was elected 
president for the Benjamin Cole of Cole, 
vice-president, and 


covers may be sold with or without the fastener, 


ensuing year 
Harding & James, Inc. was elected 
Woodson P. Waddy of the Everett Waddey Company was 
re-elected secretary-treasurer. 

All members of the association reported the fall trade 
far below the standard, but were of the opinion that the 
immediate future in this locality would be more encourag- 
ing. With the deepening of the James river, and the build- 
ing of three enormous bridges, enough construction work 
is in sight to insure the employment of a large proportion 


of the unemployed 


~—— 

Columbia Ribbon and Carbon Travelers Meet 
In Kansas City 

The following members of the Kansas City, Mo., 

sales organization of the Columbia Ribbon & Carbon Man- 


branch 


ufacturing Company attended a general sales meeting early 
G. Duggan and W. W. Epps, Texas-Okla- 
homa travelers; R. J. Simpson, Mid-West traveler; W. R. 
3enge, Mid-West and Northwest traveler; B. J. Botz, pros- 
pective Mid-West traveler; R. C. Moore, Texas-Oklahoma 
and Mid-West traveler; R. L. Sullivan, W. R. Braden, Jr., 
and W. E. Matthews, city salesmen. 


last month: T 
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PATRONS ARE REQUESTED TO FAVOR THE COMPANY BY CRITICISM AND SUGGESTION CONCERNING ITS SERVICE 





CLASS OF SERVICE 





This is a full-rate 
Telegram or Cable- 
gram unless its de- 
ferred character is in- 
dicated by a suitable 
sign above or preced- 


WESTERN 
UNION 








ing the address. 
{ 





NEWCOMB CARLTON, PRESIDENT J. C. WILLEVER, FinsT VICE-PRESIDENT 
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& SIGNS 





DL = Day Letter 





NM = Night Message 





NL = Night Letter 





LCO = Deferred Cable 





NLT = Cable Night Leer 








WLT = Week-End Letter 

















The filing time as shown in the date line on {ull-rate telegrams and day letters, and the time of receipt at destination as shown on all messages, is STANDARD TIME. 


Received at 


NAS74 


1933 JAN 25 PM 3 31 


105 DL LF NEW YORK NY 25 415P 


EVAN JOHNSON, OFFICE APPLIANCES 


417 SOUTH DEARBORN ST CHGO 


CANCEL PREVIOUS COPY INSTRUCTIONS STOP SUBSTITUTE THIS 


TELEGRAM FOR OUR PAGE ADVERTISEMENT STOP ACQUIESCING TO 


HUNDREDS OF REQUESTS FROM DEALERS FOLLOWING THEIR COMPLETE 


SELLOUTS OF CORONA FOURS BEFORE CHRISTMAS WE ARE TODAY 


STARTING PRODUCTION ON A NEW CORONA FOUR STOP WILL INCLUDE 


BOTH SHIFT KEYS SINGLE AND DOUBLE LINE SPACING SAME 
ALUMINUM FRAME PAPER FINGERS POSITIVE MANUAL RIBBON REVERSE 
STOP SAME RELIABLE CORONA FOUR DEALERS KAVE SOLD FOR EIGHT 
YEARS ONLY SLIGHTLY MODIFIED TO MEET CURRENT DAY CONDITIONS 
AND PERMIT RETAILING AT THE POPULAR PRICE OF THIRTY NINE 
FIFTY INCLUDING CARRYING CASE STOP A REAL TYPEWRITER 
CAPABLE OF DOING A REAL TYPEWRITING JOB 

L C SMITH & CORONA TYPEWRITERS INC. 


THE QUICKEST, SUREST AND SAFEST WAY TO SEND MONEY IS BY TELEGRAPH OR CABLE 
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NATIONAL ASSOCIATION NEWS 


Information Concerning the Activities of The National Stationers Association 








OFFICERS: 


Charles A. Stott, Washington, D. C., acting president and vice-president, retailers’ division; Herman Price, New York, 

N. Y., vice-president, manufacturers; C. A. Lent, New York, N. Y., vice-president, bank and commercial stationers; ]. S. Luckett, 

Toronto, Canada vice-president; W. E. Hough, Marietta, Ohio, vice-president, travelers; R. A. Waltz, Spokane, Wash., vice- 

president, commercial furniture; H. G. Horder, Chicago, Ill., vice-president, wholesalers; W. P. Waddy, Richmond, Va., auditor; 
W. E. Stockett, ]r., Washington, D. C., treasurer; C. P. Garvin, Washington, D. C., general manager. 


Regional Governors and Retail Directors 


A. L. King, Ward's, No. 4. William Douglas, 
Zac Smith Stationery Com- 
pany, Birmingham, Ala 


No. 5. L. N. Bishop, Office 
Supply & wy | Com- 
pany, Cleveland, Ohio, re- 
tail director. 


No. 6. G. O. Stevens, Ste- 
vens, Maloney & Company, 
Chicago, Ill.; V. D. Par- 
ker, ¢ Parker Company, 


No. 1. 
Boston, Mass. 


No. 2. Lou Hoelscher, Hoel- 
scher Stationery Company, 
Buffalo, N. Y.; Fred L. 
Grant, Grant's Bookshop, 
Utica, N. Y. 


No. 3. W. H. Brooks, Jr., 
W. F. Murphy’s Sons Com- 
pany, Philadelphia, Penna.; R 4 
Michael Bard, Bard’s Busi- Madison, Wisc. 
ness Service, Lancaster, No. 7. H. S. Fall, Japs 
Penna. Olson Company, Minneap- 





olis, Minn.; J. O. Popple, Mason, Jr., Out West 
Zaiser’s Specialty om- Printing & Stationery 
pany, Des Moines, Ia. Company, Colorado 


Springs, Colo. 


No. 8 Herman N. Cast, 
Western Litho. Company, No. 11. R. A. Waltz, John 
Wichita, Kans. W. Graham & Company, 
No. 9. W. C. Clegg, The Spokane, Wash. 
Clegg a oy No. 12. Harry Morgan, Sta- 
“ . > tioners Corporation, Los 


Western Bank & Office 


Supply Company, Okla- Angeles, Calif. 


homa City, Okla. No. 13. Thomas V. Bell, T. 
No. 10. F. B. Robinson, V. Bell, Ltd., Montreal, 
Golden, Colo.; William Canada. 


General Office and Information Bureau—525 Investment Building, Washington, D. C. 
Place and date of the next annual convention—Cincinnati, Ohio, June 5, 6, 7, and 8, 1933. 


Some Conventions to Come 

The annual banquet of the New York Stationers Asso- 
ciation will be held in that city on February 15. 

On February 20 at Springfield, Mass., the Hotel Kim- 
ball will be the scene of the annual meeting of the Con- 
necticut Valley The business 
meeting will be followed by a dinner in the evening. The 
meeting will be held under the direction of the president 


Stationers Association. 


of the association, Ray I. Cowles. 

The annual banquet of the Boston Stationers Association 
will be held on February 21 at the Statler hotel in Boston. 
The business meeting during the day will be followed by a 
dinner. This event is under the direction of James R 
Cowan, president of the Boston Stationers Association. 


senpeniatniliiasinineten 
Eighth District Travelers and Dealers Confer 
The following members of the Mid-West Travelers As- 
sociation met with the dealers in Topeka on January 10, 
where they discussed and made arrangements for the an- 
nual convention of the Eighth Regional District to meet 
in Topeka, Kans., next March: W. A. Stempel, R. C. 
Moore, J. Aker, W. R. Braden, W. F. Cromwell, W. H. 
Palmer, Jr., and H. N. Eliot. 


oiiaidtitiiimein 
Mid-West Travelers Appoint Committees 

President Walt Stempel of the Mid-West Travelers Club, 
whose headquarters are at 204 Dwight building, Kansas 
City, Mo., has appointed the following committees who 
will labor to make the regional meeting at Topeka, Kas., 
as good as the best ever held: 

Entertainment: Chairman, E. J. Mitchell, Levison & 
Blythe Manufacturing Company, St. Louis, Mo.; M. J. 
Aker, Wilson-Jones Company, Kansas City, Mo.; W. H. 
Palmer, Boorum & Pease Company, Kansas City, Mo.; O. 
L. Hamm, The General Fireproofing Company, Oklahoma 
City, Okla 

Attendance: Chairman, Fred C. Schaefer, Sanford Manu- 
facturing Company, St. Paul, Minn.; P. F. McLaughlin, St. 
Joseph, Mo., and R. J. Simpson, Columbia Ribbon & Car- 
bon Manufacturing Company, Kansas City, Mo. 

Arrangement: Chairman, W. R. Braden, Stationers Loose 
Leaf Company, Kansas City, Mo.; Roy Thompson, L. E. 


Waterman Company, Chicago; Howard N. Elliott, The 
Carter’s Ink Company, Kansas City, Mo. 

The foregoing committees were announced at a special 
meeting of the club held on December 29. They consist 
practically of the same personnel as the committees of last 
year and were instructed to proceed on the same basis. 

The meeting went on record as favoring the adoption 
proposed to the constitution and by-laws. It was resolved 
to follow last year’s precedent, wherein the Mid-West 
Travelers supported the Kansas Book Dealers Association. 
The secretary was instructed to communicate with this 


organization and offer them a donation of $5. 


——_—~<>__- 
Big Railroads Restore Pre-War Rates for Travelers 
The Southern Pacific Lines, along with others, will re- 
turn to a pre-war basis on scrip book transportation, effec- 
tive February 1, 1933. Scrip books with a face travel value 
of $72, which cover approximately two thousand miles of 
This is a reduction 


regular travel, will be offered for $54. 
The use of 


of twenty-five per cent under the usual rates 
these scrip books will apply between points in Texas, 
Louisiana, Arkansas, Oklahoma, Missouri, Memphis, Tenn., 
parts of Illinois, including Chicago, Wisconsin, Iowa, Min- 
nesota, Kansas, Nebraska, the Dakotas and the eastern 
part of Colorado, including Denver. 

Another scrip book of three thousand miles of travel of 
the usual value of $108 will be available for $81. This scrip 
may be used between practically all points throughout the 
southwest and west, including the Pacific Coast. 

Books may be used any time within one year from date 
of sale and are interchangeable between all major rail lines 
operated in the territories mentioned. 

In order to cooperate more fully with commercial trav- 
elers, baggage allowance on scrip book transportation has 
been increased from one hundred fifty pounds to three hun- 
dred pounds. Rail officials believe that this item will help 
regain much of their traveling salesmen business that has 
been lost during the last two years. This plan of reduction 
is in line with rail policies to stimulate additional use of the 
railroads and will undoubtedly appeal to firms having men 
on the road in the section of the country covered by the 


new arrangement. 
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IMPORTANT Facts 
Worth Keeping in Mind 


LIBERTY Box Users, more than 43,000 
leading banks and firms in America, are 
repeat customers. A check reveals that 
the first LIBERTY Box users, beginning 
over 15 years ago, stillbuy LIBERTY Boxes. 


LIBERTY Dealers are the pick of the office 
appliance field. They have found LIB- 
ERTY Boxes satisfactory—in sales volume, 
profits, and dealer co-operation. 


The Third Fact. It is fair to conclude that 
the reason why LIBERTY Boxes are leaders 
in their field is because they merit that 











Window display used by Baer’s, Canton, leadership. They satisfy users best. They 
Ohio. This was one of the surprisingly large 
number of LIBERTY Dealers giving LIB- offer dealers steady, repeat profits and no 
ERTY Boxes window space last month. a a ? 
grief. 


\S, ei EE nee 2. oe 


a w 


IBERTY Boxes are built for their job. Storage 
filing is 90% security for old records and only 
10% reference. Made from the very best ma- 

terials, strongly reinforced, dust-proof, easy to open 
and close, semi-sealing without tying, sizes for every 
need—these are the advantages that make LIB- 
ERTY Boxes what they are—far and away leaders 
in their field. 





It is the LIBERTY Box policy to aid 
LIBERTY Dealers in every way pos- 
sible to increase sales. Window dis- 
play cards, effective sales folders, cat- 
alogue copy, free for the asking. 





Window display used by H. & W. B. Drew 
Co., Jacksonville, Florida. The Bankers Box 
Co., Inc. takes this opportunity to express 
its sincere appreciation of the co-operation 
of these firms in giving LIBERTY Boxes 
wider publicity. 





BANKERS BOX CQ., Inc. 


536-538 South Clark Street, CHICAGO, ILL. 
} LIBERTY Storage Bozes ‘‘ The Best Thing in the World for STORAGE FILING” 
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(New Machines and Devices—Continued from page 20) 


Blind Files Made Into Visibles by Artindex 

Card records now kept in blind card files can be con- 
veniently and economically converted into visible records 
by an ingenious method here described and illustrated. It 
is not even necessary to transfer the new cards 

The Postindex Company, Inc., of Jamestown, N. Y., an- 
nounce new Artindex equipment which provides a method 
of giving visibility to blind card files and achieving savings 
of time, money and material. It is said that the cloth 
average girl to over a 
Artindex 


applied by the 
cards a day The slotted 
holders can be used either in Postindex drawer cabinets or 
Postindex flat books 
one holder if desired 

We are told that 


one-handed operation in which there is no slipping 


hinges used can be 


thousand aluminum 


Two tab-cut cards can be used in 


insertion and removal constitute an 


easy, 








METHOD OF USING ARTINDEX FOR CARDS.—-After the hinges 
ire applied to the card, hinge on the left side, as shown in the 
above picture, is placed in one of the large slots in the Artindex 
other hinge in line with an 


holder Bending the card puts the 
other slot The card straightens out and is locked in place 
r wearing out of folders Both sides of the card can be 


posted or referred to without removal 


>_> 


Melind Office Printers 
Che Louis Melind Company, 362-64 West Chicago ave- 


nue, Chicago, Ill., 
outfits. The 


s offering variations from its standard 


fice printet standard office printing outfits 


consist of a font of rubber type in a wooden box which 
holder 
The new outfits consist of a font of 


packed in a cardboard box, instead of the 


include a type and tweezers only 


type, type holder 
and tweez« rs, 


“rehll” set, packed in a cardboard 
only. The cardboard box pack 


wooden box \ box, 


contains type and tweezers 
ing cuts down the cost to the user, and is in keeping with 
the trend for lowered prices through economies in packing 
The “refill” set enables users 
characters in the font without 


outfit. 


of office printer outfits to 


the number of typ« 


the necessity of buying a complete new 


OFFICE APPLIANCES 


New Art Steel Utility Cabinet 
Art Steel Company of New York, N. Y., has just 
Asco utility cabinet. This is an attractive 


The 
announced the 





ART STEEL UTILITY 
CABINET NO. 600L 


article of neat appearance and beautiful finish either in 
solid green or in grained mahogany or grained walnut. 
The new cabinet is forty-three inches high and supplies 
adequate space for storage, harmonizing with all surround- 
It is made of high-grade furniture steel and doors 


The base is of sanitary 


ings 
are equipped with paracentric lock. 
type, and three shelves are provided 


—_—_.g—— 
Ink Skat Company Brings Out Triple Package 


The Ink Skat Manufacturing Company of Dayton, Ohio, 
is putting on the market a new triple package of Ink Skat 
This package is labeled on the top, World’s 
It contains the three bottles of the Ink Skat 
Nos. 1 and 3 are liquid, and 


ink remover 
Fair 1933 

preparation, Nos 
No. 2 is a powder. 


1, 2 and 3 
A tuft of cotton is also 
A folder of directions accompanies 


provided for 


moistening purposes 





THE NEW TRIPLE INK SKAT PACKAGE 


the package, which is of convenient size to be placed on 
the desk or in a desk drawer. The package is snappily 


labeled and the product should prove a ready seller. 
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MANY types of posture chairs have been developed 
in attempts to correct improper seating conditions 
among office workers. Some of these chairs cor- 
rect one or more of the causes contributing to 
fatigue but, until the introduction of the new GF 
GOODFORM Aluminum Posture Chair, no manu- 
facturer had perfected a chair combining all of 
the necessary corrections to incorrect seating, plus 
the added advantages of extreme lightness and 


portability. 


In designing the GF GOODFORM Chair, the mak- 
ers took into consideration the fact that no two 
people are exact duplicates in physical form and, 
for that reason, require different chair adjustments 
to give correct support and comfort to all parts of 
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GOODFORM 


ALUMINUM POSTURE 
CHAIR 








Keeps office workers 


ALERT— 
FIT—ACTIVE 










the body. The GF GOODFORM Chair offers five- 
point adjustment — a feature that provides per- 
fect adjustments to any type of figure — increas- 
ing output per worker, improving office morale, 
reducing costly errors and maintaining physical 
energy throughout the day. 


Second only in importance to the five-point ad- 
justment feature is the fact that the seat and base of 
GF GOODFORM Chairs are made of welded alumi- 
num — each section jointless — assuring extreme 
lightness combined with unusual strength, port- 
ability and durability. Executives who realize that 
physical comfort increases physical fitness and gen- 
eral office efficiency, will appreciate the many 
advantages of this new GF Chair. They will be 
interested when you tell them about it. Complete 
information on request. Address 


THE GENERAL FIREPROOFING COMPANY 
YOUNGSTOWN, OHIO 


In Canada: General Fireproofing Company, Ltd., Toronto 





GF ALL-METAL PRODUCTS — Desks— Aluminum Chairs— Steel Shelving and 
Floor Display Fixtures — Storage Cabinets — Safes — Files — Filing Supplies, etc. 


—plus the new ‘*‘SECRETAIRE,” the original one-man, one-piece office. 











OFFICE APPLIANCES 
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WARSHAW INDEX CARDS 
Now ROTARY CUT 


ON ALL FOUR SIDES 


MOISTURE PROOF 


Package impervious to 
damp or moisture. 


LIGHT PROOF 


Sun and light will not 
fade or discolor cards 
thru cellophane. 


DIRT PROOF 


Dust, dirt and finger 
smudges no longer take 
their toll. 


ATTRACTIVE 
Cellophane makes an 
attractive and modern 
sales appeal. 


ECONOMICAL 


To both user and dealer 


alike. 


AND WRAPPED IN 


Again Warshaw leads the way to 
meet the demand of large users 
who demand full rotary cut index 


cards. 


Now all index cards from our 
factory are full rotary cut—on all 
four sides. 


Fuzzy edges, imperfect cuts, un- 
certain margin heads are of the 
past. Warshaw rotary cut index 
cards are trim, clean, absolutely 
uniform in size and margin head. 


And in a modern package, wrapped 
in cellophane. Index cards can now 


CELLOPHANE 


be bought in quantities large 
enough to insure the maximum dis- 
count—without any fear of depre- 
ciation by the natural elements or 
from bad handling—a distinct ad- 
vantage to dealer and user alike. 


Warshaw rotary cut index cards 
are remarkable values—good qual- 
ity at lower prices than formerly 
charged for the old type of guillo- 


tine cut. 


Wire or write for samples, new 
catalog and confidential discounts. 
Be the first to sell this modern 
product in a modern package. 


WARSHAW MFG. CO., Ine. 


35 YORK ST., BROOKLYN, N. Y. 
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DeskesK SSOCIATION NEWS 


4. B Droehlich, President "WT Corney, Vice-President 
33 W. ADELAIDE ST, 


303 W. MONROE ST, 
TORONTO, 2, ONTARIO, CANADA. 


Cnicaco, iit 
AW. Kelisted? Treasurer chin WH. La With, Secretary 
420 LIBERTY ST, 625 BROADWAY 
New Yorn, NY. 


PEORIA, ILL. 





Board of Directors 


Mrs. Jessie |. Taylor, Globe Typewriter Company, Lincoln, Neb.; Semuel Morse, 
Exchange, Inc., New York, N. ¥.;L.W. Bronx Typewriter Exchange, Bronx, N. 


Adler, Cleveland Calculating Company, Y.; Charles Muenze, Passaic, N. J.; R. 
Cleveland, Ohio, C. E. Bush, General 4. Preston, Preston Typewriter Company, 


Typewriter Company, Washington, D. C.; Inc., Knoxville, Tenn.; Deane S. Rey- 
G. S. Cambies, Cambiaes Typewriter Ex- nolds, Office Appliance Company, Bos- 


ton, Mass., E. D. Twite, Typewriter & 
change, New Orleans, La.; E. A. Glass- Agoitenss Comsenn, U0d.. heciesl, P. 
man, City Typewriter Exchange, Roches- 


Q., Canada; James P. Ward, Jr., Ship- 
ter, N. Y.,R. E. Huffman, Huffman Type- man. Ward Manufacturing Company, Chi- 
writer Company, Inc., Aberdeen, S. Dak.; 


cago, lll.; Hugh J. Williams, The lowe 
H. E. McArthur, Nebraska Typewriter Supply Company, lowa City, le. 


Office Equipment Trade Bureau Suggested 

Recently C. E. Bush, a director of the National Type- 
writer and Office Machine Dealers Association of Wash- 
ington, D. C., and Pete Carroll of the Globe Typewriter 
Company, New York City, suggested to the officers of the 
association that a trade bureau for members would be of 
Mr. Bush is of the opinion that the 
subject should be submitted to members for consideration 


considerable service 


and suggestion \ similar thought was voiced by Mr. 
Carroll at the New York local association in January, 
where it seemed to be the unanimous opinion that a bureau 


as suggested would be of advantage and profit to dealers. 
Mr. Carroll was accordingly delegated by the president to 
act with several of the dealers on a committee and to study 
the subject and report a plan at the next meeting. 
Through such a department dealers or members wishing 
to dispose of odd or surplus machines would offer them for 
sale through the bureau. Other dealers who might be in 
the market for special machines would inquire of the bu- 
reau stating the nature of their needs and the bureau would 
act as a clearing house for dealers desiring to buy and 
those desiring to sell certain types of machines. It is 
the should 
charge for its work or not. It is also questioned whether 


questioned whether bureau make a _ service 
it is best to organize these bureaus locally or to conduct 
the work through the National Association. 


Secretary LaHiff requests opinions. 


euennittiilliiintestes 
Boston Typewriter Men Meet 

The typewriter dealers of the city of Boston and vicinity 

the Chamber of Commerce building on Monday 

evening, January 23, 

of their local association and considered affiliating with the 

The National Association’s Boston 


met in 
where they planned a reorganization 


national organization. 
director, Deane S. Reynolds, was instrumental in getting 


the Boston dealers together. 


——— 
National Association Sends Out Data and 
Decalcomania Signs 

\ recent mailing to members of the National Typewriter 
and Office Machine Dealers Association brought them an 
At the 
same time there was mailed with this decalcomania a ccpy 
of the constitution and by-laws and a schedule showing 


attractive decalcomania of the association insignia. 


the ages of most of the standard makes of typewriters. 


EE 2 
Vancouver Man Supplies Convenient Service 
L. Clark McCoy of Vancouver, Wash., is manager of 

a complete office supply company, where he furnishes 

also office service and a public stenographer for business 

and traveling men who give due notice. His store is at 


104 West Eleventh street, Vancouver.—CML 
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No. 1367—The Wall Street 





GET SET 
FOR SPRING 
BUSINESS ..... 


First, listen to the prospective 
buyer...then prepare for profits 


“‘The old office is looking pretty shabby these 
days. . . . Didn’t buy new furniture last year. 
. . . Should have. . . . But I wasn’t sure I'd 
even have use for a desk. . . . But here’s another 
year already. ... Still doing business... - 
More every day, in fact. . . . We’ve just got to 
have new furniture now.”’ 


That, Mr. Dealer, is a portrait of your Prospec- 
tive Buyer talking to himself. Wise dealers are 
listening and preparing for definite deals in 
office replacements this year. Businesses that 
weathered 1932 are set and settled for a long time 
to come. They’re going to start in—this spring 
—buying desks and chairs and office tables that 
ordinarily should have been bought last year or 
even the year before. 


These buyers will be real bargain seekers, too—interested 
in a lot more than just price. They'll want their desk 
dollars to bring them handsome styling, fine materials, 
enduring construction—permanent service and satis- 
faction. 


Imperial—with its complete line in all grades—is best able 
to equip you for this renewal of buying. And Imperial 
office furniture—at present low prices—represents a 
greater value than ever. Ask for full information about 
the Imperial line and the Imperial franchise. Write to- 
No obligation. 


day. 





IMPERIAL DESK COMPANY 


EVANSVILLE** INDIANA 














The latest assortment of rule-of-thumb tests to 
prove pencil perfection remind us of the old 
nursery rhymes. While we have a fond spot in 
our hearts for fables, we do not believe that 
they have a place in business. 


Thus, a “blindfold test'’ may reveal that one 
stroke from a penny pencil might feel like the 
stroke of a high grade drawing pencil . . . simply 

ecause you chanced to strike a smooth spot 
in the graphite of the cheaper pencil. 


A. W. Faber's “Castell’’ contains pure, clean 
graphite from tip to tip, so that not only one, but 
every stroke that follows is bound to be smooth. 


“Castell” - on quality. While the unit price 
is higher, the unit profit is much greater. And 
that goes for all K W. Faber products—they 
sell faster and yield a more liberal margin of 
profit than any other line on the market. 


A. W. Faber is one of the oldest commercial 
houses in the world. We have been manu- 
facturing writing surplies since 1761. 





FREE SAMPLES of any A. W. Faber prod- 
uct will be gladly furnished. Dealers de- 
siring samples to solicit new accounts 
will receive generous co-operation. 


A. W. FABER “CASTELL” DRAWING 
AND POLYCHROMOS PENCILS, 
LEAD, ERASERS AND RUBBER BANDS. 
COMMERCIAL BLACK LEAD AND 
COLOR PENCILS. 











A.W. FABER, Inc. 


Newark, N. J., U.S. A. 





OFFICE APPLIANCES 


Royal Announces New Tabloid House Organ 

With the publication on January 16 of the first issue of 
“Royal Keynotes,” the Royal Typewriter Company, Inc., 
announced the inauguration of this new tabloid house 
organ, which will be distributed fortnightly to the Royal 
dealer organization. 

The character of the new publication is best summed 
up in this excerpt from the editorial to Royal dealers in 
the first issue: “A new newspaper. Read while you run. 
It is your publication to help you in your business. The 








PUBLISHED FORTNIGHTLY SY THE 


we vOuR crry 


O-YEAR OLD GIRL WINS 
$1,000 OPPORTUNITY PRIZE 


President FaustmannThanks “= 0% Was a — 


Dealers for Phenomenal pe onnetthn 
Christmas Business -~ oo 

















REDUCED REPRODUCTION OF THE FIRST PAGE OF THE INITIAL 
ISSUE OF “ROYAL KEYNOTES” 


typewriter tabloid, the picture paper about portables. We 
introduce the typewriter tabloid ‘Royal Keynotes.’ In- 
teresting news articles, profit-making suggestions and 
timely editorials will be featured.” 

In addition, a novel feature of the new publication is the 
inclusion of a full-page photograph on the third page, 
emphasizing some timely news event of interest both to 
Royal dealers and to the general public. A perforation is 
run down the fold of this page, so that dealers can tear 


| off this picture and paste it in their windows, thus giving 
| them a newsy window display every two weeks. 


sncccietalanaatatan 

M. P. Hall Now Operating under Name of Hall 

Office Equipment 

Morris P. Hall, who has been operating under his own 
name as a manufacturer’s sales agent, has adopted for his 
business the name of Hall Office Equipment, 37 Arcade, 
Clarksburg, W. Va. Mr. Hall carries a complete line of 
office equipment, including adding machines and type- 
writers He also makes a specialty of loose leaf devices, 
special printed forms and bank supplies. 


cmnnizeliiigumenien 
Craig Buys Springer Book Store at Corvallis 
The Springer Book Store, Corvallis, Ore., where the big 
University is located, has been sold to W. R. Craig, who 
has added and will feature new lines of stationery along 


with books.—CML 
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INTRODUCING 


The New 
Low Priced 








— 





“United Line’ 
3500 Series 


Vertical Files 


Berloy “United Line” 3500 Series Vertical Files 
are 53” high and 26” deep outside. The Letter 
Files are 14%” wide; Cap Files, 17%” wide. 
The clear inside depth of all drawers is 24”. 
Drawers are mounted on progressive, cradle- 
type roller slides. Hardware is bronze. For full 
information, prices, discounts, etc., write or wire 














THE BERGER MANUFACTURING CO. « CANTON, OHIO 


Division of REPUBLIC STEEL CORPORATION 
BRANCHES AND DEALERS IN PRINCIPAL CITIES 


OFFICE EQUIPMENT STEEL SHELVING LOCKERS 
FILING CABINETS STORAGE CABINETS INDUSTRIAL DISPLAY BUILT-TO-ORDER WORK 
DESKS AND TABLES TRANSFERS AUTOMOTIVE LIBRARY AND SPECIAL PRODUCTS 
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world’s most efficient and economical pencil 





Sales for you, Mr. Stationer 


Your customers, or that man down the 
street who just WON'T buy from you, 
may not be in the market for paper clips or 
office furniture but they re ALWAYS in 
a buying mood for cutting office ex- 
penses. Get sales from that economy 
mood, Mr. Stationer. Give your 
salesmen a sample Scripto and have 
them show it on every call as 
“the pencil that reduces pencil 
expense 63%. Your cus- 
tomers, or that other man, 
may not be buying office 
furniture but THEY'LL 
BUY SCRIPTO TO 
SAVE MONEY. 





















No. 4 
Retail—10c 
holds a 
4-inch 
lead 





No. 5 
Retail—15c 
holds a 5-inch lead 


Booklet, ““27,000 Words and 
Scripto,” shows how your 
customers save money by buy- 
ing Scripto pencils from you 
Send for copies for your sales- 
men 


Manufacturing Co. 
Atlanta , Ga. 
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Wilson-Jones Company Issues New Catalogues 

“The new Irving-Pitt catalogue is the most complete and 
efficient reference work on loose leaf books, ruled forms 
and devices we have ever compiled.” So reads the Wilson- 
Jones Company letter which accompanies the new Irving- 
Pitt catalogue mailed to stationers throughout the country 
the first of the year. 

The new catalogue contains 448 pages, which makes it 
almost twice as large as the previous I-P book. The in- 
crease in size is accounted for by the fact that many new 
items have been added to the Irving-Pitt line; and there 
is the further addition of 153 commercial forms—new to 
I-P—with illustrations of rulings 

Among the new items found in the Irving-Pitt catalogue 
are two new lines of sectional post binders to meet the 
changing demand; columnar pads for ring binders, mani- 
fold correspondence and order books, remittance blanks, 
billheads and statements; new styles of sheet holders, 
stenographers’ notebooks, and a complete new line of 
metal clips and fasteners, with and without report and 
brief covers. The catalogue also contains a full line of 
county record books and minute books, and many other 
devices new to the Irving-Pitt catalogue. 

A valuable new loose leaf device—the El Rey binder 
The El Rey 


is a compression type binder which requires very littl 


is introduced to the trade for the first time. 


margin, is flat opening and will bind securely, very light 
weight paper stock such as news print, onion skin, etc. 
This binder was described and illustrated in Office Appli- 
ances last month. 

The new I-P catalogue is tab indexed for quick refer- 
ence. There is a straight alphabetical index and a straight 
numerical index, the latter showing descriptions, prices 
and approximate net weights of all items. 

Issued in time for January first, the book is proving a 
helpful selling aid to Irving-Pitt dealers. 

An enlarged and greatly improved Shaw’s blank book 
catalogue also was mailed by Wilson-Jones Company to all 
stationers throughout the country early in December. This 
new blank book manual contains a number of new items 
in the bound book line and has been well received by the 
stationery trade. 

a 
Yakima House Discontinues 

The Yakima Book & Stationery Company in Yakima, 
Wash., closed out Christmas Eve. Wind-up of this retail 
business which has been located in the Donnelly Hotel of 
the great Apple Capital of the Northwest was set for nine 
o’clock December 24th. M. W. France & Co. was placed 
in charge of the extensive close-out, while Roy Strong 
welcomed many old customers in the last days as they 
called for the steel filing cabinets, office and school sup- 
plies, desks, chairs, inks, pens, and all manner of stationery 
and books, in the large stock liquidated at substantial re- 
ductions—CML 

i 
Woodstock Moves New York Office to Larger 
Quarters 

To provide facilities for the rapid development of Wood 
stock business in the metropolitan area of New York City, 
the Woodstock Typewriter Company has found it neces- 
sary to move to more spacious quarters at 377 Broadway. 

J. M. Hackney, vice-president, reports that the W ood- 
stock Typewriter Company received more big user busi- 
ness during the first twenty days of 1933 than during any 


like period in the history of the company. 
~ 
Hint of Consolidation at Birmingham 
\ consolidation among typewriter concerns in Birming- 


being negotiated, but is not quite ready to be an- 


GHW 


ham is 


nounced as vet 























The Grass is no Green- 
er in the Other Man’s 
Pasture than in Your 
Own. Let Us Tell You 
How to Make a Profit 
im Your Own Baek 
Yard. 


The Weis Manufacturing Company 
ff cd . 


Monroe. Michigan 











Weve All Got to Dig 
for Business During 
the Coming Year. Ask 
Us to Explain Our 
Plan to Help You. 


The Weis Manufacturing Company 
Pf 


Monroe. Michigan 





We Have a Plan that 
Will Help You Increase 


Your 1933 Business 
and Profits. Let Us 
Tell You the Story. 


The Weis Manufacturing Company 


Wiis 


Monroe. Michigan 











Are You Willing to 
Work for Some New 
19:3:3 Business? We 
Have the Plan and the 


Goods. Ask Us. 


The Weis Manufacturing Company 


Monroe. Michigan 





Lal 
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There 1§ A Difference in Typewriter Ribbons and Carbon Papers 











“Pride of 1908!” An up- 


to-the-minute Royal 
typewriter of 25 years 
ago. How vastly su- 
perior are today’s 
Royals — modern writ- 
ing machines of a mod- 
ern age! 
— illustration courtesy 
Royal Typewriter 
Company 





WITH THe Gar. 2% 


Of little use today are the office machine 


marvels of the past. 


In typewriter ribbons and carbon papers, 
Columbia has not only progressed with the 


times, but has actually set the pace! 


Definite advantages in QUALITY, UNI- 
FORMITY, VALUE—which only America’s 
leading factory and laboratories can con- 
tribute, are directly responsible for the differ- 


ence and superiority of Columbia Typewriter 


Ribbons and Carbon Papers. 


Note the DIFFERENCE! 


COLUMBIA RIBBON & CARBON 
MFG. CO., INC. 
Main Officeand Factory: Glen Cove, L.I., N.Y. 


Branch offices and agencies in all principal cities of 
the United States—also London, Madrid, Milan, and 
Sydney, Australia 


COLUMBIA 


TYPEWRITER RIBBONS 
& CARBON PAPERS 

















TO THE FOUNTAIN PEN AND 
OFFICE EQUIPMENT DEALERS! 


Sheaffer presents 


a wonderful selling plan 
for 1933 that insures the 


dealer increased profit. 


Let your Sheaffer 
representative tell you 
about if. 


Sheaffer sales for 
1933 to date are ahead of 
1932. Do you want fo join 
the procession? 


Write for details. 


SHEAFFER'S 


PENS-PENCILS-DESK SETS-SKR 
ANY - FORT MADISON 
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Two Woodstock Typewriters Stolen 

Woodstock 5N-295249-P was taken from the Cleveland 
branch of the Woodstock Typewriter Company by a man 
representing himself as F. C. Young, who said he was open- 
ing an office in Cleveland for Associated Advertising & 
Printers, Inc., with home offices in Chicago. The Wood- 
stock Typewriter Company declares itself unable to locate 
such an organization in Chicago. 

Woodstock 5N-302215-E-P, or ten pitch Elite, was 
shipped from the Denver branch of the Woodstock to the 
Rocky Mountain Junior College at Storey, Wyo. Shortly 
after the machine was shipped it appears that the owners 
of the college were accused by Federal post office inspec- 
tors of certain irregularities through the mail. It is said 
that these people, being thus accused, left immediately, tak- 
ing the machine with them. One man, known as Gordon 
Blake, is supposed to have gone to Boston. 

The Woodstock Typewriter Company requests the co- 
operation of the trade in locating these machines. 

minimise 
Inman Opens New Business in Omaha 

The Inman Office Equipment Company is the name of a 
new concern which opened for business on January 3 last 
at 418 Omaha National Bank Building, Omaha, Neb. The 
organizer and head of the company is W. R. Inman, a 
typewriter salesman of some years’ experience. 

Mr. Inman began his career in the office equipment field 
as a junior salesman in Omaha for the L. C. Smith & 
Corona Typewriters, Inc., in July, 1925. Since then he 
has been country salesman, dealer representative and su- 
pervisor salesman. He has worked for the L. C. Smith 
and Royal typewriter organizations in Omaha; for the 
former in Seattle; for the L. C. Smith and Underwood in 
Portland, Ore.; and for the L. C. Smith and Woodstock 
in San Francisco, where his territory included the financial 
district. 

Mr. Inman wishes to take on a few additional lines and 
requests that office equipment manufacturers desiring rep- 
resentation in and around Omaha correspond with him. 

Se ES 

Stinaff Organizes for Business at Akron, Ohio 

C. L. Stinaff, formerly with the Royal Typewriter Com- 
pany at Akron, has left his position with that company 
and has established the Acme Office Equipment Company, 
11 Pythian Arcade, Akron, which is affiliated with the 
“Peter Paul” Mechanical Service. 

The Acme Office Equipment Company wishes to hear 
from manufacturers of equipment or supplies for the office. 
ee ee 
Two Mid-West Travelers Want Lines 

Howard N. Eliot and E. E. King made contact with 
the office of the Mid-West Travelers Club, Dwight build- 
ing, Kansas City, Mo., stating that they were looking for 
connections. Both have been connected with the office 
equipment industry for a number of years and are capable 
salesmen. Communications may be sent to H. N. Eliot, 
the Ambassador hotel, Kansas City, Mo., or E. E. King, 
615 East Armour, Apartment 15, Kansas City, Mo. 

The secretary of the Mid-West Travelers Club states 
that he has what may be considered interesting informa- 
tion for travelers looking for side lines. This information 
will be forwarded on request. 

—_- —~<e>____ 
Jack Shiver Joins Woodstock 

Jack Shiver became distributor for the Woodstock Type- 
writer Company in Little Rock, Arkansas, on January 1. 
In conjunction with his duties as distributor, Mr. Shiver 
will act as district manager for the entire state of Arkansas. 

Mr. Shiver is well qualified for this work, as he has come 
up through the ranks, serving as service man, salesman 
and as independent distributor. 
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Sectional 


Equipment 


The Columbia line includes a large 
variety of wide and half sections. 


It is easy to select a group of sec- 
tions to meet any individual require- 
ment. There are forty units for cards, 
checks, documents, legal blanks, let- 
ters, legal papers, bills, blueprints, 
ledger sheets and storage purposes, in 
addition to thirty-one accessory units. 


Columbia sections, like all Columbia 
products, are known for their all- 
around strength and dependable serv- 
ice. Each unit is full finished. A 
simple stacking device permits speedy 
assembling and the addition or re-ar- 
rangement of units. Four beautiful 
finishes harmonize with the finest sur- 
roundings. 


Detailed information about the en- 
tire Columbia line will be furnished 
gladly upon request. 


Columbia Steel Equipment Company 


Office and Showroom 
Chestnut Street at 18th 


Western Distributors: 
Associated Stationers Supply Co. 
Jefferson & Quincy Streets, Chicago, Illinois 


P. 0. Bex 2244 
Philadelphia, Pa. 


OLUMBIA 


THE QUALITY LINE OF OFFICE EQUIPMENT 
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UHL 


steel office furniture 


in stock and on display 
WILL SELL ITSELF 






No. 671-TS 
Typewriter 
Stand 





The superior service of UHL furniture 
is definitely suggested by its appear- 
ance. Broad bases, mounted on large, 
easy rolling casters make for poise and 
mobile speed in office detail and factory 
operations. The steel construction 
eliminates unnecessary bulk and assures 
lifetime durability. Office furnishers 
generally have found that displays 
which demonstrate uses, result in ex- 
ceptional volume of inquiries, many of 
which can be converted into sales if the 
items are stocked for immediate de- 
livery. 

Every UHL steel item offers unique advan- 
tages: “Little Dandy” stands, pioneers in this 
service are natural support for the many type- 
writers in intermittent use, also for 
calculators, large books and espe- 
cial > of merchandise. The 
50-56 file stool is invaluable when 
filing correspondence, cards, sten- 
cils, etc., in drawers down at the 
bottom of the stack. And the UHL 
“Postur-Chair™ not only was the 
first of the posture type chairs but 
is first in health and comfort qual- 
ities and in durability 

IL is not now represented in 
your territory, why not investigate 
the possibilities? Detailed infor- 
mation will be sent promptly on 
request 





No, 50-56 
File Stool 














No, 9606-17 
“Postur-Chair”’ 


The Toledo Metal Furniture Co. 


1520 Hastings St. Toledo, Ohio, U.S. A- 








No. 7070 
Typewriter 


Desk 
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Desk Sets with 1933 Appeal 


rhree new desk sets were placed on the market by the 
Autopoint Company, 1807 Foster avenue, Chicago, IIL, in 
time for the holiday trade. Their production was oppor- 
tune as new items for Christmas reminders, bridge prizes, 
etc., and an unusually large volume of sales resulted. 

Any one of the three items is an excellent solution of the 
problem, “bridge prize for men.” The wave of bridge play- 
ing now sweeping the country should continue rolling up 
a good volume on these handy sets. The “Smokerette” 
style in particular—No. PS 131, will be a useful conven- 
ience in every bridge game, with its covered container for 
ashes and its memo pad for scoring. 

All three styles are equally useful in the business world 
—“Every man who has a desk will want one.” 

The individual name of the recipient can be displayed— 
in white or gold on black “Pyralin,” or the firm name of 
the donor, uniformly printed in quantity. Both styles of 
imprint are attractively mounted in a metal frame when 
desired instead of the metal clamp supplied on the plain 


sets for resale. 








PRIZE WINNERS IN RECENT MONROE SALES CONTEST.—Left to 

right: R. A. Winans of New York; ‘‘Bob’’ Moodie, district manager at 

New Orleans, and H. B. McGrath of Boston, who ranked first, second and 

third, respectively, in a sales contest recently conducted by the Monroe 

Calculating Machine Company, Inc., of Orange, N. J. Thirty other district 
managers and salesmen also received prize awards 


—__—_=— 


Added Service for Shipman-Ward Dealers 

The Shipman-Ward Manufacturing Company, 4401 Ra- 
venswood avenue, Chicago, IIl., has amplified its service 
to the typewriter trade. The company is prepared to make 
prompt shipments of parts for Underwood, L. C. Smith, 
Remington and Woodstock typewriters; Sundstrand and 
Dalton adding machines. The same prompt service given 
heretofore on Underwood parts can be duplicated for the 
various other machines mentioned. The company has or- 
ganized to give quick service on recovering platens for 
all makes of typewriters and adding machines. Standard 
platens can be shipped the day of receipt. 

Dealers can also secure quick service on enameling and 
nickel plating for all office devices. The enameling is 
oven baked, with best possible finish, including the fol- 
lowing colors: Bright black, crinkle black, bright olive 
green and crinkle olive green. All nickel plating has a 
copper base. 

The company also stocks transfers for all standard makes 
of adding machines. 

— 


C. W. Cameron Appointed Compo Representative 

Caleb W. Cameron, 140 Maiden Lane, New York, N. Y., 
has been appointed sales representative by the Compo 
Manufacturing & Sales Company, Westport, Conn., cover- 
ing Metropolitan New York and all the New England 
states. Mr. Cameron is calling on dealers and jobbers 
throughout the territory. He succeeds Ethelbert Allcock, 
who has located in Philadelphia as a branch manager for a 
steel equipment manufacturer. 
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- +. The Signet . Senior of $34.50 
More °dvanceg_ 


Meets the require. 
Ments of the ©XPerienceg Perator 


*». And the Royal 
For those who 
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.€ eG O ORIGINATES iN D DEVELOPS 











This Little Item Has a Market... 
That Little Item Has None! 


EXPERTS have tried everything bul nursery rhymes on businesses gone bad. 
Bul common sense lessons learned years ago still prove that you can’t have your 
bread and butler from items that stay at home on your shelves. January inventory 
should tell what items have gone lo market for you with a profil! A wise stationer 
will nol carry duplicate stocks! 

Concentrale for 1933 on established lines that have gone to market for you—lines 
in which co-related items sell each other—lines consisting of items which are 
known and asked for by name regardless of business conditions. Acco, for instance. 


Right now you will find ACCO FASTENERS in demand—also ACCO COVERS 
(economy binders to serve in many instances in place of expensive post binders 
for inactive records and others). And ACCO PUNCHES! Each lends to sell the 
other—as do all ACCO Products. Each is a leader in its field. 

Write for the new Acco Catalog soon to come off the press, and Acco’s 1933 price 
list. Concentrate on this complete line which has as its object the protection of 
all worth while business papers. Bound papers are ALWAYS safe papers! 





ACCO PRODUCTS, Inc., 39th Ave. and 24th St., Long Island City, N.Y. 


















Canada: Europe: 

Acco Canadian Co., Ltd., 454 King St.,W., Toronto Acco Co., Ltd.,18 Whitefriars St., London, E.C.4 
ACCO COVERS are made of the same ACCO FASTENERS bind pa- ACCO PUNCHES are made for every loose leaf 
durable pressboard as Acco Folders pers firmly, yet allow sheets to be gauge and hole. A mere pressure of the fingers 
They are cheap, loose leaf binders of removed or inserted in a jiffy operates the durable steel cutters. A broad table 
large capacity and take the place of For all standard gauges of base supports the 
expensive screw post binders. Ideal punching, and any capacity. paper. Acco Punch- 
for holding inactive as well as active . * ‘ es never break, rust 
papers. Made in all standard binder Bound Papers are Safe Papers. nor require servic- 
sizes, punched for all standard gauges ing of any sort and 


are fully guaran- 
teed in every re- 
spect. 


of round and slotted holes for any 
capacity 




















Unlimited 
Capacity 





COVERS - FASTENERS - - - PUNCHES 
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S. D. Childs Moves to Chicago’s West Side 
S. D. Childs & Company, pioneer Chicago stationery 
business, has surrendered its store at 136 South Clark 
street to the building wreckers. After February 1 the 
business will be conducted from the company’s building 
at 15-21 Sheldon street, where its mechanical plant has been 
located several years. The building at 136 South Clark 
street is to be wrecked to make way for a skyscraper, a 
part of the building being erected by the estate of Marshall 
Field facing La Salle, Adams and Clark streets, and 
Marble place. 

The company plans the active solicitation of business 
from Chicago consumers through a staff of outside men, 
who will maintain close touch with customers. The Shel- 
don street location is of easy access from the Chicago 
downtown business district, and possesses the advantages 
of unlimited parking space for the cars of customers and 
its salesmen 

In discussing the removal of the business from its Clark 
street store E. W. Childs stated that it may be that the 
retail store will be moved back to the loop after store 
trade resumes its past importance to the stationery trade. 

The manufacturing plant of S. D. Childs & Company is 
equipped to handle a wide range of commercial printing, 
copper plate printing, die stamping, and the production of 
marking devices covering the entire range of that field. 








WEDDINGS 





Vieth-Benson 
Charles E. Vieth was married on December 27, 1932, to 
Miss Catherine Benson of Washington, D. C. The wed- 
ding took place at the home of the bride’s parents in Shel- 
After March 1 Mr. and Mrs. Vieth will make 
their home in Cleveland, O. 
Mr. Vieth has been traveling representative for A. W. 


don, Iowa. 


manufacturer of pencils, rubber bands and 
erasers, for the last six years. He formerly covered part 
of New York City, and the cities of Philadelphia, Balti- 
more, Washington and Norfolk, but recently relinquished 
New York, adding to his territory the states of Ohio, Ken- 
tucky, West Virginia, and parts of Indiana and Pennsyl- 


Faber, Inc., 


vania 


Office Apliances offers felicitations 


Solt-Collins 

Miss Virginia Solt was married January 28 to Sidney E. 
Collins, Jr., son of Sidney E. Collins of the Automatic 
Pencil Sharpener Company, Chicago. The bride is the 
daughter of Mr. and Mrs. Harley Hiram Solt, of Oak 
Park, Ill. The ceremony was performed at the First Baptist 
Church of Oak Park. Office Appliances joins the many 
friends of the Collins family in good wishes for the young 


couple May their wedded lives be long and filled with 
happiness! ———— 
Palmrose-Buckley 


Miss Elen Eureka, Calif., was married 
December 21 to Ralph D. Buckley. The groom is Pacific 
oast representative for the Automatic Pencil Sharpener 


Many friends rejoice in the happiness of this 


Palmrose, 


Company. 
couple 


Go -& * 





wT 


Master Alexander Burger 
On January 9, a son, Alexander Burger, came to the 
home of Mr. and Mrs. Arthur Burger, New York City 
Mr. Burger is secretary of the Art Steel Company, Inc. 
In the person of this son is preserved the name of the 
founder and deceased president of Art Steel Company, 





Inc. 


| 
| 
| 
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>» MINUTES 


spent reading “CARBON 
PAPER FACTS” will teachany 


sales person how to give 
real carbon paper} SERVICE 





HAT kind of Carbon paper should 
accountants use? 

HAT kind is best for use with 
the NOISELESS TY PEWRITER? 
HAT grade is best for use with 
Fisher Billing Machines? 

These and a score of other questions 
are frankly answered in a valuable 
folder “‘Interesting Data Concerning 
the Manufacture and Use of Carbon 
Paper and Typewriter Ribbon.” Sent 
free upon request. 


GRAND PRIZE 


CARBONS and RIBBONS 


will build profits for 
YOU, too, if you'll get 
behind them with a 
little sales effort! Once 
sold, oy always re- 
peat. hat means 
small stocks and fast 
turn-over! 
. 
Pactric CARBON AND 
Rippon Mere. Co. 


J. Francis O'Connor, 
PRESIDENT 


. 
Head Office and Factory 
1451 Harrison St., 
San Francisco, Calif. 





Chicago Office: 
8 So. rborn St 


New York Office: 
149 Church St. 


Boston Office: 
93 Federal St. 


Los Angeles Office: 
406 So. Main St. 


Denver Office: 
1030—15th St 


Atlanta Office: 
314 Palmer Bldg. 
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HOTCHKISS STAPLES 





The BACKBONE of Your Staple Business 


Abig part of your stapling machine and staple 
business comes from repeat orders on wire 
staples. If you want that repeat business to 
grow—il you want it at all—see to it that the 
staples you sell will give satisfaction to your 


customers 


[he one sure way to do that is to standardize 
on genuine Hotchkiss Staples. The perfect 
operation of Hotchkiss Wire Staples in your 
customers stapling machines will be your 


guarantee of steady, profitable repeat sales 


lhe secret of Hotchkiss Staple success is in 
the exclusive ‘freezing process by which they 
are made. Genuine Hotchkiss Staples slice 
off evenly and easily in the machine, cut 
through paper perfectly and make the ideal 
binding 


Hotchkiss Staples are not soldered but pre- 
formed and “frozen” into strips. They are 
very flexible and their absolute uniformity 
makes them far supe- 
rior to inferior imita- 
tions or foreign made 
products. Compare the 
strips, test them against 
others and you ll 
always recommend 
Hotchkiss 





Hotchkiss Model No. 1A— 
Holds 210 Hotchkiss Wire 
Staples—binds up to 40 
sheets of 164lb. paper—has a 
reach of 4 inches—weight 
J 


2 lbs.—ac ble « rv. 
adjustable for per today more than ever 


manent or temporary fasten- 


ing. before. Sell Hotchkiss 
by name and you sell 


Quantity profits de- 
mand quality staples 


the best 


The HOTCHKISS SALES CO. 


Oldest and Largest Manufacturer of 
Stapling Machines and Staples 


Norwalk Connecticut 
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Parker Supplies Pen Dealers with Electrically- 

lighted Window Displays 

\ year ‘round window display service that can be used 
to advertise every item in the retail store is now being 
supplied to pen dealers by the Parker Pen Company, Janes- 
ville, Wis. The service furnishes the dealer with thirty- 
seven electrically-lighted, colored window trims 

Che outfit includes twenty-two pieces of display material 
made of Masonite quarterboard decorated on both sides. 
Only three of these mention the name “Parker.” The ma 
terial makes permanent displays which can be arranged 
in any one of thirty-seven different designs within three 
minutes. The displays will fit in any window from three 
feet long to fifteen feet long, or larger. No crepe paper, 
pedestals, or other extras are required. 

By stenciling or lettering his own message on any of the 
decorative backgrounds, the dealer can devote any one 
of the displays, or any part, to any product he carries 

The entire display outfit, complete with electric light 
socket and eight feet of cord, is sent to the dealer in a 
substantial wooden case, together with instructions for 
assembling and suggestions for various display arrange- 
ments. The outfit is offered at actual cost and with each 
outfit the Parker Pen Company presents the dealer with 
Parker merchandise whose total list price equals the cost 
of the display As a result when the merchandise is sold 
the display outfit has cost the dealer nothing 

a_i, ;,£,-z_ 
Winners of Wilson-Jones School Note Book Contest 

The 1932 Irving-Pitt Slicker note book contest which 
recently terminated, won wide recognition throughout the 
country Three artists acted as judges and carefully 
studied each one of the many note books submitted by 
students from all parts of the country. Originality of 
decoration was given first consideration. The task of pick- 
ing the winners was difficult and every entrant is to be con- 
gratulated. The judges were William A. Scharon, Harley 
W. Lichtenberger and Louis A. Pesmen. 

Miss Marjorie May Donnell of Kansas City, Mo., won 
the first prize of $50. Morgan L. Fleck won the first prize 
for boys, also $50. Second prize for girls went to Elizabeth 
Anthony of Moline, Ill, $25. Third prize went to Maxine 
White of Paulsbo, Wash., and the fourth prize of $10 went 


to Billivee Barlow, Berkeley, Calif. Ten prizes wer« 
awarded of $5 each, ten of $3 and ten of $2 each 
~> 


“Shears” Gives Weis Pull-Out Drawer Storage 
Case Good Send-Off 

Recently the publication “Shears,” the trade organ of the 
Package Manufacturing Industry, presented an illustrated 
article on the new 1933 model pull-out drawer corrugated 
storage case produced by The Weis Manufacturing Com- 
pany, Monroe, Mich. This 1933 model, by the way, is 
known as the Improved Wizard case, the outside shell of 
which is made from extra strong corrugated fibre board 
with heavy thirty-point lines. The principal features of 
this case have already been described in Office Appliances. 
The article in “Shears” is headed with a picture of this 
new case in an ornamental border and the page is illus 
trated with some suggestive drawings illustrating the old 
way of finding stored correspondence and the new way 
provided by the corrugated drawer storage case. The 
article presents an interview with H. C. McPike, general 
manager of the Weis Manufacturing Company, who gives 
some interesting information regarding the development 
of corrugated storage cases 

~~ 


Smith-Corona Adds Salesman at Birmingham 
William H. Jones, well known specialty salesman, has 
joined A. Murray Weems, manager of L. C. Smith & 
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ia “EVER READY” Line 


is now complete 


New Desk Calendars 
to Increase Your Sales 


W itl 
alt @ before ordering your 1934 


calendars. See the designs which we offer for 
your critical approval. 


INSPECT the new small size desk calendars. 
They are distinctively modern in design, 
permanent in construction, and possess sales 
features of incalculable value. 












































PADS are printed in two colors—red and 
black. The edges are mottled to harmonize 
with the stand. 


STANDS are unbreakable and finished in 
lacquered bronze to harmonize with any desk. 
They have a simple locking mechanism of 
spring steel—polished nickel prongs which lay 
absolutely flat making it easy to mount or re- 
move the pads. They also have a curved, ex- 
tended base which is designed as a pencil rack. 


The Standard “Ever Ready” Calendar numbers 
58 and 46 have been and will continue to be 
the dealers’ mainstay in the “Ever Ready” line. 





You encounter less 
resistance selling 
quality merchandise 


TyPpo TRADING COMPANY 


65 Duane Street 
New York 






























































A FEW OF THE LEADING WHOLESALERS WHO HAVE SEEN AND ENDORSED OUR‘1934 LINE AND WILL ACT AS DISTRIBUTORS 
Associated Stationers Supply Co., Chicago—Adams, Cushing & Foster, Inc., Boston— 


Frank A. Weeks Mfg. Co., New York—Bainbridge, Kimpton & Haupt—New York 
American News Company 
A COMPLETE LIST OF “EVER READY” DISTRIBUTORS WILL BE PUBLISHED IN A LATER EDITION 
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4 lines of Filing folders 























by “your filing supply specialists’’ 


In order to keep Oxford dealers in the forefront of today’s 
competition for folder business, we have carefully built up 


these four lines of filing folders. 


THE 100 LINE. This is the old stand-by—the original Ox- 
ford folder line, but with the quality stepped up to a new high 
level. An all-sulphite stock, absolutely free from ground wood, 
unusually strong and durable. We think it is the best standard 
grade folder on the market. 


THE R100 LINE. Same as above, but with reinforced top— 
our DURATAB style, if you please. In certain sections of 
the country this style is gaining in popularity. We have them 
for you in various tab styles in letter and legal sizes at strictly 


competitive prices. 


THE 700 LINE. Here is the line for the price buyer—for- 
merly known as our Broadway line of folders. Made with 
Oxford workmanship throughout, neatly packed and attrac- 
tively priced. Available in letter and legal sizes in various 


tab styles. 


THE RK100 LINE. Kraft folders—in DURATAB style, in 
letter and legal sizes. Keep in touch with competitive 
conditions in your trading area to see if you need these 


Kraft folders. 


See the complete listing of all 4 lines in the new Oxford 
Handbook dated January 25, 1933. A copy of the Handbook 


and samples of any of the above folders sent on request. 


OXFORD FILING SUPPLY CO., 340-A Morgan Ave., Brooklyn, N. Y. 
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Corona Typewriters Inc., as salesman. Mr. Weems re- 
ports a fairly satisfactory business during 1932, during 
which time he moved to larger offices near the Birming- 
ham post office—GHW 
os 
January Displays at Chicago Marts 

A number of manufacturers making office furniture were 
represented at the Chicago marts, displaying at the Mer- 
chandise Mart or the American Furniture Mart. Among 
the lines seen by the dealers were the following: 

Algoma Products Company, 1125 American Furniture 
Mart—Contract items for the restaurant and hotel field, 
including Moderné items, were shown by W. H. Wark. 
Mr. Wark also works with the Milwaukee Chair Company, 
Merchandise Mart, on installations in public offices, court- 
rooms, etc. 

Heywood-Wakefield, 326 American Furniture Mart— 
This company’s lines of office chairs were displayed in con- 
junction with the household lines. Raymond Reed, adver- 
tising manager, was in charge. 

Imperial Desk Company, 1101 American Furniture Mart 
—Among the striking items in this display was a new 
Moderné desk of typical lines and decoration. 

George N. Lamb, 1017 American Furniture Mart— 
Screens and costumers made up this exhibit, which had 
the supervision of Mr. Lamb. 

Milwaukee Chair Company, 1815, Merchandise Mart, in- 
cluded an attractive selection of office chairs with its house- 
hold lines. The display was directed by A. H. Harcg, sales 
manager. 

Mutschler Rrothers, 1814 Merchandise Mart, presented 
“Samson” office table lines in conjunction with the house- 
hold items. 

Norcor Company, 940 American Furniture Mart, had an 
attractive display of folding chairs and tables with steel 
frames. 

St. John’s Table Company, 1637 American Furniture 
Mart, had an extensive line of household tables on view. 
The office lines were presented to dealers through cata- 
logues and photographs. Howard Petrie was in charge of 
this display. 

—— 
Exclusive Shaw-Walker Dealer at Duluth 

The Shaw-Walker Company has appointed the Taylor- 
Weygant-Goodspeed Company its exclusive dealer at Du- 
luth, Minn. The company occupies a very attractive store 
at 319 West Superior street, Duluth, where are displayed 
complete lines of business furniture, filing equipment, loose 
leaf devices and commercial stationery. 

C. H. Taylor, president of this company, has returned 
recently to the retail field in Duluth, having devoted his 
time to other interests since disposing of the business 
operated many years as Chamberlain & Taylor. J. L. Wey- 
gant and H. L. Goodspeed, associated with Mr. Taylor in 
the new company, have been prominent in Duluth retail 
stationery circles many years. 

——__—____— 

Cleveland Purchasing Agents Hold Informashow 

The 1933 Informashow and Advertising Night of the 
Cleveland Association of Purchasing Agents was held on 
the mezzanine floor of the Hotel Hollenden on the after- 
noon and evening of January 19. There was an approxi- 
mate attendance of 2000. 

There were over 100 exhibits and these included the fol- 
lowing firms in the office equipment field: The Addresso- 
graph-Multigraph Company, Buckeye Office Supply Com- 
pany, The Burrows Bros. Company, Chandler and Fisher, 
Hanson Business Machines Company, Cleveland Paper 
Company, Multistamp-Cleveland Company, Prefixt Forms, 


Shelby Salesbook Company, The Wolf Envelope Company, 


Union Paper and Twine Company.—AED 




















67 


RT Wy yey 


wile 


ES a 








A line which has both 
quality and individuality, 
variety enough for every 
requirement and manu- 
factured with the greatest 
care. 








MANIFOLD 
SUPPLIES 
COMPANY 


188 Third Avenue 
BROOKLYN <Guationt 2) N, Y., U. S. A. 
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a sensation in the 
visible equipment 


field 


AUTOMATIC. VANDEX 


* the fastest, most flexible, most compact 


of all visible card indexes, at the lowest 
price per card. 


it combines the speed and advantages 
of all existing visible card record in- 
dexes—with the flexibility and compact- 
ness of the vertical card drawer. 


it is replacing all forms of visible and 
vertical records because of its lightning 
speed, simplicity and economy. 


®* AUTOMATIC-VANDEX cuts labor 
costs in record keeping 50% to 75%. 


+ * * 


THE NEW AUTOMATIC 
EXPANDING FILE 





with 20% more capacity 


® the drawer that 


automatically 
expands 9 
inches. 


® the lowest cost per filing inch 


Send for Descriptive Literature and our Agency 


Plan Covering This Improved Complete Line 


AUTOMATIC FILE & INDEX CO. 


i General Offices—910 Butler Building 
427 W. Rendolph St., CHICAGO, ILLINOIS 
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Monroe Seven Year Club Gains Many 
New Members 

During the past month several sales representatives of 
the Monroe Calculating Machine Company, Ine., of 
Orange, New Jersey, have been notified of their election 
to the Monroe Seven Year Club. Among those who have 
been thus honored upon completion of seven years of con- 
tinuous service with the company are: J. R. Lyman, divi- 
sion assistant of the Northeastern Division, Buffalo, 
N. Y.; District Managers H. L. Lemasters of Wheeling, 
W. Va.; G. A. Preston of Omaha, Neb.; Walter McEvoy 
of Rochester, N. Y., and W. H. Macaulley of Salt Lake 
City, Utah 

rhis honorary club now boasts a membership of over 
three hundred employees of the Monroe Company in the 
plant and general offices at Orange, and throughout the 
field offices. This is an increase over the previous year’s 
membership of some seventy-five members, thirty-five of 
those who qualified during 1932 being representatives of 
the sales organization in the field 

Included in this group are several district managers 
now in their eighth year of continuous service with the 
Monroe Company, namely: H. E. Dunlap, Seattle; R. F 
White, Chicago; Mac Harrell, Wichita; A. R. Perry, Dav- 
enport, Iowa; R. H. Blondin, Burlington, Vermont; R. 
Templeton, San Jose, Cal.; F. L. Small, New Bedford, 
Mass.; J. F. Boniface, Charleston, S. C.; A. W. Fletcher, 
Providence; W. M. Riffe, Dayton, Ohio; S. P. Lovegren, 
Spokane, Wash.; A. W. Anderson, Minneapolis; H. 5S 
Michener, Columbus, Ohio, and E. E. Jones, Lansing, Mich. 

Ee 


Washington Typewriter Dealers Hold Annual 
Meeting 

The annual report of the Washington Typewriter Deal- 
ers Association was presented under date of January 12, by 
H. O. Harvey, president of the organization in the North- 
western state. The president reviewed the year 1932, in 
which he congratulated the dealers of Seattle particularly 
on the fact that they work together and prevent the de 
moralization of profits. Rentals particularly have been 
maintained one hundred per cent. 

Good reports came in from Spokane and other cities 
President Harvey complimented the grievance committee, 
entertainment committee and the membership committee, 
all of which did excellent work. He referred to the weekly 
pawnshop report as being one of the most beneficial ar- 
rangements for dealers. 

The following standing committees for 1933 have been 
appointed: Complaints and adjustments: D. H. Johnson, 
chairman; U. G. Moore and L,. W. Walker. Membership, 
H. O. Harvey, chairman; J. N. Anderson and E. L. Goss 
Entertainment: Cy Young, with authority to call on the 
membership at any time. 

——— 
Changes in Atlanta Stationery Field 

Recently J. P. Crenshaw, formerly with the Ivan Allen- 
Marshall Company, resigned and connected himself with 
the John H. Harland Company, Atlanta, Ga. 

E. A. Dabney, another Ivan Allen-Marshall man, has 
taken a position with the Atlanta Office Supply Company. 

Otis A. McAfee, formerly with the Office Supply Com- 
pany, is now with the Atlanta Office Supply Company. 

Frank Rives, formerly with the Foote & Davies Com- 
pany, has become associated with John H. Harland Com- 
pany.—JHR 

scceetiiiaiiiiiaaianas 
Leimhoff Heads Remington Rand Office at Austin 

Charles Leimhoff has recently been appointed manager 
of the Austin, Texas, office of the Remington Rand Busi- 
ness Service, Inc., at 207 West Eighth street. 
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Exit Price - Enter Quality 


THE stage is set for a quality comeback! Customers 
are fed up with price merchandise—with the trouble 
and disappointment it causes. Dealers are fed up 
with price merchandise—with the cut prices and cut 
profits it forces. Every one wants to see the end of 


bad bargains—a return to honest merchandise, fairly 
priced. Oakville is ready with the Yellow Box Line 
of stationery items, always a quality line, always a 
profit line, and always a guarantee of satisfied 
customers! 


















































A NEW OAKVILLE QUALITY NUMBER 


Improved Round-Head Fasteners: Oakville’s latest de- 
velopment in quality merchandise. . . . These round-head 
fasteners have a more brilliant, cleaner finish, more nearly 
permanent than any other. All burrs on the heads have 
been eliminated so they can’t mar the papers. It took thou- 
sands of dollars’ worth of new equipment, designed by Oak- 
ville engineers, to create this exclusive new fastener. Only 
years of experience in the manufacture of small metal-wares 


OAKVILLE @ 


make such improvements possible. The Acorn trade-mark 
on the head readily identifies this new fastener. Look for 
it! 
Oakville-American Pin Division 
SCOVILL MANUFACTURING COMPANY 


WATERBURY CONNECTICUT 
Utility Gifts of Metal 


Pins, Clips, Fasteners, Thumbtacks, Tak-a-pins, etc. 





NEW YORK CHICAGO SAN FRANCISCO 


OAKVILLE - AMERICAN 
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BUY AMERICAN HIDES! | 


~~ 
} EW modern industries need so much invested capital in proportion to 
turn-over as does the tanner. The length of time taken in the tanning 
process, the number of cuts made from each hide, and the number of grades 
of each cut, keep the tanner busy all the time balancing production and 


finding new outlets for the slower sellers. 


The simplest and easiest solution today to the upholstery tanner’s 
problem is to shut down half his plant, lay off at least half his workmen, con- 
vert his tannery into a “Finishing Shop” and buy foreign leather, tanned 
and ready for finishing in just such cuts and selections as he needs from 
time to time. The EAGLE OTTAWA LEATHER COMPANY feels that this policy 
if pursued in all branches of the tanning business and spread to other lines 


of industry would make our Nation’s problems go from bad to worse. 





Retailers of office furniture, furniture manufacturers, tanners and 


others paying Federal taxes applauded the recent decision of the House 
Committee to specify “ dmerican hides, raised by American farmers, tanned 


and finished by American workmen,” for the new House of Representatives 





furnishings. This was a source of as much gratification to genuine tanners 
as was the decision to unquestionably use American furniture to the furni- 


ture manufacturer. 


It will greatly encourage us in our decision to adhere to our policy 
of running a full tannery, converting the hides from the raw material to the 
finished product, if retailers of office furniture will specify AMERICAN TANNED 
LEATHER in all cases. This program should particularly appeal to dealers 


in the agricultural states. 


“BUY AMERICAN!” 


EAGLE-OTTAWA LEATHER CO., GRAND HAVEN, MICH. 





" 
i} 





NH 
Hh) 
iH) 
} 


























FEBRUARY, 1933 


Smith-Corona Contest Ends with Record Sales 
Month 


\ record sales month ended an unusual sales contest 
conducted during November and December by L. C. Smith 
& Corona Typewriters, Inc. The contest, which was in 
the form of an Indian Scalp Hunt, resulted in the rout of 
Chief Longface Depression and his 4400 warriors who 
represented 100 per cent of quota for the 44 branches of 


the company 

Branches were grouped into nine “nations” and prizes 
awarded to the leading branch managers and to the first 
and second salesman in each of the nine groups. 

The winning branch managers are: E. P. Haye, San 
Antonio; H. W. Foley, Providence; L. A. Griffing, Roches- 
ter; G. G. Carr, Springfield; R. L. Eddingfield, Omaha; 
F. J. La Ferrier, St. Louis; L. E. Roseman, Boston; J. B. 
Jones, Philadelphia, and H. J. Humphrey, New York. 

Che leading salesmen are: R. E. Winchester, Portland, 
Me.; R. E. Temple, Buffalo; A. L. Benarfa, Seattle; G. H. 
Farrell, Springfield; C. A. Wittkowski, Des Moines; C. E 
Stephens, St. Louis; D. W. Estabrook, Boston; R. P 
Capelli, Philadelphia; W. A. Fairbrother, Chicago 

Second place in the nine “nations” was won by the fol- 
lowing: E. F. Barter, Portland, Me.; J. J. Enoch, Balti- 
more; H. G. Swenson, Oklahoma City; A. M. Frost, 
Albany; G. D. Wixer, Omaha; W. A. Denvir, St. Louis; J. 
H. Wyatt, Boston; W. H. Lathan, Philadelphia; C. H. 
Emerson, New York City 

Local contests were also organized within the various 


branches, with spirited competition for additional local 


“wampum.’ 
—<o>-—__- 





PASSAIC HOUSE MAKES GOOD USE OF STEEL STORE FURNISHINGS 

Above is an interior photograph showing the new store of the John 

Malcolm Stationery Company, 708 Main street, Passaic, N. J. On the 

right appears the attractive steel shelving, greeting card racks and storage 
drawers installed by the Art Steel Company 


a aes 
Stevens, Maloney & Company Boost Buy American 
Movement 

Stevens, Maloney & Company of Chicago have sent to 
their friends supplies of cards about 3% x 5, urging every- 
one to buy American for prosperity and to keep American 
labor employed. Furthermore, “American made goods are 
superior,” which statement, in the words made famous in 
a song from a light opera of years ago—“which nobody 


will deny.” 











THE New LEATHER LINE 


The Right Chair at the Right Price 


Graceful lines, fine workmanship and superior finish distinguish 
this new line of leather upholstered chairs . . . correct balance, 
thorough comfort, pleasing outline . . . a highly attractive and 
inviting appearance, at a very special price. 

You'll find a heavy demand for chairs of this pleasing type. 
The growing tendency toward designs of this kind can be proven 
by showing a number of these chairs on your floor. We recom- 
mend that you place an order for display, being confident you 
will quickly realize the advantage of a representative stock. 
Handsome illustrated booklet with full details mailed on request. 


JASPER CHAIR COMPANY 


Jasper, Indiana 










Sales Representative 
for metropolitan Chi- 
cago territory, William 

- Brown, Ss. 
Wells St., Chicago, 
phone Boulevard 7957 
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With 
Removable 
Front Plate 





STAPLER 


and TACKER 
Model D-10 








Every day every 
time is fastening 


after it gets going 


ONLY 
$3.50 List 












For Factory Jor Office 
A MILLION PROBLEMS A DAY 


to do it effectively 
every manufacturing plant is an opportunity for you to create 
business by offering the quickest and most economical method 
of fastening things together. 

It is a great market with steady repeat business. It is easy 
to get this market started and almost impossible to stop it 


THIS MARKET HAVE NOT BEEN REDUCED DUR 
ING THE LAST TWO YEARS, BUT HAVE ACTU- 
ALLY INCREASED 

NEVA-CLOG LEADS THE WAY TO PROFITS. 


NEW D-10 EXTENSION 


NEVACLOG PRODUCTS. Inc. 


BRIDGEPORT, CONN. 


call your salesmen make—some one, some 
something together or else wondering how 
and economically. Every store, every office, 


DEALER SALES AND PROFITS IN 


A machine with a deep throat for stapling 
up to 1014” from the edge of paper or 
other material. The device itself is identical 
to D-10 with spring steel arm and movable 
gauge. Satin nickel finish, wood base. Uses 
Duplex D-1000 Staples—50 to a strip. For 
printers, advertisers, agencies, etc. For dis 
plays and general deep stapling. 
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Poundstone Becomes Factory Representative 

After an absence of a few years, M. L. Poundstone has 
returned to the office equipment industry and is establish- 
ing himself as a manufacturers’ representative at 32 North 
Zunis street, Tulsa, Okla. Mr. Poundstone has already ar- 
ranged for a number of well known lines and is giving his 
particular attention to loose leaf systems, forms and bind- 
ers; envelopes, both commercial and heavy mailing; carbon 
paper and ribbons for office machines; visible record card 
systems, and lithographing and printing. He plans to cover 
Oklahoma, southeastern Kansas and southwestern Mis 
souri 

Mr. Poundstone first became connected with the industry 
in 1908 in Kansas City. He carried the Proudfit loose leaf 
line and later took the Lefebure line. In 1910 he organized 
the Office Appliance Company, and by special arrangement 
with the editor of Office Appliances used the same signa- 
ture arrangement of the name as that used by this journal 

Mr. Poundstone remained with this organization as pres- 
ident and manager until September 1917, when he entered 
the employ of the Western Bank Supply Company in Tulsa 
\bout five years later he resigned to reestablish himself 
again as a factory representative. He served as Kardex 
representative for a time and later took on the lines of the 
Dandee Company, Noesting Pin Ticket Company and sev 
eral other lines, calling on dealers in Kansas, Oklahoma, 
western Missouri, Arkansas, Louisiana and Texas 

In 1924, Mr. Poundstone transferred his activities to the 
radio industry He operated a retail radio store until 
May 1932 and then began casting about for another field 
of business endeavor in which to invest his time and 
energy. He decided to return to the office equipment field 
and is now taking on lines to operate again as a manu 


facturers’ representative 





THE WESLEY A. RYAN SALES FORCE, NEW YORK, N. Y.—Selling 
toyal Signets and Royal portables by house-to-house canvassing, these 
salesmen have been brilliantly successful during the last few months. The 
Ryan organization came into existence early last fall when its leader, ex 
perienced in house-to-house home appliance selling, secured a Royal dealer 
franchise and organized a crew of men to canvass the homes in New York 
City Mr. Ryan supplements the salesmen’s efforts with a direct mail 
campaign 


——_-_ <> 

Patelski Conducts Chicago Sales for Bentson 
E. F. Patelski has taken charge of Chicago sales for The 
Bentson Manufacturing Company. He was connected 
formerly with the Aurora Metal Cabinet Company, and has 


any friends among the furniture dealers of that city and 


I 
vicinity. He is giving that territory special attention 
Dealers may expect fully his personal co-operation in any 
of their problems relative to steel office and factory equip- 
ment. Mr. Patelski’s Chicago office is at Room 2132, Build- 


ers building—telephone Dearborn 8277. 
































Globe-Wernicke 


is prepared to give 


Dealers e every where an... 


- OPORTNT 


to increase sales 


during 1933 on 
VISIBLE RECORDS 





Our new list on Visible Record Cards and Equipment, to- 
gether with a complete sales plan, which we know can be 
made productive, will be sent to any live dealer, where we 
are not represented. 

Merely 


You owe it to yourself to write for this literature. 
address the Visible Record Department. 


WOOD and PAPER PRODUCTS 


Steel Filing Equipment; Steel Office Furniture; Steel Shelving; 
Steel Storage Cabinets; Cello-Clip Map and Plan File; Visible 
Sectional Bookcases; Library Equipment; 
Wood Office Furniture; Stationer’s 
Filing Supplies; Special 


I I k I 
. 4 4 46 


Record Equipment: 
Partitions, Steel and Wood: 
Products; Wood Filing Equipment: 
Steel and Wood Equipment. 


Its 
Your 
Move 
= 
= 
= 
Xe, 


ww 








Globe=Wern icke 


and 


Factories at Cincinaati. O. 


Unrivaled in Completeness ... Unequaled ; TR OLIETITAy 





Avenel, N. 
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| Repeating -., MIDNIG 
MIDNIGHT 
MIDNIGHT 


with every sheet and every box... 




















Carter's MIDNIGHT Carbon 
Paper speaks for itself 


"THE inviting new box gives this 

paper a head start—because 
here’s a fine carbon which cus- 
tomers can’t forget . . for every 
glittering box and every star-span- 
gled sheet of Midnight Carbon im- 
press the name and its personality 
on the user . . vividly . . graph- 
ically .. over and over again. 
It’s obvious why repeat sales come 


so easily . . automatically. 


And behind the memory-jogging 
design of Midnight Carbon is solid 
quality: clear-cut copies . . long 
wear . . freedom from smudging. 
It’s convenient . . packaged 
cleverly and neatly . . arranged 


for easy removal of a sheet at a Cantees 
wein vice 







; , : .. 
time. And now it comes in three CATE NS 
ONtGur 
QRBOR 


*APER 





colors and three weights . . to 





5 
(carters 


meet all the varied demands made 
SEE DNIGCHITI 





on carbon paper. 

‘ CARBON 
It assures a steady, effortless re- PAPER 
peat business . . sell it once—and Matin Ke Ladd 
you'll stock it often. x . = a 








Carters \WDNIGHT 


THE IDENTIFIED CARBON PAPER 





The Carter’s Ink Company, Boston, New York, Chicago, Montreal 
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University of Washington Puts Up Law Building 


Elaborate office, court room and college furniture is 
among the distinctive features of the new $250,000 Law 
building recently completed on the campus of the Univer- 
sity of Washington at Seattle. This office furniture was a 


focal point of attraction at the dedication of the Law build- 
ing on January 6, when throngs of visitors were conducted 
through the building. Specially designed flat top desks 
to hold law books and provide space for writing materials 
and notes are among the features of the class rooms. A 
wealth of chairs and writing desks is provided in the dis 
cussion room \ moot court room completely equipped 
with judge’s bench, furniture for the bar, witnesses, jury 
and all essential details is another feature This room 
is designed after the fashion of an actual superior court, 
‘f which there are twelve in Seattle. 

On the second floor of the building there is another 
large classroom designed after the fashion of an amphi- 
theatre with a suite of offices for the administrative heads 
and a special corridor for faculty offices to which students 
cannot gain access except by appointment 

The large library will hold 6,500 books, with room and to 
spare for two hundred students. Here ultra modern desk 
equipment has been used. Besides the large individual 
lights overhead, each table has special reflecting lights fo- 
cused on the student’s books. Just off the library are small 
reading rooms for practicing attorneys, all elaborately 
equipped.—CML 

ee 

Trio of Salesmen at Troy Win Contest Honors 

In a master salesmen’s contest sponsored by the Yaw- 
man and Erbe Manufacturing Company, Rochester, N. Y., 
which included their hundreds of representatives through- 
out the country, three of the salesmen of H. R. Mann & 
Co., Inc., office equipment dealers at Troy, N. Y., won 
places among the first twenty-eight successful contestants 
who were awarded prize money. Messrs. H. Miles Nims, 
Donald C. Brogan and C. E. Wilson, Jr., are to be con- 
gratulated on their success under prevailing conditions 
Perseverance and cheerful industry can often work 
wonders, 

rhe contest began August 15 and closed November 14 

~>—_—_ 
Louis Melind Marks Path Around World 

Louis Melind, of Louis Melind Company, Chicago, made 
a trip to the western part of the United States in Decem- 
ber. Instead of returning to Chicago by rail, he took the 
long way home, which gives him an opportunity to visit 
in Japan, the Philippine Islands, India, French Indo China, 
passing through the Suez Canal, thence to Italy, France, 
Holland and Austria-Hungary—with a side trip to Ger- 
many—and thence to New York. Mr. Melind expects to 
return to the United States in March. 

aliiinnenens 
Shaw & Borden Company to Distribute Woodstock 
Typewriters 

Further to diversify its lines, the Shaw & Borden Com- 
pany, office outfitters, 325 Riverside avenue and 326 
Sprague avenue, Spokane, Wash., has recently taken the 
authorized distributorship for Woodstock typewriters in 
the Spokane area. The typewriter service of the business 
now embodies sales as well as rentals and rebuilding of 
machines.—CML 

slbiascatitan 
Birmingham Printery Moves Upstairs 

The Alabama Printing Company, Birmingham, will dis- 
continue its ground floor space and move upstairs at its 
present location. The stationery department which has 
largely occupied the first floor will be moved to the second 
and continued as usual, The printing plant has heretofore 


been located on the second floor—GHW 
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BusHNELL 


ENVELOPES 


Do Not Vary 
in Quality 








nywhere, anytime—pick 
up a BUSHNELL EN- 
VELOPE and you will al- 
ways find it the same ... No 
ups and no downs with the 
paper market and no scaling 
down in quality to meet mo- 
mentary competition. 


Our policy in this respect 
approaches its 56th year. 









ALVAH BUSHNELL CO. 
13TH AND WOOD STREETS 
PHILADELPHIA 


Expanding Wallets 





“Vertex” File Pockets 

















OFFICE APPLIANCES 


Win “Election Bonus” in Monroe Service Contest 


Cash prizes have just been awarded to the winners in 





a three months’ contest conducted by the Monroe Calcu 
lating Machine Company, Inc., of Orange, New Jersey, for 


the service departments of its district offices. The purpose 
} Ol IR | ROS|I } + | has of the contest was to acquaint users of Monroe adding-cal 
culators with the company’s maintenance service for insur- 


a list of names to index ing the perfect operation of their machines. Prizes were 
awarded on the basis of the number of contracts for su 
that is IS unuUus ual don’ t try to fit it maintenance insurance sold during the contest 
to a readv -made index = can t The district offices whose “ ry ier dk “ee nts nc prizes 
oe ngeles emphi 


a are: Greenville, S. C.; Los » ans: 3 s, Tenn.; 

be done. Build an index to fit Seattle, Wash.; Sacramento, Cal.; Columbus, Ga.; Pitts 

° sa ° burgh, Pa.: Cleveland, Ohio: Dallas, Texas: Wilkes-Barre. 

the peculiarities of the list from Pa.; San Antonio, Texas; Dayton, Ohio; Greensboro, 

_ ee N. C.; Fresno, Cal.; Scranton, Pa.; Jacksonville, Fla.; 

units that are regular stock. El Paso, Texas; Charlotte, N. C.; San Francisco; Phila 

delphia; Milwaukee; Atlanta, Ga.; Fort Worth, Texas; 

Houston, Texas: Phoenix, Ariz.: Clarksburg, W. Va; 

Lincoln, Neb.; Sioux Falls, S. D.; Tampa, Fla Fort 
Wayne, Ind 


Because the contest was launched during the time when 
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Ksvstem 





the national election campaigns were at their height, the 





Monroe contest was modeled along the lines of a political 








campaign, each service contract sold counting as a vote. 





Che honor of being elected president, with its accompany 
ing cash “election bonus,” went to that district which s« 
cured the highest number of votes. The offices of gover 
nor, state senators, and congressmen went to those dis 
tricts which ranked next in order, and the prizes were 


graded accordingly 




















Mimeograph Specialist for Mississippi Concern 
The Office Supply Company, Jackson, Miss., dealer for 
the A. B. Dick Company, has organized a Mimeograph 











Ca ) 


LL YJ IGY 


TRADE MARK REGISTERED 


department to afford complete service to its users. Wil 
liam Lyons, who has been with the Office Supply Company 
the past five years, is the head of the Mimeograph depart 
ment. He took a course of training in processes and serv 
ice at the home office in Chicago, bringing his knowledge 

of technique and results up to the minute The Office 
Has all the advantages of a stock Supply Company publishes a house organ, the “Spot 


light,” done on the Mimeograph, and distributed to users 


index, plus adaptability to all [sys.{" 
conditions. 5 A list of a few thous- Office Supply Conner Gene at Birmingham 
and may grow from day to day _ Te Office Supply Company has been organized and 


opened for business at 1921 Fourth avenue, North Birn 


and still be properly indexed by  iitsn'%s "tne wren we tian nt 


W. T. McGowin. Davis is a well known office supply 
simply adding guides when and. | catesman and McGowin was formerly a realty developer 
- . : Connections have bec made with Weis Manufacturing 
where needed. No limitations. ( anion sak S. S ek can ports are being sought. 
GHW 
—_ 
Use Coupon to ask us for Complete Alfords Moves to Larger Quarters in Mobile 
Information William Alford, Mobile, Ala., who at the end of the 
rental season last year leased a three-story building at 18 
Dauphin street, now has one of the most attractive and 


b best e ped stores 1 his localit I ltord, whos 
(The Wabash Cabinet Co. ee 7 usin en ee 


Wabash~Iindia company is known a 


ae \\ 
Company, specializes on Marchant calcula \Voodstocl 


typewriters and servic 





The Wabash Cabinet Co., Wabash, Ind. —_ 
Please send Complete Information covering your NATURAL SYS- Mt. Vernon Dealer Moves 
TEM of Indexing, which solves any indexing problem. No obligation. Che Argus, Skagit agent of the Art Metal Construction 
Company of Jamestown, N. Y., has moved its large stock 
Name of filing cabinets, desks, tables and other steel office equip 
ment to the Ornes building, First and Dennison streets, 
! Address Mount Vernon, Wash. The company is owned by Fred 
Ornes, who arected the Ornes building in 1922 CML 
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+42 DON’T LET PROSPECTS DIE cr 





The new Remingtons keep ’em alive 


N° matter what style or what priced portable your 

prospect wants there’s a Remington built to fit. 
That’s how Remington helps dealers sell more porta- 
bles. And listen! 
other portable typewriter in the world. 


Vore Remingtons are sold than any 
Use this over- 
whelming popularity to boost your 1933 sales. Stock 
the complete Remington line. The dependable Stand- 
ard Portable at $60, plus the 3 models shown below. 
give you a range of price and quality that keeps pros- 


You sell more porta- 


! 


pects from walking out on you. 


Be 7a 
sag : ne 
MEAL Wm 
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bles . . . many at “above-the-average-price”. Send 
for the complete Remington story. It’s a success story 


that can be duplicated in your store. 


Sell Remtico they'll come back for more 
Your profit on supplies depends upon the repeat busi- 
ness you get . . . so sell Remtico! There’s a Remtico 
ribbon and carbon paper at the price and quality need- 
ed for every kind of typing job. All may be ordered 
in attractive colored packagings for private brand if 


desired. Order today! 
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Lowest priced practical typewriter 
ever built... This thrifty Remie- 
Scout writes one size Gothic type on a 
standard 4-row keyboard. “Clicks” 
with the low price buyer. 


$4975 retail 


Writes capital and small letters... 
The biggest value in a low-cost shift- 
key machine. This Remie-Scout has 
standard 4-row keyboard. EBasy to read 
type in both small and capital letters. 


$3475 retail 


Remington Noiseless ... Champion 
of all portables... Here’s a ma- 
chine to use without disturbing 
others. Has all noiseless features at a 
price in the portable range. 


$6959 retail 


Remington Typewriter 


DIVISION OF REMINGTON RAND— BUFFALO, N. Y. 
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MODERN BUSINESS 
IS INTERESTED 


—"" R before has steel storage equipment offered the 
user greater values than it does today. This should be 


of interest to all office furniture dealers as it 1s to modern 


business executives. 


Not only is the trend toward steel in equipping the office of 
today because of the reduction of the fire hazard, but also 
because of its adaptability to every requirement. Offices, 


vaults, factories, libraries, storerooms all businesses, large 


and small—are prospects. 


CTER REL 


HE name, Terrell, stands at the fore- 
front of the storage equipment field. 
Terrell, now as always, represents the 
standard by which steel storage equipment 


is usually judged. 





OFFICE APPLIANCES 









F YOU as a dealer are not familiar with the complete line of Terrell products—cabinets, 


interior sections, wardrobes, lockers, steel shelving—you will profit by writing at once 


for full information. It will pay you in dollars and cents. 





Mr. Dealer—Terrell Sectional Equipment is adapt- 


able to all requirements of the business office. 


Sections for letters, cards, documents, maps, elec- 


trotypes, ete. Built for use in Terrell cabinets, they 


can be used individually if desired. 





| 
| 
| 


TERRELL DIVISION 


_ METAL OFFICE 


| FURNITURE CO. 


! GRAND RAPIDS, 
| D=|MICHIGAN 
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Fort Smith Lawyer Advocates New Type of School 
for Blind 

Pleasant H. Dickerson, an attorney at Fort Smith, Ark., 
himself a graduate of the Arkansas State School for the 
Blind, is advocating the establishment of a vocational 
school at Fort Smith where boys and girls may find employ- 
ment to pay their tuition, board and lodging. Mr. Dicker- 
son who is almost blind, began practicing law in 1908. Since 
his own graduation, he has had the idea of establishing a 
vocational school for blind students, to which end he has 
rented and is little by little renovating the old mansion 
of General B. L. E. Bonneville in Fort Smith. Here he has 
begun the building up of a student body of worthy boys 
and girls. To finance this school, he purposes for the 
present to sell works of art and furniture novelties made 
by the students at the school. Having learned trades at 
the school for the blind and having been a shop manager 
in furniture manufacturing, Mr. Dickerson believes himself 
to be capable of teaching handicraft. He also plans to 
teach simplified shorthand, typewriting and bookkeeping 
and other practical subjects. In this work he will be as- 
sisted by his wife and he proposes to name the school 
the Pleasant Elona Business and Industrial College, using 
the first names of himself and his wife. Mrs. Dickerson, 
who is prominent in lodge and club work, formerly taught 
art at the Hiram and Lydia College at Altus, which was 
abandoned several years ago. 

Should his plan succeed, Mr. Dickerson looks forward to 
expansion into agricultural industry. This is taken care of 
in his incorporation papers, which provide for a large in- 
dustrial school with farm holdings, where boys and girls 
may earn an education. 

Portland Credit Men Speed Campaign for 
Collections 

Choosing new directors from among the stationery and 
office appliance field in Portland, Ore., the Retail Credit 
Association of that city has launched with the new year a 
strong prompt payment campaign to speed the circulation 
of cash. R. R. Hudson of the Irwin-Hodson Company, 
and Laura M. Irwin of Bushong & Company, both promi- 
nent office equipment firms of the Pacific Northwest, have 
been selected as new members on the board of directors, 
along with several other leading business executives of the 
community. 

At this recent annual meeting it was decided to start a 
strenuous campaign for settlement of bills and relieve 
credit of its burden. It adopted as its slogan for 1933, 
“Pay Promptly.” This is being supplemented with the 
statement, “Bills paid promptly help us to help you.” The 
Portland organization, managed by Bernard B. Cantor, is 
a member of the National Retail Credit Men’s Association, 
of which E. Don Ross of the Irwin-Hodson Company, 
prominent office equipment dealers of Portland, is presi- 
dent.—CML 

— 
W. J. McKenzie Has Mimeograph at Calgary 

The Mimeograph dealership at Calgary, Alta., Canada, 
has been taken over by W. J. McKenzie, of that city. He 
has the distribution held formerly by D. J. Young & Com- 
pany. Mr. McKenzie paid a visit to the home office of the 
A. B. Dick Company at Chicago in January, to become ac- 
quainted with the organization, its product and processes. 

Ss 

H. G. Swenson District Manager for Woodstock 

H. G. Swenson, an experienced typewriter man, joined 
the ranks of the Woodstock Typewriter Company on 
January 1, 1933, as district manager for Oklahoma. Mr. 
Swenson is thoroughly familiar with conditions in that 
state, as for a number of years he has been working as city 


salesman in Oklahoma City. 























LINCOLN said 


**Nothing should lead you 
to leave your guns. Stand 
by your principles, stand 
by your guns and Victory, 
complete and permanent, 
is sure at the last.” 


————————~<e—______ 


STATIONERS should 


BE PREPARED to meet 
the demands of the con- 
sumer when the rebound 
of business strikes. De- 
pleted stock is not good 
merchandising. Success- 
ful Dealers must maintain 
a representative supply of 
salable goods. 


——_—~<>— — 


tM &V” Service Dept. 
is prepared to assist and 
protect the distributors of 
**M&V” typewriter ribbons 
and carbon papers. WRITE 
for catalog, prices and 
complete information. 


MITTAG & VOLGER 
INC. 


Principal Office and Factories: 
PARK RIDGE, N. J. 


Agencies Throughout the World 
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-» SPLIT YOUR EFFORT 


-- TIE UP YOUR MONEY 


- » BOOST YOUR INVENTORY 


OU'LL be doing all those things if you 
saddle yourself with several different lines 
of waste baskets. And profits aren t made 


that way. 


But profits are made by dealers who con- 
centrate on Canco baskets—who lowe1 
their inventories, speed up their turnover. 


with this successful quality line. 


Canco baskets are made of metal—thus 
they are hreprool, durable. Canco baskets 
are handsomely lithographed—in_beau- 
tiful oak, mahogany and walnut finishes. 
as well as in green and white. There is a 
Canco basket for every type of customer 
— sty led for institution, office, home. The 
line, the prices, are scaled to today’s 
business needs. Canco offers you a way 
out of metal waste 


to get real 


basket sales. 


money 





Galvanized Ware Department 


AMERICAN CAN COMPANY 


City Park Avenue and Hamilton St. 


rOLEDO, OHIO 
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Christmas Verses Bring Striking Response 


The H. & M. C. Company, Inc., manufacturers of typ 
ribbons and carbon papers, San Francisco, recently 
el it a double postcard, the sending portion being given 
ver to three verses and the return portion being left blank. 
From this card, A. L. Schirmeyer of the company states 
hey received more responses than ever before came to 
hem on any similar piece of literature. 
Che verses are as follows 
It’s a heck of a notion, that a curious bard 
Should expect a reply to a Christmas card 
No matter how nutty may the notion appear, 
I'll swap ‘Merry Xmas!’ for a ‘Happy New Year! 


So get out your pen—your job is quite easy, 


Just sign your name or write something breezy 


Be as frank as you please—don’t cramp your style; 


Write what you think—I promise to smile 
The card is addressed and the postage provided; 
[If I don’t get an answer the scheme is lopsided; 


But it’s O K by me—my wish is sincere 


For a right Merry Xmas and Happy New Year!” 
> 
Shaw-Walker Window Display of Filing Supplies 


Mi h 


mpany at 


\ window display featuring filing supplies in the 
Walker C 


these b 


an avenue window of The Shaw 


made a spectacular showing of read-and 


unusually effective because of its 


items. It 


Was 








DRAMATIC WINDOW DISPLAY ON MICHIGAN AVENUE, CHICAGO 
SHOWING SHAW-WALKER FILING SUPPLIES 

dra appeal, and the emphasis it gave to the impor 
tance of filing supplies While the display was concen 
trated solely on filing supplies, it gave a quick and com 
prehensive view of the wide range supplies included 
n The Shaw-Walker line 

The illustration embodies display ideas which any dealet 


filing supplies can adapt with profit. 
aa 
Special Color Composition for Window Advertising 


With the intent of enabling the user to make the best 
use of his window for advertising purposes, the Pelikan 
Werke (Gunther Wagner), Hannover, have issued a new 
color plan for advertisements on window cards. Usually 
the upper one-third of the window is not fitted for and is 


t used for displays. Shop owners therefore have used 
iper letters for this part of the cards. The new window 
idvertising color called Pelikan-Plaka-Color is used as a 
substitute for paper letters. It is of high brilliancy and 
ay be applied with a brush or a stencil system or by 
mechanical spraying. It dries very quickly, resisting damp 
ness. but mav be easily removed by wetting and scraping 
ERB 

-_ 
San Francisco Envelope Company Opens in Seattle 

New distributing offices have recently beet pened by 
the Capitol Envelope Company of Sat Fran in the 

nal Sales building, Seatt!l CMI 
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No matter that this desk is popular priced in single and double pedestal type- 

writer styles — Clemco — table- 

No matter that prices have been reduced phone stand—costumer—waste 
basket. 


No matter that new designs have come and gone 


The No. 2200 maintains its value—by its superior 
quality and quality is always in style—is always 
saleable—is always recognized—is always appre- 
ciated. That is what keeps the No. 2900 series 
always new on your floor, and that is why our 
dealers place it in the forefront of merchandising 
values on the market today. 


GOOov =“ 


MYRTLE 












/ iti the QUALITY 
that is always. NEW 
inthe MYRTLE 2200 


WALNUT SERIES 








No. 2267-F 66x36—Shown 

No. 3267-F 66x36—4-drawer 
pedestals 

Also made in 60", 52”, 42” sizes and 





Write for the Myrtle Catalog 
and Recent Supplement 


MYRTLE DESK COMPANY 
HIGH POINT, N. C. O.A. 2-33 


Gentlemen: Please send copy of your latest 
catalog and price list. 








FOR 3 —_— 


DESKS 
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NEW! 


3 Distinctive 


Desk Sets 
By Autopoint! 


PF130 
3 : f | | 4 DESK PEN STYLE 
eauti U y sty e€ Perpetual calendar with 
Pen or Pencil holder 
(Pen not included) 
















—each serves two 


practical purposes 


Aurtopo1n1 now offers three distinctive 
desk sets in addition to its well-established line 
of pencils, fountain pens and leads. Here is a 
profitable item with unlimited sales possibilities 


Priced exceptionally low to interest every busi- 





ness man practically no sales resistance due to PC132 
CALENDAR STYLE 

Three months’ calendar— 

present, past, next month 


its value and beauty. 








Like all other Autopoint products these desk 
sets are simply and attractively designed—in 
keeping with the modernistic trend. They are 
made of rich, black Bakelite and mounted with 
nickel finished metal parts. Makes an excellent 
bridge prize and an appropriate gift for men. 
Most important is that each set serves two prac- 
tical purposes as indicated on the illustrations at 


right 


Now, at the beginning of the year is the time to 


stock Autopoint desk sets. Just when every PS131 aad 
F ; SMOKERETTE STYLE 


; Covered ash tray 
ries. Start featuring Autopoint desk sets now. Eliminates ashes . . _ 
= . — 





business man is in the market for desk accesso- 







Write for full information. 





The “Better Pencil” — made of Bakelite 





Autopoint Company, 1801-31 Foster Ave., Chicago, III. 
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PASSED AWAY 
Russell C. Parker 





After an illness lasting three weeks, Russell Clemens 
Parker, vice-president, credit and production manager ol 
The Parker Pen Company, elder son of Mr. and Mrs. 


Parker, passed away on Sunday, January 8, at 
904 Court street, Janesville, Wisc. The imme- 
diate cause of death was pneumonia contracted while fight- 


George S. 
his home, 
disease known in medical circles 


ing the ravages of a rare 


as aleukemia-leukemia. To check this disease a number 


of blood transfusions were resorted to. Pneumonia, which 


developed on January 6, added a fatal complication to an 
already desperate condition. 

Parker was born in Janesville, September 15, 
of to 


Russell C. 


1893, the three children born George S. and 


first 





PARKER 


LATE RUSSELL C. 
Martha M. Clemens Parker. The elder Parker 
Janesville in 1890 and founded The Parker Pen Company 
Russell Parker spent his early 


THE 


of which he is president. 


vears in Janesville, where he received his grade-school in- 


struction, continuing his education at the Howe Schoo! 
for Boys, a military training school at Howe, Indiana, 
afterward graduating from Lake Forest Academy. Soon 
after graduation, he became associated with The Parker 


Pen Company, where he early showed marked executive 


and organizing ability. On the entry of the United States 
into the World War young Parker enlisted in the service 
and was assigned to an officers’ training camp at Madison, 
Wisc. Later he was transferred to Camp Grant, IIL, but 
the war ended before he could receive his commission. On 
being released from the service he rejoined his father’s 
company, where his industry and ability soon caused him 
to be 
He was one of those responsible for the rapid advance of 


advanced to successive positions of responsibility. 


the company to its present enviable situation in the indus- 
try. He was markedly successful in factory management, 
plant development and personnel, and was regarded with 


affectionate esteem by every member of the Parker organi- 


zation 
His abilities were recognized also by friends outside the 
company. A few years ago he was made a member of 


the Board of Directors of the Merchants & Savings Bank, 
which position he held until his passing. 

Mr. Parker leaves surviving his widow, formerly Eleanor 
Jackson of Chicago, to whom he was married in 1926; one 


daughter, Patricia Eleanor, and a son, George S. Parker II. 


| 


| 
| 
| 
| 
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Anyone..who can 
fold, seal and stamp 
a letter...can set up 


TRANSFILE 


STEEL REINFORCED STORAGE CASE 





- folds together without any screws or bolts 
to attach—Steck one on another as many and 
as high as required, the bottom drawer oper- 
ates with the same free, easy and smooth 
effort as the top. Angle wire interlocking. 


GET A SAMPLE NOW! 


amo And=many dealers 


who are handling 
GUSSCO FILING SUPPLIES 


are expanding their 
business and making 
more profit. Would 
that interest you? 


GUIDE SYSTEM & SUPPLY COMPANY 
335 CANAL ST., NEW YORK CITY 














IT f00KS LIKE QUALITY 


it Gs QUALITY 
Cn memneeae 








and the PRICE 
makes it a BARGAIN! 


N their beautiful new boxes, Imperial Typewriter 
Ribbons wear the dress of quality products. And 
the ribbons in the boxes justify this quality appear 
imce they are in all respects as fine as can be made 


But that’s not enough. In this era of economy pric« 


important To get sales, to have fast turncver, to 
make money, you have to sell at good prices. So we 
have priced Imperial Typewriter Ribbons at figures that 


astound the trade! 


[Even if you re ultra-conservative, the most exacting 
Imperial Ribbons will quickly con 
ou can sell them rapidly and in fine 


test you can 


vince you tn 
volurme [hey re made right and priced right to give 
you turnover and profit—now—and to build repeat 
ale ior years t come 
y » fre an Impe : ine } g 

: ind ¢ " 


CO. 


4 


IMPERIAL MANUFACTURING 


Pp ¢ 


401 Mulberry Street, Newark, N. J. 


MPERIAL 


TYPEWRITER 
RIBBON § 


MPERIAL MANUFACTURING 1 


‘ NA ~ 
4! ilberry S .ewar 








UFFICE APPLIANCFS 


He also leaves surviving his parents, Mr. and Mrs. George 
S. Parker of Janesville; one brother, Kenneth S. Parker, 
second vice-president, sales and advertising manager of 
[The Parker Pen Company, and one sister, Mrs. Gerald A 
Bate of Ottawa, Canada. 

Funeral services were held on Tuesday afternoon, Jan- 
uary 10, at the Parker home, 904 Court street, Janesville, 
the Reverend Frank J. Scribner of the First Congregational 
Church officiating 

We join the many other friends of the Parkers in regret 


ver the passing of one greatly loved, and extend our sym- 


pathy to those near and dear to him wil are now in 


sorrow. 


Y Y ba 
-« Loe oe! 


O. H. Chamberlain, Jr. 


O. H. Chamberlain, Jr., for a number of years an out- 
standing member of the sales department of the American 
Multigraph Sales Company, died in Los Angeles on 
December 28 after an emergency operation for appendicitis. 
Complications were discovered and in spite of all efforts 
to save him, he passed away about three hours after the 
operation 

Mr. Chamberlain was born at Champion, Mich., March 





THE LATE O. H. CHAMBERLAIN, JR 
(From a photograph taken many years ago) 


78. He attended high school at Iron Mountain, Mich., 


4c 


and on graduation went to the Northwestern University, 


x. 18 


where he spent two years. Following his college experi- 
ence, he became a salesman for the National Cash Register 
Company in Detroit and after four years in that position, 
he was transferred to the factory at Dayton, Ohio, where 
he spent a year as class instructor in the company’s 
schools, and then was put in charge of the systems and 
sales departments 

In 1907, Mr. Chamberlain became Philadelphia division 
manager of The American Multigraph Sales Company, and 
the following year was appointed assistant general sales 
manager under E. A. Russell, then general sales manager 
When a little later L. W. Jared became general sales man 
ager, Mr. Chamberlain requested a division managership 
and was accordingly placed at the head of the Chicago di- 
vision 

Not long afterward, some time in 1909, he left the office 
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‘fy< S. PARKER agrees with America’s 
J \jeading pen merchants—that when a 
person buys a guaranteed-for-life pen he 
is taken out of the pen market. Instead of 
again becoming the purchaser of a pen 
later, he brings his old pen back to the 
dealer for free service. 


After millions of guaranteed-for-life 
4 pens have been sold, the dealer is in the 

business of servicing pens free instead of 
selling pens for profit. Dealers’ time and 
salespeople’s time is taken up. The factory cost of servicing may 
be small, but dealers believe it would be better to put that 
money into new improvements, higher quality, and fresh sales- 
making ideas. And Parker has decided they are right. 





Geo. S. PARKER 


As the first step, dealers welcome Parker’s policy in putting out 
the new Parker Vacuum Filler Pen without a guarantee for life. 

As proof that a pen can be the leading seller without being 
guaranteed for life, consider this: In 1927,when Parker guaranteed 
only the point of the Duofold, independent investigators asked 
consumers in 27 cities, which fountain pen they would buy next. 
And 39% more said they would buy Parker than said they would 
buy the pen selling second, on which a guarantee for life had 
been offered for several years. 


Today, Parker Vacuum Filler Pens are outselling guaranteed- 
for-life pens of all makes wherever comparative sales records have 
been available. In the first preview to consumers, more Parker 
Vacuum Filler Pens were sold in one week than the same store 
sold of four other brands combined, in the entire month preceding. 
And remember, sales of Parker Vacuum Filler Pens DO NOT 
take the purchaser out of the pen market. 


Continuing until March Ist only 
Duofold Pencils Free with Parker Duofold Pens 
Sold at the Full Price, $5 to $10 


(without trade-in allowance) 


Parker’s January pen turnover this year promises to surpass any 
January since the peak of prosperity. This is due to Parker’s 
amazing plan of giving a Parker Duofold Pencil absolutely free 
to every purchaser of a Duofold Pen at the regular price. 


Hundreds of dealers favor continuing this sale for one more 
month, and Parker has decided to do it. To support the plan we 
will run TWO Saturday Evening Post advertisements in February, 
on the 4th and 18th, instead of our usual one advertisement a 
month. Both feature the Free Pencil offer. 

Giving away Parker Duofold Pencils doesn’t cost the dealer 
one cent. What the plan amounts to is giving away the Duofold 
Pencils you have in stock (new or old style) and when you 
reorder pens to replace those you sell, get free from Parker, 
brand new, latest style Parker Duofold Pencils or Parker Vacuum 
Filler Pencils to replace the pencils you give away. 


Sell Two Ways 


(1) Duofold Pencils Free with Duofold Pens at Regular Price $5 to 
$10 (no trade-in), appeal to people who have no old pens to trade. 


Geo. S. Parker supports movement of 20,000 retailers to 


End tn». Guarantee for Life 


on Fountain Pens 











. Aue Resenidiet eo 
os 
— NT en ee 





Fills by Vacuum—Holds 1027 
Platinum and Gold Point Writes Two Ways 


More Ink— 


(2) Trade-in Allowances, on sales where you do NOT give free 
pencils, appeal to people with old pens to trade. 


Whichever way you sell—Parker pays you back in free pencils 
or by crediting you the standard allowances made for old pens— 
but NOT BOTH. 


Free Pencils sell Duofold Pens at 4 to 5 times the normal rate 
—when dealers get behind the plan. Make February bigger than 
January—advertise Free Duofold Pencils in your local news- 
paper, in your windows, and with circulars. Have your sales- 
people talk it up to everyone who comes in—a P. M. to your 
salespeople on February Parker sales will still further boost 
your volume. 


If you were not enrolled in this great merchandising program 
in January, fill in and mail the coupon below at once, so we 
can enroll you in this sale, send you window displays, and see 
that the pencils which you give away are replaced at the proper 
time. The Parker Pen Company, Janesville, Wisconsin. 280 


Pin to your letterhead . . . Mail at once 
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; jl he Parker Pen Company, Dept. 40, Janesville, Wisconsin ; 
; Gentlemen: We will join you in offering a Duofold Pencil : 
1 free with every Duofold Pen sold at the regular price during 4 
February. Please send us enrollment blank. : 
1 ' 
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Méeto$2 per Lb. Over Postage! Short Postage! 


Present postoffice scale sensibility and weight toler 
















Airmail rates at l3c and Ist class mail at 3c per Prevailing postal rates necessitate the use of this 
ounce are vital items in the budget of every firm entirely new type scale to insure the mailer against o— Se SS ae ws ng iediea Ge 
today costly postage waste required ’ 
OVER-UNDER Weight Over 20,000 new-type TRINER 
indicator at end of beam 
f Scales recently installed by the 


indicates an unmistakable 
hair-line balance. 






U. S. postoffice department be- 
cause a variation of only a FEW 
GRAINS is now permitted be- 
tween each ounce division—such a 
fine variation is not apparent in 







any ordinary scale. 


EVERY HALF-OUNCE 

is accurately and deeply notched on the 
brass beam—the only positive provision 
for seating the poise in order to obtain 
accurate balance. 
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This New Type Scale 
Pays for Itself 





, x y oz. with computing chart. 
Airmail No. 1—Capacity 1 Ib. x '/2 oz. with computing chart. 
i 
x 


Airmail No. 4—Capacity 4 Ibs. . ; . . 
in postage saved ina short time even in 


Airmail No. 9—Capacity 9 oz. 2 oz. without computing chart. the small mailing soom. Bussiness 

Computing chart shows ali mail and parcel post rates up to full capacity. houses, banks and the U. S. postoffice 

dept. are making constant and profit- 

TR INE R SCA LE & NM KG CO able use of this new type Triner scale. 
4 A o714 Wee ty Pret * To dealers it offers an opportunity to 

c oot Sist eset create new business by demonstrating 


Chicago, - - Illinois 
and selling economy. 








: MORE THAN 
- oe) SIX CARLOADS 
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and Filing Equipment 
Are in Use in the 
New Offices of the 
Santa Fe Railroad 


NEW GENERAL OFFICE BLDG. Galveston, Texas 


SANTA FE R. R., GALVESTON, TEXAS 
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Over 600 Vertical Units, Tariff Files, Document Files and Tables—in 
fact practically all office equipment excepting shelving, lockers and a 


few miscellaneous items were fabricated by— 


THE STEEL FIXTURE MFG. CO. 
TOPEKA, KANSAS 
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equipment industry and became southern states representa 


tive of the Cleveland Tractor Company with headquarters 
at Atlanta. He remained in this position until 1916, when 
he engaged in sales instruction to automobile dealers and 
salesmen, covering most of the districts in and around 
the principal cities 

In 1924, Mr. Chamberlain moved to Los Angeles, super 
vising sales schools in the automobile, banking and real 
estate industries. 

Mr. Chamberlain was an able writer, and contributed 
many articles to this journal. Subscribers of a score of 
years ago will remember a series of fine selling articles 
by Mr. Chamberlain. These were later published in book 
form by Office Appliances under the general title “Sales- 
manship.” 

Office Appliances extends sympathy to Mr. Chamber- 
Chamberlain, Multigraph sales agent 


> 


lain’s brother, R. F 


at Toledo, O., and to other relatives. 
rls rls le 
L. H. Rogers 
Libbeus Harding Roge rs, 85 years old, identified for 


many years in his prime with the development of the mani- 
folding and carbon paper business, and a national leader 
in several industries, died late in December at Portland, 
Ore. He was born in Cincinnati, Ohio, July 26, 1847, and 
lived a vigorous, active life until old age overtook him. He 
organized in 1870 in New York City the Rogers Manifold 
Carbon Paper Company and was granted 82 patents on 
various worthwhile inventions and improvements of one 
sort or another—many of them devoted to carbon paper 
and carbon paper products. 

His intensive study and striving for improvement and 
progress, his learning and research, led to his writing and 
publishing numerous pamphlets, brochures, and books 
which have enjoyed wide circulation in this country. His 
interest in the field of authorship led to his desire for a 
large organization of leading authors, and he became a 
founder of the Authors’ Club in New York City. 

Exploring was also a major interest of the learned car- 
bon paper maker, who had traveled all over the globe, con- 
ducting investigations in far corners of the earth. He was 
a charter member of the Explorers’ Club 

For the past ten years he had lived with a son in Port- 
land—Homer A. Rogers, who, together with another son, 
L. H. Rogers, Jr., attorney at law in New York City—and 
four grand-children in Portland, survive. 

Among the friends of this distinguished pioneer in the 
carbon paper industry were the late Thomas Edison, Alex 
ander Graham Bell, Andrew Carnegie, and many other 
leading citizens and captains of industry —CML 
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Thomas S. Handley 

Thomas S. Handley, fifty-four, typewriter manager at 
Kansas City for Remington Rand, Inc., who first sold 
Remingtons twenty-six years ago, died suddenly in that 
city on December 16. The popularity and esteem in which 
he was held extended to many cities 

At Buffalo, news of his death was received while the 
typewriter men of New York state were in convention. 
At the banquet the same evening, Paul S. Jones, sales 
manager, paid a touching tribute to Mr. Handley and the 
entire group stood in silence as a tribute to his memory. 

Mr. Handley was born in Kansas, September 12, 1878, 
and attended high school at Independence, Kas. Later 
he attended business college. From 1900 until 1907 he was 
employed by the Union Pacific Railroad, and from 1907 
to 1913 was with the Remington Typewriter Company at 
Kansas City and in Richmond, Va. For fifteen years he 
was in business for himself at Cincinnati, St. Louis and 
then back to Kansas City. On February 1, 1928, he joined 
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MeLEOD 
v.00 DESKS 





These Good Values 


are worth especial display 
and demonstration 


Keep them continually represented in your 
furniture exhibits and on occasion, point 
out the particular value. This McLeod 700 
series, made possible by reason of an 
abundant supply of raw materials near our 
factory, has been the means of stimulating 
business for office furniture dealers ‘in 
several of the largest U. S. markets. They 
are made of combination walnut with rails 
and posts of select gum, and panels and 
tops of full sliced, striped walnut, and are 
finished in Duco by our regular high grade 
finishing process. 

Five flat top sizes—60x32, 36x24, 32x40, 
48x24, 50x30 inches—afford variety for prac- 
tically every office and home use. And there 
are secretarial and typewriter desks, together with 
tables to match. 

The McLeod 700 series presents a most re- 


markable combination of good quality and low 
price. Inquiries are fully and promptly attended. 


MeLeod Furniture 
Company 


Laurel, Mississippi 














Standard sizes 


1511 W. 38th Street 








Grades to suit all needs 
Wound in our own plant 
Free from lint and breaks 
TELETYPE ROLLS 


Samples and quantity prices on request 


Rockwell-Barnes Company 


- - Chicago 











UTILITY CABINET 


—an attractive new item 
with a wide sales appeal 


The new No. 600L ASCO 
storage or utility cabinet is 
roving a real sales producer. 
a like the trim appear- 
ance and the beautiful finish 
of green, grained mahogany 
or grained walnut. 43 inches 
high it furnishes adequate 
space for storage and it fits 
harmoniously into all sur- 
roundings. Madeofhigh grade 
furniture steel, equipped 
with paracentric lock, sani- 
tary base and three shelves. 


Here's an item that will sell 

off the floor. Get a sample 

for your display floor now. 
The price is right. 





THE LINE OF QUALITY 
AT POPULAR PRICE 


ASCO is a complete line of office 
equipment in steel. The new 200 
series of vertical filing equipment is 
rapidly becoming a favorite where the 
high price features at a low price are 
required. ASCO card boxes and cab- 
inets are everyday repeaters. Stock up 
on ASCO for profit. 


ART STEEL COMPANY, Inc. 


300 E. 145th Street 


NEW YORK, N. Y. 
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Remington Rand, finally becoming manager of the type 
writer division of that office. 

Mr. Handley is survived by his wife and six sons, Tom 
Handley, Jr., being a member of the typewriter organiza 
tion in his home city 

. & 
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Lloyd Barton Unland 

Lloyd Barton Unland, sales representative of The Wahl 
Company, Chicago, passed away suddenly at his home, 
December 16. He was buried in Acacia cemetery, just a 
short distance outside of Chicago. He is survived by his 
widow, Ruby Unland; two daughters, Mildred and Thelma, 
aged twenty and eighteen, respectively, and a host of 
friends. 

For approximately thirteen years Mr. Unland was a 
member of The Wahl Company’s sales organization. He 
started with a small territory in the east and later had 
charge of a much larger area with headquarters in the 
home office. He left the organization and spent a couple 
of years in Florida, after which he returned to Chicago 
and again became connected with his old organization 
Prior to his Wahl Company connection, he directed sales 
for The Meilink Steel Safe Company, Toledo, and Aurora 
Metal Cabinet Works, Aurora, Ill., now known as Aurora 
Metal Cabinet Company. 

Our sympathies go to his family and all whose pleasure 
it had been to know him. 
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Charles S. Jonas 

Che passing of Charles S. Jonas is greatly regretted by 
a large circle of friends who extend sympathy to surviving 
members of the family. Mr. Jonas, a former partner in 
the Oxford Filing Supply Company, passed away about 
10:30 A. M. on Sunday, January 8, at his home in Sea 
Cliff, Long Island, N. Y., following an illness of two 
months. He was in his seventy-fifth year 

Fifty years ago, Mr. Jonas and his brother, Richard A 
Jonas, formed the partnership of Charles S. Jonas & Bro., 
paper rulers, of which firm the present Oxford Filing 
Supply Company is the outgrowth. He retired from ac- 
tive business in January, 1928. He was, in addition to his 
other interests, for many years treasurer of LeComte & 
Company of Brooklyn Always actively interested in 
church work, he was for twenty-five years treasurer of 
the Bushwick Avenue Methodist Episcopal church in 
Brooklyn and was then made president of the board of 
trustees. He was also a director of the State Bank of Sea 
Cliff 

Prior to his retirement in 1928, Mr. Jonas attended sev- 
eral conventions of the National Stationers Association. 
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Elmer O. Erickson 

Sunday, January 1, 1933, Elmer O. Erickson, who has 
covered the middle western territory for the C. Howard 
Hunt Pen Company for about fifteen years, died following 
an attack of double pneumonia and pleurisy. He is sur- 
vived by his mother and a brother. 

Mr. Erickson was only thirty-nine years old at the time 
of his death. He was a genial gentleman and a successful 
salesman. Dealers throughout his territory will miss his 
pleasant and friendly personality 
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C. P. Davis 

The funeral of Clarence P. Davis was held at his home 
Sunday, December 11. A large group of members of the 
stationery trade were in attendance 

Mr. Davis had been in the stationery business for thirty 
years and at the time of his death he was manager of the 
stationery department of the Harvard Co-operative So- 
ciety in Cambridge. He was a tireless worker for the in- 
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The 
PROFIT TRIO 
meets every stapling machine re- 
quirement. The No. 7 for the 
customer who wants the best. The 
Babe for the customer who wants a 
small handy stapler at popular price. 
The No. 13 for the customer who 
needs a heavier duty machine. 





The Babe 
Light weight, 
small size, sturdy 
and dependable 





The No. 
aur 


13 Using three sizes of staples, 


and '»” shanks, binding up to 120 
dies of 16-b. paper. 








Guaranteed 


Under Bond 
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Wi C10 PROOF WEAR PROOF 
STAPLING MACHINE 


INSURED AGAINST CLOGGING - —— p= 
BY AUTOMATIC CONTROL 


~ 


NUM, rk 


EN STEEL ews) 
_ 


rt 


-> 
CONSTRUCTION | _« 
CHROMIUM ~ Z ‘A 
PLATED 


for [ears 


New No.7 # 


the climax of mechanical genius 


The new No. 7 is the finest 
stapling machine that the best 
mechanical engineering and de- 
signing brains guided by our 
long years of experience could 
develop. No restrictions on cost 
or selling price limited our 
efforts. We had only one idea 
in mind—perfection at any cost. 
And here it is! 


Mechanical Perfection Ends 


Your Troubles 


Parts subject to wear made of 


specially hardened tool steel. 
The No. 7 is wear proof. Pos- 
itively non-clogging. Tem- 


porary or permanent fastening. 


Parrot Speed 


388 BROADWAY, 








PERSTENER. 


——_ =U. 8. Pa S. Pat. Off. 


No comebacks for repairs. 7- 
year guarantee under bond. 


Increases Staple Sales 
The No. 7 is always “rarin’ to 
%° T . . 
go.’ Never laid up for repairs 
thus increasing staple consump- 

tion for increasing profit. 

Sells on Sight 
The deep, chromium, rust-proof, 
highly polished finish and pleas- 


ing de ‘sign quickly develop a de- 
sire for immediate possession. 


Send Sample Order Now 


Sell the No. 7 for profit. No 
alibis needed just staples. 
Special display for window or 
counter. Act quickly. 


Fastener Corp. 


NEW YORK, N. Y. 
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“Radiergummi!” says Germany 

meaning “Erasers’—by Weldon 
Roberts—that correct mistakes in any 
language. TRI PLY No. 399 is a favor- 
ite of typists the world over. A center 
layer of gray rubber erases ink and type- 
writing. An outer red rubber ply on 
either side obliterates pencil marks and 
smudges. Made by America’s eraser spe- 





cialists 
Y, WELDON ROBERTS RUBBER 
COMPANY 
. 4 Newark New Jersey 





















Standard ~~ 88 Styles 
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eR CHAI, 
@ " 
YASPER. eS 





As pioneer desk makers of New No. 800 Series Chairs in 
Jasper, Indiana, we can offer Seid Amesicon Wola: A 
you the best in high quality 


desks, time tried and quality Pleasing Design, with a Deep, 


tested for fifty-two years. Rich, Durable Finish. 
The JASPER d The JASPER 
DESK CO. ““ CHAIR CO. 


Desks and chairs can be purchased from us in pool 
cars at carload discounts, lower freight rates and 
the assurance that goods arrive in first class con- 
dition, without damage. We solicit your inquiries. 


JASPER, INDIANA 








F Desk Co., Louis H. Farber, 7300 South Shore Drive (Phone Saginaw 8785) 
CHICAGO REPRESENTATIVES: For Jasper Chair Co. William H. Brown, 4504 S. Wells St. (Phone Boulevard 7957) 
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dustry and was the originator of the famous Davis Midway, 
that popular attraction at the Boston Stationers annual 
summer outing. In his passing the industry has suffered a 
grievous loss. He was an industrious worker and a faith 


ful friend. 
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William H. Sanford 

William H. Sanford, stationer at Worcester, Mass., many 
years, passed away shortly before the new year at his 
home, 15 Schussler road, Worcester. He had been ailing 
but a short time. He was sixty-four years old, and presi- 
dent and treasurer of the Sanford-Putnam Company many 
years, 

Mr. Sanford was born in Worcester, the son of George 
L. and Ellen A. Sanford. He entered the stationery and 
bookstore of his father after graduating from the local 
public schools, and continued with that business until his 
passing. Surviving are a daughter, Mrs. Richard W. 
Young, and granddaughter, Miss Dorothy Young. Mr 
Sanford’s affiliations included Morning Star Lodge A. F. 
& A. M., Rose of Sharon Lodge, A. F. & A. M. (charter 
member and trustee), Worcester Council, U. C. T., and 
Worcester County Mechanics Association. Mr. Sanford 
was affiliated with the Central Congregational church. 
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Frederick Clarence Hammond 

Frederick Clarence Hammond, a stationery salesman of 
Charleston, S. C., passed away after a brief illness January 
15. He was sixty-two years old. He was a native of 
Camden, N. J., and educated in New Jersey. Later he 
went to Charleston, and was connected with Hammond’s 
Book Store, conducted by his uncle, Isaac Hammond 
Afterward he traveled for a large stationery concern. Sur- 
viving are his widow, who before her marriage was Miss 
Emma Philips; one son, Herbert W. Hammond, of At- 
lanta; one sister, Miss Annie B. Hammond, of Charleston, 
and a brother, Herbert Hammond, of California 

kh 
John Newton Ward 

John Newton Ward, formerly in the book and stationery 
business at Jacksonville, Ill., passed away January 6 at 
his home in St. Petersburg, Fla. He had been ailing 
several weeks. Mr. Ward was eighty-eight years old. 

In 1864 Mr. Ward established a book and stationery 
store on South Main street, Jacksonville. Later his broth- 
ers, Charles H. and Albert J., joined him in the business 
The book store was sold later to the present owners of the 
Ward Brothers Book Bindery. Later, because of the ill 
health of his wife, John N. Ward moved to Florida. Mrs 
Ward passed away in 1918 
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George Thomas Bailey 
George Thomas Bailey, who conducted Bailey’s station- 
ery store on Center street, Brockton, Mass., passed away 


ole 


in his eightieth year January 17. He was a native of Man- 
chester, N. H., and is survived by his widow, Mrs. Mary 
Bailey; a daughter, Mrs. Hattie M. Brown, of West Bridge- 
water, Mass.; and a sister, Mrs. Charlotte A. Sharpe, Los 
Angeles, Calif. 

Mr. Bailey was a member of Baalis Sanford Lodge, A 
F. & A. M.; Bay State Commandery, K. T. Brockton; and 
the chapter of Soley Lodge of Masons of Somerville; 
Naugatuck Lodge, Lodge, I. O. O. F., Ansonia, N. H. 
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William F. Krohmer 
William F. Krohmer, who had been president of the 
Goes Lithographing Company, Chicago, IIL, twenty-three 
years, passed away January 14 at his home, 5555 Everett 
avenue, after an illness of several weeks. He was a native 


of Chicago, sixty-one years old, and had been associated 








PEERLESS 
BELIEVES IN 
HELPING 
YOU GET 
BUSINESS 





NE of the strongest reasons you have for sellin 
PEERLESS RUBBER TYPEWRITER KEY: 
is that Peerless does not stop with selling you 
merchandise. Peerless believes in helping you 
move it. For more than 15 years Peerless has re- 
ferred consumer inquiries and orders to dealers. 


[his is the reason Peerless developed the new 
sales-making, jewel-like package for Peerless 
Keys. This sparkling green, black and silver 
box, cellophane-wrapped, suggests quality inside 
as well as quality outside. 


[his is also the reason Peerless goes in strongly 
for dealer helps—displays, folders and the famous 
Peerless Erasure Shield that keeps the Peerless 
name and yours before the user every day. In 
February a beautiful new Peerless Erasure Shield 
will be ready to intensify this selling job. Write 
for this new erasure shield now! 

The success of this Peerless policy is proved by 
the fact that four out of five of the better dealers 
now sell Peerless Keys—by the fact that city 
dealers give them expensive window display 
space—by the fact that Peerless Keys have con- 
tinued to make money. 





Start getting your share of this business. Write for samples, 
prices and the Peerless proposition. Send the coupon nou 


PEERLESS KEY COMPANY, Inc. 


The only Rubber Key Manufacturers Offeringa COMPLETE 
LINE Through dealers! 


176 Fulton Street New York City 


PEERLESS 


RUBBER 


Typewriter Keys 


Peercess Key Co., Inc., 176 Fulton St., New York City. 
Send the new Peerless Package, display stand and full details of 
your dealer plan together with a sample Eraser Shield. 
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| with the Goes business more than forty-five years. In 1902 





: he became a vice president of the corporation, and was 


aa 
r 
OLD TOWN elected president in 1910. Mr. Krohmer was a thirty-sec- 


“ | ond degree Freemason; a member of the Chicago Athletic 
Association and the South Shore Country Club 
Surviving are his widow, Mrs. Marie Krohmer, and two 


A DIFFERENT CARBON PAPER sisters, 


For real economy, sharper, 

finer and cleaner copies 

long life and clean handling 
sell O10 Town Triplekote 
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Charles H. Banister 
Charles H. Banister, vice president and treasurer of 
Davis & Banister, Inc., Worcester, Mass., succumbed De- 


a diesent cockhen paper. cember 15, to the effects of a cerebral hemorrhage He 

; a was a native of Linden, Vt., and after leaving school joined 

No smudge, curling OF WFin- the bookstore of Grout & Bigelow, at Worcester. Dwight 
kling in Triplekote. \. Davis purchased the interest of Mr. Grout in the busi- 
Triplekote has no competi- ness, the firm name becoming Putnam & Davis. Mr. Davis 


tion. It is made by an ex- and Mr. Banister took control of the firm in 1876, changing 


clusive @1) Town Process. the name to Davis & Banister 


’ Mr. Banister was seventy-six vears old, and is survivee 
It can’t be duplicated. {[r. Banister was seventy) ears old, and is survived 


by a son, W. Bush Banister, of Worcester, and a daughter, 
OLD TOWN Mrs. Warren Williams, New Haven. The wife of Charles 
RIBBON & CARBON CO.. INc H. Banister passed away in July, 1931 


Johnson & Prince Sts., 


BROOKLYN, N. Y. Miss Ann Louise Harvey 
Friends of Joe E. Harvey, president of the West Coast 
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Stationery & Printing Company, Los Angeles, sympathize 
with him in the passing of his daughter, Miss Ann Louise. 
She lost her life in an automobile accident near Palmdale, 
Calif., while a group was motoring to the mountains to 

enjoy snow sports. Miss Harvey was sixteen years old 

rls rls rls 
F. J. Millard 

F. J. “Joe” Millard, sixty, died at the San Jose Hospital 
Dec. 18, after several weeks’ illness. Together with his 
| brother, Byron J. Millard, formerly postmaster of San 
Jose, he operated the Millard Brothers Book & Stationery 


Store from 1893 to 1927, at which time the business was 





@ld Town Hermeti« 
ribbons in sealed “Tins 
of Magic™ go hand in 
hand with Triplekot 
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sold to Curtis Lindsay 


Mrs. George D. Little 
[The sympathy of many friends goes out to Ed. L. Little, 
general sales manager of The Wabash Cabinet Company, 
Wabash, Ind., over the death of his mother, Mrs. George 
D. Little, who passed away at Lexington, Mo., on Decem- 
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ber 29. Funeral services were held at Lexington on the 


No. 3C-54 , : 
following Saturday morning and the remains were interred 


at Harrisonville, Mo 


Compo No. 3C-54 Wire Stapling Machine has a ca i oh & 
pacity of 50 wire staples, weighs 1 lb. and will fasten Herman Cast’s Father Passes Away 


together 20 sheets of 16 lb. bond paper or its equivalent 
The No. 3C-54 Wire Staples are made 50 per strip and 
packed 5000 to a box 


On January 2 the father of Herman H. Cast of the West- 
ern Lithograph Company, Wichita, Kas., passed away at 
a Cincinnati hospital following a serious operation. Mr 
Cast had gone to Cincinnati to be with his father during 


Av ° his illness 
2 Office Appliances joins other friends in sincere condo- 
le nces, 
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Get your order in now! A new and different type of Roy Gladden 

wire stapler weighing only 6 oz., and combining beauty Roy Gladden, foreman of the printing plant of the Zac 
¢ ‘oe 7 » ne itv " yi . ° . ° ° 
and my well known —— ea ps Rag Smith Stationery Company, Birmingham, was killed and 
ec ie * ce x < , 5 - . . . . . . 
around in your vest | ns et. Handy al stapling rene his wife seriously injured in an automobile accident Dec. 
tags to goods and tagging bundles. Easy and efficient na ‘ . 

. 23. His brother, H. L. Scott, suffered cuts and bruises.— 
for fastening correspondence HW 

(y 
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Condolences to John O. Elfer 

a a John O. Elfer, president of the Crescent Typewriter Ex- 

COMPO MANUFACTURING & SALES CO. change, L. C. Smith & Corona representative in New Or- 

Westport, Conn., U.S.A leans, is receiving condolences on the death of his wife, 

December 23. She was buried at Greenwood, La—GHW 


Manufacturers and Distributors 
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In the Court House of 
Tioga County, Wellsboro, 
Penna., you will find 
“STEEL AGE” stock and 
special equipment, part of 
which is shown in the 
illustration to the left. 
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S/e tAge 
Corry- AMESTOWN 


STEEL FURNITURE 
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The “STEEL AGE” stock line is complete; this together with our facilities 
for building special work has proven very profitable. Dealers are realizing 
more and more the advantage of representing a line of steel equipment 
which is complete. Write us for more complete information. 


Corry-Jamestown Mig. Corp., Corry, Penna. 


Export Dept., 5713 Euclid Ave., Cleveland, Ohio 
Cable address—CORJAM 
Let our Warehouses serve you — Chicago, New York, Philadelphia, Los Angeles, San Francisco, Boston 























LOUIS 
XVI 


Our 800 Line 


This series embodies all that is desirable; style, material, 
construction and workmanship at a price that will in- 
fluence your customer to purchase it. Send for new 
folder showing complete line. Adopt it as your leader: 
Meet us at the National School It will increase your sales and profits. 


Supply Assn. meet in Chicago 
Indiana Desks can be shipped in pool cars with New Indiana Chairs, 
reducing freight and improving the service. We shall be glad lo quole figures. 


INDIANA DESK COMPANY, JASPER, INDIANA 
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There’s Stationery Profits in Forest and Field 
AND THE WIDE-AWAKE STATIONER 
Will Get Them 


s 
Field and Level Books 


Che improved tables of information embodied in these books are the most com- 
plete set of Engineers’ Tables ever furnished with Field Books. 

The books are bound in smooth Tan Fabrihide, Stiff Cover, round corners, 
good grade paper. The ruling and binding are waterproof The book fits 
the hip pocket, being 714" x 454", and has 80 leaves in addition to the special 
tables 





No. 1307—88 leaves—$10.50 doz.—Level 
No. 1308—88 leaves— 10.50 doz.—Field 


Lumber and Log Tally Books 


These handy pocket-size tally books are used by the majority of lumber 
concerns throughout the country for recording incoming or outgoing ship- 
ments of logs and lumber which are later transferred to their permanent office 
records. Bound Full Sheep Fatrihide, Stiff Cover, turned in, “Manhattan 
Ledger” Paper. Half dozen in box 

No. 1406—72 leaves—$6.00 dozen. Size 654" x 4°—Ruled 16 spaces—“Log” 

No. 1408—72 leaves—$6.00 dozen. Size 659" x 4°—Ruled 32 spaces—**Lumber” 


We show a number of Business Records in bound form in our Blank Book Cataloz 
No. 47 


BOORUM & PEASE COMPANY 


NEW YORK CITY P. O. Box 272 ST. LOUIS, MO. 





349 Broadway City Hall Station, New York City 212-214 So. 7th Street 
BROOKLYN, N. Y. CHICAGO, ILL. BOSTON, MASS. 
84 Hudson Avenue 500-532 So. Throop St. at Harrison 29 Otis Street 











A COMBINATION LETTER TRAY 
AND LEGAL BLANK CABINET 300 
NEW ITEMS 


IN A SINGLE YEAR 


In a single year Office Appliances announced 
some 300 items in the section devoted to new 
machines and devices. 


Usually this information is given before the 
items appear on the market and always in 
advance of most sources of such news. It is 
not uncommon for a dealer to tell us that 
some of his best selling lines have been secured 
from seeing the things in Office Appliances. 
Many readers say this section in itself is 
worth the subscription cost, not to mention 
all the other features. 





No. 210 With Drawers. 
No. 215 Without Drawers. 


Finished in oak, mahogany and walnut finishes. 
If you want to keep in touch with the activi- 


Size 9% ins. wide, 15% ins. long, 6% ins. high. ties of the office equipment industry, there is 
no better way to do it than by entering a sub- 


Put in of endly to cinch and ent vane dee scription to Office Appliances. The rates are 
of Bei “tears is ceeds ~~ $2.00 a year, $3.00 for two years; Canada $2.50 
3 and $4.00; Foreign $3.00 and $5.00. 


IMPERIAL METHODS CO. The Office Appliance Company 


Senn eee —— 417 South Dearborn Street 
FOREST PARK ILLINOIS Chicago, Lil. 
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Small Girl Wins Thousand in Royal Contest 


One of the most interesting features of the Royal Oppor 


tunity Awards Contest, winners of which were recently 


announced by The Royal Typewriter Company, Inc., was 


of $1,000.00 by a nine-year-old 


Utah, Beverly Burt 


the capture of the first prize 
school girl of Salt Lake City, (Anne 
Her entry especially appealed to the judges because of its 
reflected 


naturalness and spontaneity, qualities which are 


in her whole personality 


Beverly Anne's letter of thanks to Royal's president, E. 





MISS BEVERLY 


ANNE BURT 


Royal Signet 
Mr. Arm- 


manager) and he showed 


C. Faustmann, read as follows: “I like the 
I know how to use it. I went up to see 
(Royal’s Salt Lake City 
me the new big Royal and the Signet with a shift key, but 
I like the little Signet best. When I was there last Satur- 
day I showed a little girl that was there how to use it. She 
Thank 


I hope I can help you some time.” 


be cause 


strong 


wanted one awfully for herself to use you for 


choosing me 


Great cleverness and ingenuity were exhibited by the 
other winners, and many elaborate and artistic entries 
were submitted. Particularly fine was that of Mrs. Grace 


M. Watson of 
Second 


observed in all the entries, rendering the judges’ task even 


Commerce, Texas, winner of the $500.00 


Prize. An unusually high level of excellence was 
more difficult. 
winciinitiiiiinetas 
“Visual Label” Saves Time in Selling Folders 
The Yawman and Erbe Manufacturing Company, Roch- 
N. Y., offers a new 


time 


selling idea which affords great 
for dealers. The “Visual” 
line of file folders shows a replica 
of the tab cut of the individual package at the top. The 
reproduction of the tab is outlined against a solid black 
At the right of the 
label the size and weight of the folder in the package is 
The introduction of “Visible Labels” 
the necessity of opening a dozen or more boxes to find 


ester, 
savings of label for the 


company’s “Empire” 


background for maximum visibility. 


shown. ends forever 


the folder desired. Every bit of important information is 
printed on the front of the box in a form easy to read. 
The 


new plan also speeds service to customers, and enables the 


This ends groping, as everything is shown clearly. 


clerk to make more sales in a given period 
“Visible Labels” 


yellow background, and are an attention getting display 


are printed attractively in brown on a 
on the dealer’s shelves. 

“Y and E” also announces that its card guides are now 
packed 100 in a box 
for the dealer, for it does away with breaking packages, 
and saves the time required to count out small quantities. 


“Y and E” 


This is an additional convenience 


card guides are furnished in four cuts: %, %, 
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Produet 
NUMBER 
332 


OUR NEW DUPLICATING INK is a brand new product 
at a new low price . . . thoroughly tested and enthusi- 
astically OK'd by our biggest distributors. 


No. 332 is a positive Black—will not separate. Dries 
quickly on the paper—no smudge and gives off 5 to 10% 
more copies per pound. Will not dry or harden on the pad. 
Performs perfectly on either open or closed type machine. 


DISTRIBUTORS— We have an attractive, profitable, 
business building proposition that will increase your 
duplicating ink business, month after month. 


Write for Details 


Ink Specialties Co. 


519-21 So. Laflin St. 
Chicage, Hl. 
Dept. B 





Positive Improvement 





Profit by this 





STEIN-WAY ZIPP BINDERS 


STATIONERS: Every outside salesman recognizes the ad- 
vantages of this ideal sales kit—but there are still thousands 
who have not yet brought their equipment up to date. 


The STEIN-WAY Zipp Binder is made with or without 
handles and expanding gussets. The Zipper Fastener encloses 
contents securely and there is no possibility of anything falling 
out, no matter what size or shape. STEIN-WAY Zipp 
Binder is made in a wide variety of styles and leathers for 
every requirement and offers a big opportunity to Live Sta- 
tioners. Details and prices await your request. 








BROS. MFG. COMPANY, INC. 
Chicago, Ul. 





STEIN 
564-570 West Adams St., 














Bridging Your Requirements— 
and Your Customers’ 


OW, more than ever you appre 
ciate products with a consist 
ent profit and turnover. 


Years of consumer advertising 
years of consumer preference and 
use-—-back up Higgins’ American 
Drawing Inks. A prize contest 
now on in America’s High School ; 
is keeping the student enthusias- 
tically sold on what Higgins’ 
Drawing Inks can do for him 
and what he can do with Higgins’ 
Drawing Inks. 

Display a bottle or two 
ors particularly! 


the col- 


CHAS. M. HIGGINS 
& CO., 


Inc. 





271 Ninth Street 
Brooklyn, N. | # 








































NOTICE 


We have acquired the copyholder and 
transcribing devices business of Error-No, 
Inc., and the Dawn Manufacturing Co., 
formerly of Little Falls, New York. This 
business will hereafter be carried on by 
the DAWN MANUFACTURING CO., 
INC., as our subsidiary with general office 
and plant at Rochester, New York. All 
correspondence should be hereafter so di- 
rected. An announcement of importance 
and interest to the trade will be made at 
an early date including details of unusual 


new models and designs. 


HALL-WELTER CO., INC. 


ROCHESTER, N. Y. U.S. A. 
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colors: buff, blue and salmon: and in 


The line has been repriced to an 


; and 1/5; three 
two weights of bristol. 
attractive figure 


“Y and E” visual labels are an added feature of this line 


— ——~<—_ —— 
Advances in Remington-Rand Ranks at Seattle 
G. R. Knudson has been appointed to succeed K. B. De- 
rango of the Spokane offices of the Remington-Rand or- 
ganization, Mr. Derango having been promoted to have 
of the 


territory 


typewriter sales of Remington-Rand in the 


CML 


charge 


Seattle 


= —<—— 

Mississippi House Changes Name 
The Typewriter Sales and Service Company, Inc., of 
Jackson, Miss., has changed its name to Steele and Shamel, 


M. Steele 


Inc. Shelby S. Steele is president and Blanche 


secretary of this concern —GHW 


oe ~ 
Spaeth Takes Position with Gibson Company 
Robert E. Spaeth, well known as a veteran manufactur- 
ers’ representative in this field, has recently connected him- 
Gibson & Company, lithog- 


For the pres- 


self with the house of C, R 
raphers and publishers of New York City 
ent, Mr. Spaeth is covering the Pacific Coast territory, and 
his field also includes Minnesota, North and South Dakota, 
Nebraska and Iowa. Mr. Spaeth has given up his other 
lines to represent the house of Gibson exclusively 

Mr field 


was in Chicago, where he was connected with one of the 


Spaeth’s earliest experience in the stationery 
principal and oldest retail stationery houses in the city. 
Here he was regarded as one of the most successful sales- 
men connected with the house. For several years he repre- 
sented of Eberhard Faber, at one time being 
manager of the Chicago office of that company. He has 
been on the road or connected with manufacturing houses 


the house 


for a number of years. 


Office Appliances extends its cordial good wishes. 


ncchathiliitiemici 
The Office Shop to Distribute Woodstocks 


The Office Shop, 281 Stark street, Portland, Ore., has 
recently been retained as distributors of the machines of 
the Woodstock Typewriter Company in this section.— 


CML 
—_—__—<g—___—_— 


Gohmert to Establish New Business at San Antonio 
me 


Blue Print & Supply Company, Inc. of San Antonio, Tex., 


Gohmert has disposed of his interests in the Alamo 


and expects by about February 1 to enter a new business 
devoted to office supplies, art supplies and display material 
Office Appliances expects to present further details in 


the March issue 








CATALOGUE §S 


Paragraphic reviews of current issues from 
the catalogue and allied fields, classified for 
convenient reference. 





Manufacturer 
From the Oxford Filing Supplies Company, 
lyn, N. Y comes a specimen folder on “‘Duratab’’ 
and specifications of the various items in the line 
Domestic Calendars Received 
From the Columbian Art Works, Milwaukee, Wis., comes the 
wall calendar advertising the ‘‘Success’’ line of desk calendars Each 
sheet shows three months, the past, present and following. The current 
calendar is printed in black and red on white background; the past and 
following in black and orange background, utilizing the ‘‘color signal’’ 

plan to differentiate the several months, and voiding possible confusion 
From The Columbus Blank Book Manufacturing Company, Columbus, 
Ohio, comes a wall calendar of obvious utility. A twelve-sheet pad covers 
the individual months. Panels at each side display the individual months 
of 1933, numbered in sequence for convenience in figuring elapsed time. At 
the foot are calendars for 1932 and 1934, completing this trinity of con 

venience and practicability. 


$30 Morgan avenue, Brook- 
folders, bearing prices 


annual 


a a a . . 
Increased Imports of Typewriters to East India 
Commerce Reports] Comparing the first ten months (October, 1931, to 
July, 1932) of the abandonment of the gold standard by Great Britain, 
imports of typewriters from the United States into East India increased 
from 85.7 per cent to 90.1 per cent 
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BACK TO BLACK IN 1933...WITH 
SHIPMAN-WARD SERVICE 


TYPEWRITER PARTS—AIl Makes 


We are now in position to furnish parts for Underwood, Royal, L. C. Smith, Remington 
and Woodstock typewriters: Sundstrand and Dalton adding machines. We can render 
the same prompt service that we have on Underwood parts. 


PLATENS—AIl Makes 


We use a superior brand of rubber in recovering platens which we can supply for all 
makes of typewriters and adding machines. On standard platens we will ship the 
same day that we receive the platens from you. A trial order will convince you. 


ENAMELING « NICKEL PLATING 


Our oven baked enamel will give you the best possible finish for typewriters, adding 
machines and all office devices. We can furnish you with the following colors: bright 
black, black crinkle, bright olive green and olive green crinkle. All our nickel plating 
has a copper base. High quality, quick service, on all enameling and nickel plating. 
We also have transfers for all standard makes of adding machines. 


RETYPING—UNDERWOODS 


Send us your segment and bars. We will retype, align and nickel plate the same. 


WRITE PARTS DEPARTMENT FOR PRICES 


SHIPMAN-WARD MFG. CO. 
1772 SHIPMAN BLDG. 
4401 Ravenswood Ave. Chicago, Ill. 



































Ribbon and Carbon Dealers—Stationers—ATTENTION 
“CLEAN PULL” Carbon Paper 


IS 


another business getter. It’s different—attracts attention by its 
unique appearance—sells on its merits. 


CLEAN PULL has exclusive quality, time-saving and other economy 
features. 


Write for samples of CLEAN PULL CARBON PAPER. 


STORMTEX RIBBONS 


“The Complete Line” write like print—durable. Perfection attained in a Typewriter 
Ribbon. 


One live dealer sampled new trade about a month ago. He reports 
sales of about 100 dozen so far. 


Investigate Stormtex Ribbons. Increase YOUR sales. Get away 
from price competition and sell quality. 
RIGHT PRICES—RIGHT GOODS—AND PROTECTION FOR THE DEALER 


H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons. 
561 GRAND AVE. BROOKLYN, N. Y. 
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Have you 
compared the 
quality 

of this 
KEDCO DESK 





There is always opportunity for sales if genuine superiority can 
be proven, and TODAY, at the beginning of a rising market, the 
opportunities for retail selling are actually greater than were 
available four or five years ago. EDCO 360 illustrated above 
offers conclusive proof of superiority. Sturdy, substantial 
quality thruout, appearance distinguished by clean cut lines 
in the moulded top, beveled fronts and turned legs. A com- 
parison of cost with any desk of this grade will impress you, and 
a thoro canvass of your trade will produce a gratifying volume of 
sales. Let us send you full details and our new price list. 








Evansville Desk Company 


Evansville, Indiana 














SERIES 80 


























COLORS —SMV wey 
RED 
BLUE \ 
YELLOW C .S 
sen’ CELLUGRAF SIGNALS 
ORANGE . P 
serics90 A CELLULOID Signal for All Visible Records 
= The **smash hit” of 1932 Cellugraf Signals sweep into 1933 on a tidal 
wave of enthusiasm. 
Universally recognized as the most outstanding development of 
‘ years in visible record operation, dealers find them the kind of profit 
a0 maker that will sell fast under all conditions. 
Cellugraf Signals give visible records new flexibility, new finish, and 
Opaque a wider range of usefulness. Have your Visible Record Salesmen 
Giving an added placed an assortment of Cellugraf Signals on their demonstrators? 
Writing Surface Sales can be materially increased by adhering to this practice. 
COLORS Make sure! Samples cheerfully sent. 


BLUE GEORGE B. GRAFF COMPANY 
YELLOW 64 Washburn Ave. Cambridge, Mass. 


GREEN 
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RIBBONS AND CARBONS 


Chicago, !11._-The Phillips Ribbon & Carbon Paper Company has leased 
space at 209 West Jackson boulevard 

Chicago, tl._-F. S. Cooper, of the Codo Manufacturing Corporation, 
took in the annual dinner of the Twin Cities Stationers at St. Paul Jan 
uary 28 

Chicago, tll.-G. H. Johnson and H. C. Burnett have been transferred 
from sales territories of the Royal Typewriter Company, Inc., to the supply 
fleld 

New York, N. Y.—-Snyder-Gross, carbon paper, has been chartered; 8S 
Goldman, charter representative, 261 Broadway 

New York, N. Y.—The Supreme Carbon Paper Corporation has been 
chartered; M. M. Nasau, charter representative, 11 West Forty-second 
street 

San Francisco, Calif..__W. G. Huston, Pacific coast manager of Mittag & 
Volger, Inc., has started his 1933 sales campaign. He is making the North- 
west and as far east as Denver. Good hard work has brought an increasing 
number of dealers in the West to a knowledge of the merits of the Mittag 
& Volger line 











FURNITURE 


Chicago, t1.—-A. A. Davis, of The Berger Manufacturing Company, made 
a business trip to the Minnesota Twin Cities in January 

Chicago, tl.—-The Peerless Office Furniture Company, 166 West Lake 
street, escaped damage in a fire January 15, which destroyed several 
buildings west of the store 

Chicago, I11.—-The Aluminum Company of America has leased space on 
the thirteenth floor of the McGraw-Hill building, at Michigan boulevard 
and Grand avenue 

Cleveland, Ohio.—A ‘‘Better Equipment’’ week to emphasize the need of 
new office machines and furniture will be held February 20-25, on the 
mezzanine floor of Hotel Statler. Ole Olsen Weilby is associate director 
of the enterprise 

Haverhill, Mass.—_-The Edmund Little Company has moved to 20-22 Fleet 
street. This business was established in 1929, and its continued expansion 
has required increased and improved facilities 

Herkimer, N. Y.—The Horrocks Desk Company has engaged in the 
manufacture of hardwood caskets, in addition to the office furniture lines 
which it has manufactured the past forty years 

Los Angeles, Calif.._H. E. Bennett, executive vice president of Barker 
Brothers, has been elected president of the Los Angeles Retail Merchants’ 
Association 

Louisville, Ky.—Clarence R. Smith & Company has moved to 117-23 
South Fourth street, one door north of the former location at 125 South 
Fourth street. The building now occupied is the property of Mr. Smith 

Mt. Vernon, Wash.—-The Argus, agent for the Art Metal Construction 
Company, has moved to the Ornes buiiding, First and Dennison streets 

San Jose, Calif._S. G. Winch, San Jose, announces that he has pur- 
chased the stationery, books and office furniture business of his former 
partner, Guy Marshall The business was established about twenty-five 
years ago Winch has not been connected with the business for the past 
nine years, though it has carried the name of Winch & Marshall. The 
original name of the S. G. Winch stationery has been restored 

Toledo, Ohio..-W. F. Mossman has been appointed sales manager by The 
Meilink Steel Safe Company He has had an extended experience in the 
field of protecting records and valuables 

Philadelphia, Penna.--The Empire Office Equipment Company, 414 Vic- 
tory building, has been registered as a commercial title in the common 
pleas court by Samuel E. Pitlock, 1073 Germantown avenue, and Joseph 
Rothbard, 708 North Second street. 

Reading, Penna.—-Paul Swartz has been appointed representative of The 
Shaw-Walker Company in Berks and Schuylkill counties 











PENS AND PENCILS 


Chicage, tt).—-Fred W. Daub, of A. W. Faber, Inc., made a January trip 
to Duluth and the Minnesota Twin Cities. He participated in the annual 
dinner of the Northwest Stationers January 28. 

Chicago, #1..-Hamilton Kendrick made his first trip of the northwest for 
the American Lead Pencil Company in January It brought him to the 
Twin Cities in time for the annual gustatory event of January 28. 

Chicago, t1._-The Eberhard Faber Pencil Company has moved its local 
branch from the tower of the Civic Opera Building to Suite 850 in the 
same structure. The offices include a comprehensive display of Eber- 
hard Faber pencil products 

Newark, N. J.—H. U. Bittman, sales manager for A. W. Faber, Inc., 
made a business trip in January through New York state 

San Francisco, Calif..-C. C. Nunn, Northwestern representative of the 
Joseph Dixon Crucible Company, was a recent visitor in San Franciscc. 

Shelbyville, Tenn.—The National Pencil Company has been chartered ; 
capital stock, $100,000 ; incorporators—H. L. Woolsley, J. J. Sanders and 
S. E. Linton 

Utica, N. Y.—Burglars who entered the store of the Genesee Typewriter 
& Office Appliance Company stole fountain pens and mechanical pencils 
valued at about $500. Eighty-four items were taken 
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Chicago, !1!._-Harry B. Kulp, merchandise manager for the Wilson-Jones 
Company, has been made sales promotion manager, with the duties of 
advertising manager as well as merchandise manager 

Chicago, !i!.—Kari E. Castle has become representative of The Weis 
Manufacturing Company, covering a group of states in this section He 
had made an enviable record in the loose leaf field before joining The Weis 
Manufacturing Company. 

Milwaukee, Wis.—John Nichols, Inc., has been chartered to install and 
sell bookkeeping, billing and office systems; incorporators—John M. H. 
Nichols, M. Nichols and E. Ericksen. 

Peoria, t1..-The Acme Products Company has been chartered to furnish 
and operate plans for accounting systems, carry on a general merchandise 
business, manufacturing and trading; capital stock, 8,000 shares at not 
less than $5, nor more than $100. 
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WE OFFER THE FINEST 


CARBON PAPERS 


TYPEWRITER 


Allen & Company 


11-13-15 Vandewater Street 


LINE OF 





RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


New York 
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When a Display in a Window 
stops the eye of a passerby—the first step in 


a sale has been made. 


Here is the first step to increasing your sales 





The Munson Display 





of typewriter cushion keys— 


A NEW Pickac 


Clip coupon for details. 


Munson Suppty Co. 
348 Hudson St., N. Y. City 


Please send information about 


:—-NEW PROFITS 


Package and Counter Display to 
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the New Key—New 


eee ewnneer 
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PERFECTION DAILY 
REMINDER 





made in 


PERFECTION DAILY REMINDER is 
three sizes: 4x6% inches, 5x8 inches, 64%4x10 inches, and can 
Black Enamel, Olive Green, Mahogany, 


THE 


be had in five finishes 


Statuary Bronze, and Brush Brass The bases are made of 
steel and equipped with rubber plugs at the four corners whicl 
prevent the metal from scratching the desk The pads are 


At the top of each 


printed on a high grade 16 lb. bond paper 
month 


sheet appears the past, the present and the coming 
Reminder can also be used as an ad 
Imprint prices and 


The Perfection Daily 
vertising medium by imprinting the plate 
further details on request 


Defiance Sales Corporation 
“The House of Service” 
Stationers’ Glassware, Hardware and Specialties 
72-78 Spring Street New York, N. Y. 
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YOU CAN DEPEND UPON 
PROMPT SERVICE ON ALL 


STANDARD STOCK ITEMS 
FROM OUR CHICAGO WAREHOUSE 





Paper or Cloth Gusset Styles 














Patent No. 1,734,642 
Other Patents Pending 


Patent No. 1,734,642 
Other Patents Pending 


Over Five Hundred Items Ready for Immediate 
Shipment, Including Champion Tongue Clasp 
and Tension Envelopes 





QUALITY PARK ENV. CO. 





Originators of New Goods 


11-116 MERCHANDISE MART e CHICAGO 
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Akron, Ohio.—The Acme Office Equipment Company, 11 Pythian arcade, 
has been established by C. L. Stinaff, formerly with the Royal Typewriter 
Company, Inc 

Albany, N. Y¥.—Thomas J. McMahon, formerly manager of the Albany 
branch of the Underwood Elliott Fisher Company, has become manager of 
the consolidated offices, his territory extending West to Rochester, and 
to the Canadian border 

Boston, Mass.—-Houghton & Dutton, Inc., department store, has decided 
to establish a permanent typewriter department because of the satisfactory 
experience with the $19.75 Remington portable during the holiday selling 
Although the company advertised only the $19.75 portable, the store sold 
also seventy machines at $31.50 and eighteen of the $60.00 portables 

Chicago, Ill.__N. W. Hayden, a salesman here for the Royal Typewriter 
Company, Inc., has been promoted to national accounts and school sales 

Chicago, t).—-Harry Rudnick, assistant general sales manager for the 
Royal Typewriter Company, Inc., is making an extensive tour through 
the West 

Chicago, t11._-The Shipman-Ward Manufacturing Company has organized 
facilities whereby typewriter dealers can secure typewriter parts for all 
makes, platens for all makes, and enameling plating service for all office 
devices, and retyping. Prompt service is assured 

Clarksburg, W. Va.—-The Hall Office Equipment Company has been estab 
lished at 37 Arcade, handling typewriters, adding machines, office equip 
ment, loose leaf devices, printed forms and bank supplies. Mr. Hall had 
been operating as a manufacturers’ agent Previously Mr. Hall had been 
with the Burroughs Adding Machine Company 

Jackson, Miss.—-The Typewriter Sales & Service Company, Inc., has 
amended its charter, changing the name to Steele & Shamel, Inc., and 
amending the charter 

Los Angeles, Calif.—-H. A. Ecclestone, of the Remington Rand Business 
Service, Inc., was one of the featured speakers at the second annual sales 
executives’ conference at the Biltmore hotel January 6 

Little Rock, Ark.—‘‘Jack’’ Shiver has become distributor here for the 
Woodstock Typewriter Company, and also serves as district manager for 
Arkansas 

Milwaukee, Wis.—-Victor A. Snyder has been appointed manager of the 
local branch of the Royal Typewriter Company, Inc 

New York, N. Y¥.—-The Cohen Typewriter Exchange has leased the store 
and basement at 6 West Twenty-eighth street 

New York, N. Y.—The local branch of the Woodstock Typewriter Com 
pany has been moved to 377 Broadway, where increased space is available 

Oklahoma City, Okla.—-H. G. Swenson has been appointed district man 
ager for the Woodstock Typewriter Company, covering Oklahoma 

Omaha, Nebr.—-The Inman Office Equipment Company, 418 Omaha Na 
tional Bank building, has been established here by W. R. Inman 

Portland, Ore.-The Office Shop, 281% Stark street, has become a dis 
tributor for the Woodstock Typewriter Company 

Rockaway, N. Y.—-Albert Graham, of Thirteenth road, is an agent for 
the Waller Drey Organization, selling Remington and Monarch typewriters 

Rockford, Iii._-A. Zemansky has been appointed manager here by the 
Royal Typewriter Company, Inc. He has a wide fleld of acquaintance in 
this territory, and is known as an expert typewriter man 

San Francisco, Calif.—Because of the alertness of two San Francisco 
typewriter dealers a couple of thieves are now doing time Fifteen ma- 
chines were stolen from the Gonzales high school during holiday week 
Dealers in San Francisco were notified of the numbers. As a result, when 
the thieves attempted to sell the machines police were notified and the two 
were taken into custody and the machines returned 

San Francisco, Calif.__William Rinelander, manager of the San Francisco 
branch of the American Machine Company, is claiming for his office the 
first typewriter sale of 1933. At exactly 12:05 a. m. of the first of January 
Salesman Claude McKinley closed the sale for a Monarch typewriter. They 
are having good reception for the Monarch line, and the new year is 
starting off well Among the notable sales made has been a Monarch 
noiseless portable by Salesman C. Lee Pingree to Helen Jacobs, the tennis 
star 

San Francisco, Calif.—F. G. Fink, San Francisco manager for the 
Underwood typewriter division, reports that the prospects in this territory 
look better for the typewriter people than they did last year Last year 
many large offices were contracting their force and equipment and throwing 
the equipment on the market This dumpage is now largely eliminated 
Besides, not a few offices, in a modest way, are renewing and here and 
there increasing their equipment. The volume of business for the Under- 
wood portable during December proved to be larger than in 1931 

Seattle, Wash.—-K. B. Derango has taken charge of sales in the Seattle 
territory for the Remington-Rand. He comes from Spokane. His place in 
Spokane has been taken by G. R. Knudson 

Somerset, Ky.—-The Somerset Typewriter Supply Company has been 
opened by C. E. Bradshaw, handling typewriters, office equipment and 
stationery 

Spokane, Wash.--The Shaw & Borden Company has become authorized 
distributor for the Woodstock Typewriter Company in the Spokane area 

South Bend, Ind.--Typewriters, Inc., has been chartered to deal in type- 
writers, adding machines, check writers and other office devices; capital 
stock, 500 shares at $10.00 and 500 shares no par value; incorporators 
George W. Omacht, L. G. Feldman and Kenneth Heck 

Wilmington, Del._-The Business Accounting Machines, Inc., has been 
chartered to deal in adding or accounting machines ; capital stock, $500,000 

Winter Haven, Fla.—-Ed Truesdell has established a typewriter business 
at 104 Broadway arcade, Third street, S. W., and servicing typewriters 
and selling supplies 








ADDING MACHINES 


Jackson, Mich._-C. A. Towler, who had been agency manager here for 
the Burroughs Adding Machine Company, has been transferred to the 
home office at Detroit 

San Francisco, Calif.—The local branch of the Underwood Elliott Fisher 
Company now has the new Underwood-Sundstrand adding machines. With 
the newly added features, beauty of appearance, and possibility of time- 
saving speed, the office realizes that this is to be one of their big 1933 
winners 

Toronto, Ontario.._M. P. Hofstetter, 56 Temperance street, has opened 
for business, specializing in adding and calculating machines His lines 
include the Madas, Millionaire, Direct-L, Facit, Addo, and Original Odhner, 
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TIP-TOP Rees Chair 


whether for replacements 
or new installations, is 


FIRST CHOICE 






FIRST, because TIP-TOP is 
satisfactorily comfortable. It 
actually serves as no other 
office chair can, providing a 
correct anatomic support, and 
reducing fatigue. It har- 
monizes with the best of 
modern design, yet appears 
most appropriate in the more 
conventional interiors. 

TIP-TOP has qualified with 
many office furniture dealers 
as a most dependable item for 
opening new accounts—and 
for keeping up sales among old 
ones. Interested dealers will, 
on request, be sent full details 
of the TIP-TOP Posture Chair, 
and the extensive Gunlocke 
line. 


The W. H. Gunlocke Chair Co. 
Wayland, New York 


New York City showroom: 138 Grand St. (phone Canal 6-5931) 








Se. 
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*“PELOUZE” 
Postal Seales ~ 


They tell the exact amount 
of postage, in cents, re- 
quired on all mail mat- 
ter, including parcel post : 
rates by zones. Warranted x 


—< 





accurate. Beautifully “NATIONAL” 
finished in the new ‘“‘Duo- 
tone”’ finish, red and black Madein 
or green and black. whe: a hs 
Send for catalogue. pda gy scs 
— dividual 


«=yoe| “STANDARD” — desk 
Library 
Office or 
Shipping 
room 


f —a == Se 






Made in Two Sizes: 


No. 2 “Standard” capacity 2 pounds. 
No. 4 “Standard” capacity 4 pounds. 


Dealers supplied through leading Jobbers 


Pelouze Manufacturing Co. 
232-242 East Ohio Street Chicago, Hlinois 


Original Manufacturers of Reliable Automatic Postal Scales 














LMA’S No. 500 Series, the best selling 
line in the low priced turned leg field is 

now made in a complete range of patterns and 
sizes both for the office and the home. We will 
be glad to give you details of this series or 


have our salesmen call. 


ALMA DESK COMPANY 


High Point North Carolina 



























Repeat Orders 


Come easier to the individual or 
distributing organization that 
stresses quality. Crown Ribbons 
and Carbons have the quality 
which makes satisfied customers. 
Your city may be on our “open 
for representation” list. Inquire. 


Crown Ribbon & Carbon 
Mf. Co. 
Rochester, N. Y. U.S.A. 
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Suits EVERY Customer 


ASSURE yourself profit on 
turnover as well as on in- 
dividual sales with the big 
value and eye appeal of 
this versatile machine that 
handles every numbering 
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need. 


. FIVE MOVEMENTS 
make this one model suit 


For that Sales Manual, Catalog, every customer—even the 


Book of Regulations, elc. one who thinks he needs 
a “*special’’ machine. 


PERFECTION METALS An unmatched $7700 


Our service is particularly designed for stationers all wales of 
who operate their own printing and binding plants. SCCaEE VEIUS & 


— 2 
Many different types and sizes of ring and post 12345 


binder metals are now being used and because we Model 111—6 wheels, $8.50 Fac-Simile Impression 
specialize in their production, frequently bringin 

out new metals embodying latest developments — 
improvements. this service is exceptionally valuable 





in its field. 
If you do not have our catalog, send for a copy. 

Besides specifying and illustrating our many stock aaa pcr 

metals, it is a veritable compendium of useful in- —_—_—_—— ———_——_- 

formation on the subject. Pre a ats 
Model 110—5 wheels $7.50 
Model 111—6 wheels $8.50 

Loose Leaf Metals Co. . 

INCORPORATED r THT , 
6816-6824 Arsenal St. ST. LOUIS, MO. AMERICAN NUMBERING MACHINE CoO. 
Brooklyn, N. Y., U. S. A. Chicago Los Angeles 
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1933 Calendars 1934: } SALES LETTERS 
We are still receiving and promptly filling Need the Support of 


orders for calendars for 1933. Our 1934 
line will be ready soon. 

Perfect Peerless calendar pads are made in 
all commercial sizes and to fit all stands. 
“TODAY'S APPOINTMENTS,” size 5 x 
8, and “TODAY IS” wall styles, in two 
sizes, are popular numbers. Immediate de- 
livery on extensive line of patented stands, 
all styles, sizes and finishes. 
\ sample of any number in 
our line, along with qual- 
ity, price and de- 
livery, is our best 
salesman. Our 
\ price schedule in- 
cludes no 
commissions 
other 
heavy 
Oovere- 
head ex- 
pense. 


SALES LETTERHEADS 


| Your letterhead frequently is all that 
your prospective customer sees or knows 
of your business. In appearance, it 
ought to be on a par with your best 
| dressed salesman. 

| 


In context, it should give the important 
facts of your business; its general im- 
| pression should reflect the character of 
your business; should suggest the prin- 
| | ciples of action which have directed the 
progress. 













| We make good letterheads. We can 
| make one that will represent you worth- 
ily, every business day of the year. If 
you are interested, we should like to ask 
you some pertinent questions and make 
some valuable recommendations. 


or 





Engraved Stationery Buffalo 
AMERICAN EMBOSSING COMPANY 


35 N. Division St. Buffalo, N. Y. 


Perfect Peerless Calendar Co. 
203 S. Dearborn Street CHICAGO 
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Established 1915. Doing a national Lusiness eighteen years. 
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MACHINE S$ 


McKenzie has taken over the Mimeograph 
Young & Company Mr. Me 
Dick Company in Chicago 


OTHER 


Calgary, Alta., Canada._-W. J 
dealership, formerly in the name of D. J 
Kenzie visited the home offices of the A. B 
last month 

Detroit, Mich._-W. F. Riley, 
culating Machine Company, is 
business here 

Los Angeles, Calif.._C. E. Shanks, of the Office Supply Company, has | 
completed an extensive trip, which took him to eastern manufacturing 
centers He also inspected the company’s branch stores at Seattle, Port- 
land and Memphis, Tenn The latter, which is conducted as the Office 
Specialties Company, 436 North Front street, was opened a short time ago 
It is in charge of M. J. Ehrlich, formerly connected with the Office Supply 
Company's Los Angeles store 

New York, N. Y.—The Ormig Sales Company, represented by K. H 
Royter, has leased space in the Hess building, 354 Fourth avenue | 

New York, N. ¥.—C. W. Cameron, 140 Maiden lane, has been appointed | 
representative by the Compo Manufacturing & Sales Company, Westport, 
Conn He covers metropolitan New York and New England 

San Francisco, Calif.—Ralph D. Buckley, western representative of the 
Automatic Pencil Sharpener Company, bade farewell to single lonesomeness 
when he was married on December 21 to Miss Elene Palmrose of Eureka, 
Calif With his bride Mr. Buckley is now covering his entire territory 
from Denver West | 





formerly connected with the Marchant Cal 
planning to establish an office machine 








ST ATIiOGne a F 


Brooklyn, N. Y.—John Schoenberger, 
to A. Aaron Kantrow 
Brooklyn, N. Y. 





171A Fifth avenue, has assigned 


Aaron Cohen, retail stationery, 35 Graham avenue, 
has assigned to Moses B. Sherr, 350 Empire building, Brooklyn 

Brooklyn, N. Y¥.—The Strand Stationery & Novelty Company conducted 
by Harry Frankel at 636 Fulton street, has been petitioned into bankruptcy 

Chicago, It!.—-The S. 8S. Stafford, Inc., of Illinois, has moved from 217 
North Desplaines street to 564 West Randolph street The new location 
affords better facilities for warehousing and shipping 

Chicago, Ill._-The downtown department and clothing specialties shops 
held a dollar day sale January 19. Stevens, Maloney & Company joined 
in by making extensive displays of dollar items, and emphasized the values 
by hanging a choice steel engraving on each salesman’'s coat lapel. These 
engravings came from the Bureau of Printing and Engraving and were 
vised with the familiar dollar sign 

Davenport, lowa.—-_Howard A. Stewart has purchased an interest in San- | 
ford’s, Inc., 236 West Third street, and has taken active charge in the | 
business 

Hoboken, N. J.—A $2,000 fire in the stationery store of Al Levitz, 285 | 
Summit avenue, Union City, destroyed stock displayed on the shelves | 

Kansas City, Mo.—An office supply business has been established at | 
Eighth and Hickory streets by Reed Wilson and D. Hugh Buster. They 
had been engaged formerly with the Vestal Chemical Company 

Marinette, Wis.—-The Northland Paper Company has been chartered to 
sell paper specialties ; capital stock, 100 shares common at $50.00; incor 
porators—-B. C. Steen, H. E. Munson and C. H. Borden 

Milwaukee, Wis.—-The Reliable Stationery Company has been chartered | 
to do a stationery and printing business: capital stock, 100 shares no par 


value ; incorporators—M. E. Geline, D. Steuerwald and A. J. Dorn 
Milwaukee, Wis.—-The Pleyte Print Company, Inc., has been chartered 
to conduct a stationery, printing and lithographing busine capital stock 
100 shares no par value stock ; incorporators—-A. Spiegel, Jeanette Spiegel 
and Nathan Sand 
New York, N. Y.—The Ticket Office Equipment Company bas surrendered 


its corporate charier 

New York, N. Y.—Bernard Kurland has leased the store at 
Nicholas avenue, where he will conduct a stationery 

New York, N. Y.—The Conquest Sales Plan has been cnartered to conduct 
a Stationery business; capital stock, 100 shares common; H. E. Gold 
charter representative, 299 Broadway. 

New York, N. Y.—-The Servbest Company has been chartered to conduct 
a printing and stationery business; capital stock, 200 shares common; I. J 
Goldman, charter representative, 110 West Fortieth street 

New York, N. Y.—-The Happy Days Sales Corporation has been char 
tered to deal in office supplies ; capital stock, 200 shares common; Reynolds 
& Goodman, charter representatives, 36 West Forty-fourth street 

Philadelphia, Penna._-The Perfect Rubber Seat Cushion Company, 4738 
Frankford avenue, has been registered as a commercial title in the common 
pleas court by Manuel Davidson, 4738 Frankford avenu | 

San Francisco, Calif.—Charles Hyatt, representative for Acco Products, | 
Inc., has returned from New York, where he spent the holidays 


1432 St 


business 








MARKING DEVICE § 





Chicago, Il.—Louis Melind, of the Louis Melind Company, expanded a 
trip to western United States into a tour around the world This will 
bring him back to Chicago in March 

Philadelphia, Penna.._The Bank Stamp Company, Ine 
street, has been petitioned into bankruptcy 

Philadelphia, Penna.—-Julius Abrahms, trading as the Philadelphia Badge 
Company, has been petitioned into bankruptcy 

Philadelphia, Penna.—-The Merchants Cash Register Service, 2401 Chest- 
nut street, has been registered as a commercial title in the common pleas 
court by Leslie J. Grafton, Springfield, Penna 


— 
Prison Auto License Pilates Jittered 


Automobile license plates made at the Pennsylvania Western penitentiary, 
Pittsburgh, were jumbled in production About one-tenth of the million 
or more plates have the state name and date reversed. Officials assert that 
the transposition will not invalidate the plates. The plates should have 
read ‘‘1933—-Pennsylvania,’’ but a large quantity produced reads ‘‘Pennsyl 
vania—1933.’’ Pennsylvania autoists touring other states this year may 
have a bit of explaining to do 


, 234 South Eighth 





DRY STENCIL PAPER 


A PATENTED PRODUCT MADE IN U. S. A. 


Sells on Test —Try It 


By far the most satisfactory dry 
stencil ever made. Excellent 
drawing and typewriting results 
—does not deteriorate. 


Hesco Duplicator and Writex 
Addressing Products make a 
profitable repeat business for 
aggressive dealers. 


WRITE FOR] The H. E- SMITH Company 
S AM P L E S 137 South 15th Street 


NEWARK,N. J. 





Prym’s EASY PICKING tine 


























ACCEPTED / 


@ A steady, month-by- 
month increase in 
sales in this most 
difficult of years— 


PROVES IT! 























William Prym of America, Inc. 


Long Island City, N. ¥ 223 W. Jackson Bivd., Chicago, Mlinois 
Wholesale Distributors: Bainbridge, Kimpton & Haupt, Ine., New York 


4728 37th St 











Associated Stationers Supply ( Chicago 





| and ornamentation 
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The “Aluminum” Pocket Seal 
and other MARKING DEVICES 


— 


Tt 





SPECIMEN IMPRESSION LEVER SEALS 


wd 


Self - Inking Numbering 
Rubber Stamps Machines 


POCKET SEALS 





Cooke 
Rotary Dater 





NAME PLATES 





METAL CHECKS 


BADGES 


MANUFACTURED BY 


MEYER & WENTHE - CHICAGO 


OFFICE & FACTORY - 24 to 30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 28 S. Jefferson St. 


Catalogue of Complete Line will be sent upon request 


OFFICE CHAIRS 


Pleasing in design 




















Proportioned 
to encourage 
correct 
posture 










Send for our catalog 
showing many popular 
designs, well built, sub- 
stantial chairs at moderate 
prices. 














No. 2500 
genuine 
walnut 


JASPER SEATING CO. 


JASPER, INDIANA 


Chicago Representative: LOUIS H. FARBER, 
7300 South Shore Drive (phone Saginaw 8785) 


















BUSINESS OPPORTUNITIES 





Important to Manufacturers 


The following detailed inquiries, received direct from readers 
APPLIANCES, are tangible business opportunities. 


Arkansas-Oklahoma-Southern Missouri Representative A 
has been traveling the past eleven years in Arkansas, Oklahoma and South- 
ern Missouri, plans establishing himself as a manufacturers’ representative, 
carrying several lines. His recent work was in the writing instrument line 
Previous to his sales work among dealers this man had twelve years’ expe- 
rience in the stationery department of a large department store as buyer 
and retail salesman. He has covered the section indicated intensively and 


of OFFICE 


salesman who 


has an established clientele. Address Sem. 47, care of Office Appliances, 
417 South Dearborn street, Chicago, Ill 

Distribution Roundabout Chicago--L. W. Kesler, 6424 South Lincoln 
street, Chicago, lll., wishes to take on lines sold through commercial 


stationers, department stores and gift shops in Chicago and adjacent terri- 
tory He is well acquainted with dealers in his territory, and is an alert 
and aggressive salesman. 

Equipment Representation at Ohama—The Inman Office Equipment Com- 
pany, which opened for business in January at 418 Omaha National Bank 
building, Omaha, Nebr., is situated to be able to take on office equipment 
lines for representation in Omaha and vicinity. W. R. Inman, the head of 
this business, has had an extended experience in the typewriter field 

Equipment and Specialties for Regina._-Frank J. Cole, 50 Maple Leaf 
apartments, Winnipeg, Man., contemplates opening an office at Regina, 
Sask., to sell office equipment and specialties. He has been engaged in 
these lines the past ten years Mr. Cole plans handling standard and 
portable typewriters, new and rebuilt, duplicators and supplies, scales, 
check protectors, new and rebuilt adding machines and smoking stands 

Factory Lines for Central States..-A. J. Judt, 3217 Ashlyn street, Pitts- 
burgh, Penna., wishes to take on stationery specialties lines, such as 
stencils, pencils, inks, and hektograph supplies, to handle wholesale direct 


manufacturer to dealers in Michigan, Illineis, Wisconsin, Indiana 


from 

or Ohio He had been connected with Ditto, Inc., six years, two of 

which as manager of the Grand Rapids branch He wishes a salary and 
bonus, or straight commission with allowance 


proposition with 
expenses 


expense 
for traveling 

Office Equipment Lines for Midwest Two traveling salesmen of the Mid 
west Travelers Club have indicated that they desire office equipment lines 
be addressed as follows: Howard N. Eliot, Ambassador Hotel, 


They may 
Kansas City. Mo.; and E. E. King, 615 East Armour, Apartment 15, Kan- 
sas City, Mo 


Representation for Central States—-George L. Meyer, 529 
Chicago, Mll., well known manufacturers’ representative, wishes to take on 
additional lines for his territory. He has been calling on dealers in the 
central West several years. He will consider any office appliance or sta- 
tionery line which is sold to dealers 

Ribbons and Carbons for Texas. 
moved to larger quarters, and seeks a 
and typewriter supplies 

Specialty Salesman Open—-A man fitted to be branch office manager, sales 
agent or traveling man in the middle west, southern or southwestern part 
of the United States is available for a new connection. He was branch 
manager over twenty years for a typewriter manufacturer; has also had 
six years’ dealer experience, and was engaged two years in special sales 
work abroad. He has a fine sales record and has shown himself adept in 
training and organizing sales forces He is qualified to handle general 
office equipment lines as well as typewriters, adding machines, calculating 
machines and other specialties. Although he prefers a connection in the 
United States, he is willing to consider a position as foreign representative 
Address correspondence to Sem. 46, care of Office Appliances, 417 South 
Dearborn street, Chicago, Ill. 

Typewriter Commodities and Specialties for Holiywood.—-The Office Ap- 
pliance Company, representing the Royal Typewriter Company, Inc., and 
th: Victor Adding Machine Company, 6274 Hollywood boulevard, Holly 
wood, Calif., wishes catalogues and price lists of manufacturers of com- 
modities and specialties 


Surf street, 


The El Paso Typewriter Company has 
good line of ribbons and carbons, 


— 


New Enterprises 
Following are new concerns reported in further detail elsewhere in this 


issue. They offer possibilities of additional outlets for manufacturers in 
this field. 


Marking Devices at Chicago—-The Markcraft Company 
lished at 12 North Wells street, handling marking devices, commercial sta- 
tionery and doing job printing. 

Office Equipment Concern at Omaha——The Inman Office Equipment Com- 
pany, 418 Omaha National Bank building, is carrying office equipment and 
appliance lines. It is headed by W. R. Inman, who has had long experi- 
ence in the typewriter field. 


has been estab- 


— 


Commerce Department Trade Opportunities 


Inquiries sent to the U. 8S. Commerce Department from represen- 
tatives abroad. Recognized business establishments can secure 
names and addresses on application to the Bureau of Foreign 
and Domestic Commerce at Washington, or to the district and 
offices, mentioning the file number of the trade 


co-operative ’ 
opportunities wanted. 


Machines, typewriters, Irun, Spain.—No. 2471; purchase contemplated 

Machine for gumming edges of paper, Montreal, Canada No. 2455; 
purchase contemplated 

Paper, carbon and blue print, Lima, Peru No. 2655; agency desired 


No. 2611; agency desired 


Supplies, stationery, Manila, P 
— 


Poland to Increase Duties on Typewriters and Parts 

Commerce Reports] The Polish government is expected shortly to in- 
crease the import duties on typewriters from sixty-five zlotys to 120 zlotys 
per machine. The duty on typewriter parts is to be increased from 780 
zlotys to 1,100 zlotys per 100 kilos. 

It known that increased tariff protection for the Polish typewriter 
industry has been contemplaed for some time. The Polish machines are 
manufactured in the government owned State Gun Works. 


is 
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A line that is distinctively different in 
its superior quality, uniformity and 
completeness. 

Ribbons in Reels, Boxed, Unboxed or 


under Special Imprint. Carbons for 
every need and condition. 















NOW 


ee= 


Send for Particulars 


RIBBONS - CARBONS - DUPLICATING INK 


The Tybon Ribboner Tybeon Duplicating Ink 


Machine New and Better 


“Reel Ribbon Economy” Quick drying—non-smearing. Clear, 
A proven method of reducing ribbon sharp reproductions. Will not harden 


cost used by dealers and jobbers 


of duplicating machines. 
(Ask for our Special Offers) 


everywhere. 


on the pad. For all types 


















CLIP-ON 


PAPER FASTENERS 


The Popular Choice 


Ever growing in general use, CLIP-ONS af- 
ford the Stationer a source of excellent earn- 
ings wherever properly introduced. Made in 
three sizes, brass or nickel finish, CLIP-ONS 
present a trim, business like appearance, can 
be used hundreds of times over or, by bend- 
ing down the prong with the finger tips, 
make a sealed, permanent fastening. CLIP- 
ONS are packed 10€ to the box—ten boxes 
to the carton. CLIP-ONS are profitably in- 
cluded in every stationery display; the carton 
adds an interesting touch of modern design. 
Write for sample and prices. 


Clip-On Corporation 


OSWEGO, NEW YORK 
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Office records 
F. B. bound— 
are handily stored and quickly found 


THE F. B. LOOSE LEAF HOLDER 


makes for safety, economy, quick reference—provides a binder 
easy to handle—can be used over and over again. Stationers 
who stock and display F. B. Holders can show a record of 
steady earnings. F. B. Loose Leaf Holders are adjustable 
to all sizes of sheets and distance between punch centers, and 
the capacity can be regulated by interchangeable posts. Retail- 
ing at $3.50 list per dozen sets f.o.b., New York, F. B. Loose 
Leaf Holders offer truly superior value. Send for sample. 


EB.MANUFACTURLNG CO. 


1228 INTERVALE AVE. NEW YORK 














$ 500 











5 METALSTAND 


Ideal for Typewriter, Kardex Cabinet, Heavy Ledger, 
Calculator, Display Purposes, etc. A BEST SELLER EVERYWHERE 


list, Olive Green finish, Maplewood top. Natural Side Leaves, 12x14 inches, 
wood, Walnut, Mahogany and Oak in high grade can be attached to either side. 


finishes slightly higher. 
METALSTAND is 261/2 inches high, top measures 171/;x14 inches. Frame is of 8 
gauge and legs of 16 gauge steel. Casters are rubber mounted. METALSTAND is 
shipped knocked down to save freight charges—shipping weight 13 Ibs. 
DEALERS: You take absolutely no risk in ordering METALSTANDS, all orders being 
shipped subject to our customers’ approval. Illustrated folders with dealer’s imprint fur- 


nished FREE to enclose with monthly statements, etc. METALSTAND is a fast 


seller; rush your order. 


Metalstand Company, 909 Walnut St., Philadelphia, Pa. 


Liberal discounts. 
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All large 


users should 
buy in bulk 


» « » is ‘ ; 
cans, Grippit’s economy invites you 
to use it wherever you require adhesive that never wrinkles 
paper that keeps work and workers unsoiled . . . that 
holds permanently, yet can be peeled off without damage. Write 
for Free Tube and Profit Story to Harriman-Welts Products Co., 


200 Summer Street, Boston, Massachusetts 


A “NEW DEAL” 


For 


LETTERS 


Give your letters a New Deal. Give 
them a chance to do their best for you 
—by making them personal. You can 
produce individually typewritten let- 





The Auto-typist is a pneumatically 
operated typewriter that types 
repetitive letters, individually, at a 
speed of 300 a day and requires but 
a small part of a typist’s time for 
filling in names and special data. 


ters on the Auto-typist at one cent 
each. Users have reported as high as 
eleven times the results of processed 
letters. 


Ask about our new rental plen. 

Ay i © ry Pisi American Automatic 
Typewriter Co. 

602 No. Carpenter St., Chicago, Ill- 








Every Office Needs 
These Business Helps 


Moore Maptacks ¢ 







Metal Heads, Sharp Points, 4 sizes. 18 colors. Used 
by Sales, Promotion and Production 
Managers. 


Moore Push-Pins 


Class Heads, Stee! Points, 2 sizes. Ideal to display drawings, 


Advertising, 
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AZORA 


Azora air cushions and twirlers, two | 
highly practical accessories, are mak- | 
| ing typewriting easier for thousands 

of users. Sales, both new and re- 

placement, are large. Write for 
prices and discounts. 


AZORA RUBBER CO. 


54th and 20th Streets 
CICERO, ILLINOIS 


Above Below 
| THE AZORA THE AZORA 
TWIRLER AIR CUSHION 
RING (Cross-Section View) 


PAT. DECEMBER 21, 1915 











charts or light weight articles to walls. 


Moore Push-less Hangers 
The Hanger with the Twist. 4 sizes. 

For heavy pictures, maps and articles weighing up to 

100 pounds. Our new «mall Counter Displays speed up 

sales. Ask your Jobber. 


MOORE PUSH-PIN COMPANY 


113-125 Berkley Street PHILADELPHIA, PA. 








ig ro TP Standard 


7 
ae 4 © Brass: 
6 ”? N22 Nickel 
T. I Pp PAPER : 
oO FASTENERS Finish! 
The guide to quality in paper 
clips. Low cost and first quality 
built up a demand. Specify “Tip 
Tops.” Your Jobber can supply 
you. 
TIP TOP MFG. CO., Ine. 
SYRACUSE, N. Y. 


Canadian Agents, Brown Bros., Ltd., Terente 















THE TRAVELLING SALESMAN "> 


= 7™ 


prefers Beach’s “Common HL 
Sense” Expense Books to any A 
others. They are simple and con 
venient to complete and 
durable—-and besides, he is used 
to them. 

Theretore, they are the ones 
you want to sell, Mr. Stationer! 
You will make a good profit on 
them too! 


use, 


Beach Publishing Company 


1351 Book Bldg. Detroit, Michigan 














with the exclusive patented ap- 
plicator (combining felt and brush) 
cleans type quickly, thoroughly and 
easily. It is a favorite among 
typists everywhere. 


A Free Introductory Offer 


Write for it and our liberal discount 
schedule. Retail price 50 cents 


Martens Type Cleaner Co. 
120 East 28th St. New York City 





| ARTE Y, 
TYPE >| 
CLEANER} 


we erty hee 








In Every 
Bottle 








METAL PARTS 


FOR 


Visible Record Books 


latest type, multiple prong construc- 
tion, 1”, 144", 2” and 3” capacities. All 
standard lengths. Two grades. Also 
parts for prong transfers, post binders, 
ledgers, catalog covers, etc. Send for 
Price List. 


The C. E. SHEPPARD CO. 


4403 Twenty-First Street 
LONG ISLAND CITY, N. Y. 
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RIBBONS 


Dealers 


Sansom at Tenth Street 





U. S. TYPEWRITER RIBBON MEG. CoO. 





ESTABLISHED 1895 


Inquiries Solicited 


CARBONS 


Philadelphia, Penna. 












IMPROVED 
CONCENTRATED 
STENCIL 
CORRECTION 
FLUID 
for all 


makes of stencils 
Bakelite cap 
Cellophane Sealed 





STENCH, CORRECT TON FLUID 


a 
Attractive Display 
Liberal Discounts 
SHRINK STENCIL 
PEEL FROM STENCIL 


23 Beaver St. New York 


DANDY 
Copy Holder 


Moderate in size and price. 
. Sturdy in build; arm pre- 
* vents leaves falling forward. 
With THE DANDY EN. 
VELOPE SEALER, a 
profit maker for every dealer. 
Liberal discount and terms. 





Kad Your Stencil Wore wih CEEEMEED 


WILL NOT 
KOR-RECT-O CO. 













$250 retail 


THE OFFICE APPLIANCE COMPANY 
191-195 Devonshire St., Boston, Mass. 








Loose Leaf Rings 














No Large Brass 
Joint to Tear Nickel Plated 
| Paper FIVE SIZES 

Inside Diameters 
p 44"—1.35 Per 100 

Open Easily, 34" —1.50 “ 
Close als ss 
Securely ie omy 4 “ « 


For loose leaf books, binding reports, blueprints, etc. 


Write for information Loose Leaf Metals 


on our line of...... 


ee E. W. Carpenter Mfg. Ce. 








Bridgeport, Conn. 














The New Hanson 
No. 1546 Postal Scale 


Correct postage cost auto- 
matically computed for prac- 
tically everything to be 
mailed, from an air mail 
letter or first-class (both do- 
mestic one foreign) to parcels 
post shi or up to 2% 
pounds. This wide range of 
automatic computing is ac- 
complished on a single scale 
by means of a combination 
of front and side dial charts. 





Complete details of this com- 
pact, handsomely designed 
and finished Hanson Scale, 
with trade proposition, sent 
to Stationers on request. 


HANSON SCALE COMPANY “Guidxés* 
























Make 2 Sales from One 
Beginning ! 


Who ever thinks of selling a 
rubber dater without a stamp 
pad? When you sell one, you 
can invariably sell the other. 
Fulton daters and stamp pads 
work together for you this way 
© give you two profits at once 
Only a Tittle work on your part 
is necessary to start these greater 
profits coming! 
Fulton Specialty Co., Elizabeth, N. J. 


FULTON 


“SERVICE”AND FULTON DATERS 
DRI-KWIK STAMP PADS 
































TRANSPARENT _/f 


—) Ml) CELLULOID 





MARKILO Pavelenes ote in all 
MARKILO INDEXER Seip (blank-label 





Markilo Co., Mfrs.,936c W.63rdSt., Chicago, U.S.A. 
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Acme Letter File Co. 


22 years engaged in FPA kin "pose 
File made 


the exclusive manu- Preet, File mac 
facture of 
BOX 
LETTER FILES 
A complete line—bigger 


and better than ever 
for less. 


168 PARK ROW 
NEW YORK, N. Y. 



































OUT OF SIGHT—SALES STOP 
Display oe ae Lettering 


The Right Pen for Every 
Kind of Lettering 
DEALERS: Send for assort- 
ment of 12 pens 3 of each 
popular size on special coun- 
ter display card for 30 days 

sales trial, prepaid. 
Dozens of stores in your 
neighborhood need COIT’S 
PENS and will buy them 
from you when displayed. 
ASK YOUR JOBBER 
THE BRIDGEPORT PEN 
COMPANY 
Bridgeport, Conn. U.S. A. 








OFFICE APPLIANCES 














S No. 700 < 
52 pages of information including illustrations of all types 
of office machines—specimens of typewriter type—how to 
test adding machines for accuracy, etc., etc.—at a nominal 
price of only 25c. 

Send fer your copy today! 


RELIABLE 




























aos TYPEWRITER Kk AODING MACHINE CORP. 
303 W. MONROE ST.. CHICAGO, ILL.... 


SOS SSSSSSSSSSSSSSSSSSHSSHSSSSSOOOEHSEOOOO 


Color in CODO 


Color in CODO containers helps you 
sell. Color in CODO typewriter 
ribbons and carbon papers, by re- 
taining your customers’ good will, 
helps you sell again. Strength of 
color is an outstanding feature of 
the CODO line. The permanence 
of color insures permanence of 
sales. 

CODO offers you an opportunity to 
become a leading distributor of 
ribbons and carbons. 

Full information of this up-to-date 
line will be sent on request. 


The CODO 
MANUFACTURING 
CORPORATION 
Coraopolis, Penn. 

New York Chicago 
SSSSSSSSSSFSSESSSSSSSSSSSSSSSSSSSSOSSSSOSCOS 


SESS SSSSSSCSSOSCOSCSOOCOCOSOOOOOOS 





POSS SSSSSSSSOOSOOOOOHOOOOCOO4 

































Sales Books 


Keep blank sales books on 
hand always. Big, steady 
demand; long margin. Get 
our prices before you buy. 








Also ask for liberal dealer agency 
on printed sales books, manifold 
books, cafe checks, etc. Orders 
easy to get, easy to handle. Bet- 
ter quality, quicker service, 
closer co-operation. 

Let us quote on books for your 
own use, too. 


ADAMS BROTHERS 
COMPANY 


Sales Book Makers Since 1890 
TOPEKA, KANSAS 





























You Can’t Beat the 
RED CAP TWINS 





MIMEO 
Correction Type 
Fluid Cleaner 
Here’s two fast moving items that win accla‘m 
everywhere They do the work They re 
peat They are well liked 
Just a drop of Mimeo Correction Fluid makes 
perfect corrections on all kinds of stencils 
Mimeo Type Cleaner is the steno’s friend 
Clean Easy to apply Economical Non 
Inflammable 
With every order of Fifty cent sellers Regular dealer discounts 
three dozen bottles of Take advantage of this special offer now 


M imeo Correction 
Fluid we will give you 
one dozen bottles of 
Mimeo Type Cleaner 


Mimeo Service Bureau 
132 Nassau St., New York City 



















coiN ERS: qnars: j 
yn aP® ir coin, ac? 


Bank Stationers Feature Them 


COIN WRAPPERS—S5 styles including the Automatic, shown 
at the left 


COIN BAGS AND STORAGE TRAYS—BILL STRAPS, 

3 styles—COIN BAG SEALS AND SEAL PRESSES— 

CURRENCY RACKS—MANUAL COIN COUNTERS— 

TELLER’S MOISTENER—HANDY WRAPPER CABINETS 
Sold Exclusively Through Dealers 


Proposition and Catalog on request 


‘The C.L.DOWNEY CO. 













941-943 CLARK ST. 
CINCINNATI, OHIO. 








A SELLER 
4 » 4 BABA BA 


Springs instead of rub- 
ber in typewriter cush- 
ion keys give a very 
delightful effect 


MASTER 
SPEED KEYS 
DEALERS AND REP- 
RESENTATIVES find 
them profit makers 
Write for interesting 


Vorrreerrtfl 


+ 


WT mT 
































proposition. 
Speed Key Mig. Co., 
(A)— Transparent protection Ine. 


| (B)—Protected character . 
| (C)—Piano wire spring 33 Columbus Place 


(D)—Rustproof baked Enamel BROOKLYN NEW YORK 





shell 
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Efficient and economical. 
Will keep correspondence 
and papers always on hand 
and properly arranged. The 
most efficient desk file on 
the market. Made in four 
sizes. A very profitable 
item for stationers. 





Stanley R.Bristow 
24 Central Ave.West Orange,N.J. 
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Theyjunk their old chairs 


wherever you show the efficiency and mental alertness that 
can be promoted through the use of 


STURGIS 
POSTURE CHAIRS 





Gor ae completely adjustable without 
tools. complete fine — ia 
through ) F. Write today for information. 


Sturgis Posture Chair Co. 
STURGIS, MICH. 
Manufacturers of the famous Sturgis All-Metal 
Stands 

















A handy ink — 
SA a aa 
whe SIRESTION FOR PAPER 
le Ne of hej m bent Fe 
by we wand di aan ie 
j - MOE 108081 dosceey ES < Snes mS 
me FOR CLOTHING 
Gittorne 


na A 
#2 be: Peas, reae 80: enh wt sawn deme waite F 






eradicator 





preferred for speed, 





simplicity and neat- 






ness: just pick it up, 








remove cork, apply 
and lay it down. 


Stationers and busi 
ness firms who re 
quest it will promptly 
receive sample and 
full details. 


H. A. INK ERADICATOR COMPANY 
1545-1547 WEST FARMS ROAD, NEW YORK, N. Y. 





ORDER A DOZEN OF THIS 
SUCCESSFUL SPECIALTY 


Do what more than 3600 dealers have found suc 
cessful. Order your first dozen of Clarotype 
Watch repeat orders come in. Enjoy the regular 
and increasing profits that Clarotype is making 
for both small and large stationers and type 
writer dealers all over the country. 


clAROTYPe 


the dern type cl 
Clarotype is worth twice its price 
to stenographers. It cleans type 
more thoroughly than other meth- 
ods. It saves time. It eliminates 
messiness and soiled clothes. 
There is nothing to get out of 
order or to deteriorate. 
Clarotype retails for 50 cents, of- 
fering you a liberai discount. 
Each dozen comes in an attrac 
tive display container. Order 












g from us or your jobber. 
THE CLAROTYPE CO., INC. 
16-B Hudson St. New York City 








ACME STAPLES 


and stapling machines 


QUALITY FIRST SINCE 1894. The ma- 
chines and staples that guarantee not 
only sales but profits. Ask us how. 


Acme Staple Company 
CAMDEN, N. J. 











MAILING LISTS 


Pave the way to more sales with actual names and ad- 
dresses of Live prospects. Get them from the original 
compilers of basic list information—up to date—accurate— 
guaranteed. Tell us about your business. We'll 
help you find the prospects. No obligation for 
consultation service. 









60 page Reference Book 


aan 


Mailing 11S] CATALOG 


Gives counts and prices on 8,000 lines of busi- 
ness. Shows you how to get special lists by 
territories and line of business. Auto lists of all kinds. 
Shows you how to use the mails to sell your products 
and services. Write today. 
Polk Bldg. 
R. L. POLK & CO. pro Bz... 
Branches in Principal Cities 
World’s Largest City Directory Publishers 















“ARE YOU” 
7 THE MAN _ «. are look- 


ing for to represent us in your territory? ff 


To one live dealer in each section we 
give exclusive sale of our feature line of 
CARBON PAPERS AND RIBBONS. 


Something New That Sells—Let us tell you about it. 


PHILLIPS PROCESS CO., INC. | 
82 St. Paul St., ROCHESTER, N. Y. 























Mailing List Compilers. Business Statistica. Producers of Direct Mail Advertising 











BOOKKEEPINGand 

Student Tabs, Years, 

Months, Numerical, 

States, Large Cities— 

Any Titles Made 
to Order. 


INDEXES for EVERY COMMERCIAL PURPOSE 
G. J. AIGNER CO., Manufacturers 


BINDERS — INDEXES — LOOSE LEAF SPECIALTIES 
503 S. Jefferson St. — Canal Station — CHICAGO 
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THE STATIONER’S 


SCRAP 























The Famous Argus ‘va 


BOOK 
IDEAS 


Eine PRICE $900 POST FREE 


Pen and Pencil Clasps, 
Argus Sanitary Moisteners 


Ask your jobber for Prices and Discounts, or write 


ARGUS MANUFACTURING COMPANY a eo oe 


1134-44 North Kilbourn Avenue ° 
moneymaking volume 

Chicago, Ill. . 
DEALERS: Write for beautiful counter easel ev er A placed before the 
Stationer Trade—Con- 
tains nearly 200 hints in 
connection with every 
department of your | 
business. | 

















Press Comments: 





The book contains some 178 pages of common sense sugges- 
tions for commercial stalioners and dealers in office equipment. 
It is conveniently divided into four sections, as follows: | 
=e PERFECT =r Organization; Advertising and Publicity; Selling Ideas; Win- 
dow Display and Selling Ideas for Specific Lines. An index 


oes not deteriorate in the front of the book classifies the subjects treated and gives 








. niform quality always the numbers of the pages where the stalioner may find sugges- | 

p erfect for sty! 5 tions on the particular phase of his business thal he may be 

A \| - f . interested in al the time. The subjects run all the way from 
sizes for every machine account books to window dressing and are wrillten in such a 

C lean, clear copies way that the volume is an excellent reference book. | 


n white backing sheet —Office Appliances. 


The Scrap Book can be dipped into almost anywhere, and : 
useful hints on a wide range of subjects, presented in a very : 


S atistaction guaranteed readable form, cS _— on we t- ™ a P 
e Newsagent pokseller’s eview an 
T ested and proven Stationer's Gazette. 
E xceptional for long runs ; ; ' 
N Oo N C E L L U L O S E It was a distinctly good idea to bring together such a series | 
; of approved ideas, and the volume should meet with a warm 
C lear visibility woleme —The British Printer. | 
nstant proof readi 
: stant proo 0 prs 4 good idea in itself and admirably carried out. 
S atest improved package —The Stationery Trades Journal. 


old by Stationers everywhere 











” Send Your Order with Remittance Today 
DRY STENCILS to the Publishers | 


a ae RE ae 


DUPLICATOR PAPER «SUPPLY CO. F. W. BRIDGES, LTD. 


CHICAGO, ILL. 
224 WO. DESPLAINES ST. HAY MARKET 6525-6-7 GRAND BUILDINGS, TRAFALGAR SQUARE 


LONDON, W. C., ENGLAND 
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AMES as a typewriter supply house friendly with all but absolutely | 
ladepen@emt. Wale . . 1. 6 6s eo ws Se eee | 
| 


MEANS that we have no one to serve but you—that we are 
accountable only to you. We are able to give you 


EXCELLENT cooperation and an unbiased source of supply i 
for typewriter parts, platens, tools and supplies. The kind 
of epetieeesd . ww tt et Pe ee ee . 


SERVICE that only experienced typewriter men 
who know their business and are anxious to serve i 
you is what we have to offer. 


AMES SUPPLY COMPANY | 
564-572 West Randolph St. | 

| 

| 


CHICAGO, ILL. 


NEW YORK OFFICE AND EXPORT DEPT.: SAN FRANCISCO OFFICE: 
37-39 MURRAY ST. 583 MARKET ST. i 

GREAT BRITAIN OFFICE: i 

LONG'S, LTD., 79 QUEEN ST., LONDON, E. C. 4. 








——E 





HVS VSVS NSS UNS SSM SSNS HENS SENSENENSENSENSENSM SMO OLEr2s 


ROIS 


FNENENERNSENVSLSNSENS LPNS LSENSELSENSENSLSLHELS VSLMSENSLSENS LPNS MPVS SENSES H LSS HHS ost 


66 *? To us “M. B” stands for “MON BUREAU” 


To you “M.B.” stands for “MORE BUSINESS” 


ra % There is no better way of introducing your goods in Europe and 
particularly in France than by advertising in MON BUREAU. 


SSwStiwetwesweszer: 





M. B. has been the pioneer of sound business 
methods in this country for many years past and 
it is now the most widely read business publica- 
tion. Every progressive firm is a subscriber of 
“M.B.” This is the reason why it is the very best 
medium for advertising office furniture and 
appliances. 


Not only is M. B. the most largely read publica- 
tion of its kind, but because of the strong affec- 
tion and great confidence of its readers it is sure 
to bring you handsome and profitable returns. 








MON 
BUREAU 


LE MAGAZINE DE LORGANISATION 
COMMERCIALE & INDUSTRIELLE 


Epmoud amscors ¢.C* EOTESS 
oe P* Sant -makT om PARES OF 







K n 
bey aa 


A st 





& 


THE ADVERTISING MON BUREAU 186, Faubourg St-Martin PARIS Xéme Arrt.(France) 


MANAGER 








The advertising department of M. B. will write 
your ads for you or translate your copy into 
French just as you prefer. Ask for sample copy 
of M. B. and advertising rates today to 


NSVSMNS MS NSNSMLSNISNSNSNISNSMS MSS MSEMSeeienesere 


+ 
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in 


Modern Cash and 


vv rewcorent=” Reeord Protection | 


DAYLIGHT \ 
HOLD-UP -— 
jesusoeanes 






















| HERE WILL BE better business and profits in sight | 
during 1933 for those who have equipment modern- 
ized for today’s needs. Old methods and old equipment 


must be changed to meet altered conditions. Progress is 


being made. Only those who keep up with it can survive. 


@ Diebold record protection equipment is designed to take 
protection to the records. The old way took the records 
to protection. Records need 24-hour fire protection . . . 
there are more day than night fires. Modern Rekordesk 
Safes (manually and electrically operated), and Receding 


Door Safes open the way to new business and new profits. 


@ Diebold cash protection equipment offers a_ proved 
method of handling money that defeats both burglary 
and banditry without danger of personal violence. Here 


is a responsive market with great profit possibilities. 


The New Electric Rekordesk Safe 





@ The Diebold franchise is attractive. It provides you with 


Combining in one unit con- every help that enables you to use our experience as a 

venience and twenty-four hour ide fi j — — 

. : ve 1ew Dusiness. 

protection for vertical card Gees a vey = . 

records where they are used. : 
: Long known as a leading bank vault manufacturer, 

Diebold offers complete protection for records, ( 


PATENTS PENDING ) 
money and wealth from fire, burglary and banditry. | 





DIEBOLD SAFE & LOCK CO., Dealer Division, . 
Canton, Ohio. 


( ) Please tell us how we can profit with the 
Diebold franchise. 
Firm __ 


Individual . SAFE & LOCK Cc @.. Can ton, Ohio 


City. State 
eene Seventy Years of Protection Service 


ee a ecto 
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HEYER 








RODUCTS 
ways Satispy « 


AND tr ay REPEA 


BUSINESS? 





Fi exograph 


The lowest priced stencil duplicator ever produced. Quality 
of printing equals that of the highest priced stencil duplicator. 
Requires no previous experience to operate. Built on entirely 
new patented principle without complicated mechanism. Print- 
ing unit is detachable. Built in five popular sizes from post 
card to 11x19 inches. Prices range from $12.00 to $35.00. Every 
Flexograph completely equipped with a spacious leatherette 
carrying case and all supplies, making it ready for use any 
time any place. The ideal duplicator for salesmen’s demon- 
stration. 


Lette rgraph 


4 rotary stencil duplicator of the highest quality that prints 
anything typed, written or drawn. Makes 1,000 to 1,500 clean, 
perfect copies an hour, in two or more colors if desired, at a 
cost of less than 25¢ per 1,000 exclusive of stationery. The 
LETTERGRAPH prints on anything from a post card to 9x15 
inch sheet (maximum printing surface 7'4xll inches). No 
complicated mechanism to maintain or get out of order. Any- 
body can operate the LETTERGRAPH and make neat copies 
the first time. Formerly priced at $35. Reduced price now 
$29.50 complete. 


Kitticien cy 


A gelatine roll duplicator equipped with standard size gelatine 
roll 8% inches wide by 15 feet long. Printing surface 844 by 
15 inches. Practical for reproducing copies of many different 
forms the same day. Recommended for up to 100 copies of 
either typewritten or handwritten work. Has proven extremely 
popular for school use and is catalogued by leading supply 
houses. Also widely used by architects, restaurants, and busi- 
ness houses. Substantially built for years of service. Sells 
for $25.00 complete. 


Su per- Ke iti cien cy 


The latest addition to the “Heyer Quality” line. A _ gelatine 
roll duplicator equipped with positive feeding and stripping 
device. Operation is simple. Copy made by a forward and 
backward movement of feed carriage. Every copy photographi- 
cally accurate and in perfect registration. Equipped with stan- 
dard gelatine roll 8% inches wide by 15 feet long. Printing 
surface 8'4x15 inches. Best for producing hundreds of sets of 
copies at extremely low cost. Weighs only 21 pounds complete 
with roll. Sells at less than one-half the price of similar ma- 
chines. $39.50 complete. 


THE HEYER DUPLICATOR COMPANY, INC. 


Chicago, Uu.§.A. 














IMPORTANT NAMES... 


UNDERWOOD 
EKLLIOTT-FISHER 
SUNDSTRAND 


By IMPORTANT GROUPS OF MACHINES 





@ The exceptionally fast work of SUNDSTRAND 


@ The UNDERWOOD Accounting Machine @ Unique among accounting machines with 
may be equipped with from one to seven cross- its employment of the flat-bed principle, Accounting Machines in a wide range of appli- 
computing registers and from one to thirty in the ELLIOTT-FISHER is used throughout cations is due largely to the unique Sundstrand 
dividual column totaling registers the world in many classes of work for which rangement of 10 numer al keys under the 
10 other machine would be suitable fingers of one hand. 


S| IMPORTANT PRODUCTS 


THAT ACCOMPLISH THREE GREAT SAVINGS 


TIME...LABOR...™MONEY 


s 
There is an UNDERWOOD or an ELLIOTT-FISHER ora 


SUNDSTRAND Machine ideally suited to the solution of 


every accounting, bookkeeping and record-writing problem. 


Accounting Machine Division 
UNDERWOOD ELLIOTT FISHER COMPANY 
Tupewriters Accounting Machines Adding Machines 


342 MADISON AVENUE, NEW YORK, N. Y. 





